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Special Survey 


COMPETING 
WITH THE 
GERMANS 


See Page 73 
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FOR NEW IDEAS* 


ON BUSINESS 
LIST-PRINTING 


Stock, price and parts lists, mail order and 
membership lists, inventories and internal 
telephone directories: how are they 
produced in your business ? Is it a full time 
job for someone to keep them up-to-date 
and accurate, to check proofs, to supervise 
printers and publication dates ? Send for 
the Man from Remington Rand. He’ll 
show you a way with business list 
production which is quicker, cheaper 

and more accurate altogether. 


* THIS IS FLE XOPR INT Remington Rand’s equipment for rapid, low- 


cost list-printing. Flexoprint turns your own typist into a compositor — does away with 
all typesetting charges. Flexoprint lists are maintained, amended, paged up in any format, 
ind proof-read in your own office. They are always up-to-date, always ready for your 
printer or your own offset-litho department. Does Flexoprint sound like a solution to your 
listing problems ? Let us prove that it is. 


Send for the Man from 


Remington. Ftand 








COUPON: | would like to know more about Flexoprint. Please * arrange for your representative 
to call by appointment « send me free informative literature [| (tick course of action required) 


NAME 


ADDRESS 


REMINGTON RAND LTD, 1-19 NEW OXFORD STREET, LONDON, WCI Telepone: CHAncery 8888 


POSITION 





OM\4 

















A departmental link-up by Reliance Telephone 
Systems brings your staff into oral control as 
easily as if they shared your room. With 
Reliance you can from your chair settle a simple 
query, have a detailed discussion, or hold a 
conference. 


Almost effortless ‘finger touch’ operates the 
required switch or switches on your Master 
Station, ensuring instant priority intercommun- 
ication with your organization. It’s as simple 
as that! 


Let us send you full particulars of this com- 
pletely automatic system available on modest 
rental—a proven contributory factor to modern 
efficiency. 


Write to-day 
for illustrated 
leaflet B2/30. 


Business 


THE JOURNAL OF MANAGEMENT IN INDUSTRY 











ZeRELIANCE TELEPHONE C0 47 


(A Subsidrery of the Genera! Electrix 
43-47 PARKER STREET, KINGSWAY, LONDON, W.C.2 
Telephone Choncery 534! (P.8.X.) Bronches throughout the United Kingdom 
i INTERNAL TELEPHONES STAFF LOCATION MUSIC FOR INDUSTRY 





JANUARY, 1956 











CONTENTS for JANUARY, 1956 
PROSPECT economic supplement 


Month's Highlights and Trends. : ; 49 
Salient Figures of the Month. , , ‘ 51 
Home Market Regional Surveys. . 53 
State of the Nation: 18 key charts . ‘ P 54 
Export Market Survey . ; : ‘ ‘ 59 
COMMENT. - , : , : 63 
PEOPLE, PRODUCTS AND PLACES . . 65 
TALKING POINTS . : : ‘ y 71 
MANAGEMENT AT WORK J : : 89 


POLICY 


THE FIGHT FOR Export MARKETS. ; 73 
A special Business survey of the ‘Germany 
versus Britain’ battle for exports, including an 
analysis of eight major overseas markets, and 
several British export case histories 
Business Editorial Staff 


BETTER HANDLING—GREATER OUTPUT . 80 
Picture Story 


ADMINISTRATIVE FLAIR—SOME POINTERS . 82 
The biography of Alick S. Dick, managing 
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Next MONTH 
Management Training Facilities 


The opening article in the February issue will 
survey the management training facilities 
available in Britain today, judging them ac- 
cording to the type of student they cater for, 
the length of course, the technique of teaching, 
and whether they are more concerned with 
principles or practical methods 


Mr. Casson of C. R. Casson Ltd., 
has been a satisfied user of 
the DICTOGRAPH loudspeaking 
telephone for many years. When 
Mr. Casson moved into new offices 
he did not require the normal type 
of office desk and he asked 
Mr. R. D. Russell, R.D.1., F.S.LA. 
to design a round table for informal 
conferences, with a separate work 
cabinet to contain his personal 
letters and files. The accepted de- 
sign shows how neatly this request 
was carried out, and how well the 
DICTOGRAPH Master Station 
giving direct key, priority link 
with 32 other instruments, has 
fitted into its new surroundings. 


et arr in "hem, 





TO WER MAJESTY THE QUEEN 
SUPPLIERS OF DICTOGRAPH TELEPHONES 


DICTOGRAPH 


TELEPHONES LIMITED 


438 Abbey House, Westminster, S.W.1 
ABBEY 5572 
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Whena 


pension scheme 


is being 


considered 





the name to 


remember is 


The 
General Life 





Associated with 
GENERAL ACCIDENT FIRE AND LIFE ASSURANCE CORPORATION LTD 
ROAD TRANSPORT AND GENERAL INSURANCE COMPANY LTD 
SCOTTISH GENERAL INSURANCE COMPANY LTD 
THE ENGLISH INSURANCE COMPANY LTD 





THE GENERAL LIFE ASSURANCE COMPANY 
Established 1837 


General Buildings, Perth, Scotland 


Ss 
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efficiency and its appearance 
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How an Irish publishing company cut the time 
spent on dealing with orders by installing a 
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A perusal of this 
month’s cover picture 
will recall to the 
reader’s mind the wide 
range of major manage- 
ment subjects covered 
by Business in the 
course of twelve 

months. 
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Change of subscriber's address: Please notify Publishers six weeks 
before change of address is to take effect, giving present address in 
full and new address. 

BUSINESS, Vol, 86, No. 1 ne yg Ni bent, of of Com- 


merce,” “Modern Business,’ tion and 
M t News Digest” and Mel a Industrial 
Equipment” ). Published monthly by Business Publications Ltd., 
registered office 180 Fleet Street, London, E.C.4. (Waterloo 3388). 
30/- a year post free U.K.and Eire; 35/- AL 

Advertisement, editorial and sales offices: Mercury House, 109-119 
Waterloo Road, London, S.E.1 (Waterloo 3388) 











CATERING EXHIBITION - OLYMPIA- JANUARY 25—FEBRUARY 3 





Visit Stand No. 86 and see the wide range of Streetly 
Melamine—the Ware that is light and strong, that does not 
easily break, chip or crack. Wherever it has been installed, 
the wastage figures have been drastically reduced, service 
speeded up. Ideal for Hospitals, Schools, Canteens and all 


Catering Establishments. Send for descriptive leaflets. 


The Range of Streetiy Melamine Ware 
® Soup Bowl 


© Sweet Plate 84”, Dinner Plate 10”, Tea 
Plate 64” 


© Large Nesting Cup and Saucer 

© 7 oz. Flared Rim Cup and Saucer 
© 7 oz. Cup and Saucer 

© Worcester Cup and Saucer 


® Teaspoon 


<==) STREETLY MELAMINE WARE @/> 


The Streetly Manufacturing Co. Ltd., | Argyll Street, London, W.!1 + Telephone: GERrard 7971 
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BLICK ELECTRIC 
MASTER CLOCK 


For ensuring that all Clocks, 
Recorders, Bells, Hooters, etc., 
throughout the organisation keep 
synchronised and correct time. 





BLICK WALL CLOCKS 
A wide range of models available. 





TIME Recorders 








BLICK ‘STANDARD’ 


The Blick wood-cased Pendulum 
Standard Card-system Recorder is 
still the most popular for smaller 
factories where no overlapping 
problem arises. 


THE MOST IMPORTANT 


The most important thing is to be 
quite sure you have the right kind 
of Time Recorder—one designed 
to suit your exact needs. 


To do this, go to the people who 
have the widest range of models 
and who specialise in seeing that 
you install the model that will suit 
you best. A few are illustrated 
here. 


If you ring Monarch 6256 and ask 
for Mr. Maurice High you can be 
sure not only of a courteous, 
friendly reception and expert ad- 
vice, but you will also get the 
best equipment. 








BLICK PROGRAMME UNIT 


For operating automatic Bells, 
Buzzers, Hooters, etc., to pre- 
determined time programmes. 





BLICK MODEL 8! 


A one-hand operated, fully auto- 
matic “Punch-Hole” Time Recor- 
der specially suitable for large 
factories and where the compli- 
cation of overlapping shifts or 
meal-times arises. 





BLICK TIME RECORDERS LTD., 96 ALDERSGATE STREET, LONDON €.C.1 
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What is your first consideration when you buy overalls? 
C.8.EMBROIDERY m ; = 

Is it Price, Quality, Style or Individuality? Charles Baker 
SERVICE 


believe in giving you the choice—their prices are most 
Initials, Badges, Trade 
fames of monograms 
can be embroidered 


on any overall. 


advantageous, offering the best quality overalls 
money can buy. Overalls that wear well, 

look smart and launder perfectly over and over 
again. Styles? Charles Baker have London’s 


Largest Selection. As for individuality . . . 


Price quoted on 
application 


contrasting collars and cuffs can be addea 

to any style in your own particular colour 
scheme. If you are a shrewd buyer who knows 
only the best is good enough . . . you'll be 
wise if you get in touch with Charles Baker’s 
Contracts Department. 


THE HOPE An R.A-F. style Boiler Suit fully 


high-grade d 


ut in strong, 
Bar-tacked at 17 stress points. Fly Front, 
Detachable buttons. Many Pockets. Colours: Navy, Brown, 
Khaki, Unbleached and White in sizes 34” to 52” Chest 
Also available with full zip front 
Navy, White and Khaki only 
Sizes 34” to 50" Chest 


THE DUCHESS 


A Rayon Overall Al i \ 
ideal for office and aay 


supervisory staff. 





Colours : Green, 
Grey, Blue, Navy, 
Beige, Cream, Pink 
and White. >1zes 
Small W« ymen’s i 


to Extra Outsize. 














THE WESTMINSTER 


A generously cut 
Long Coat with 
tailored shoulders. 
Detachable 
buttons. Side vent 
to Trousers. WwW hite 
and Khaki drill. 
Also in Grey 
Denim and Gam- 
broon materials. 
Sizes 34” to $2 





















\ Chest. 
| t 
$/~138 TOTTENHAR 
@ WRITE FOR NEW CATALOGUE l 0 N D 0 N W | 
24 Pages. It illustrates and gives compre- EU Sto- 
hensive details of over 50 different styles for ; 


9721/3 


men and women. 





CHARLES BAKER & CO. LTD.—LONDON’S LEADING OVERALL SPECIALISTS 
6 BUSINESS 








THEIR WELFARE DEPARTMENT HELPS MAKE SURE THAT — 


they won't be 
amongst the 6,000,000* 
sickness-absentees 


— THIS WINTER! 





I$ YOUR PRODUCTION SAFEGUARDED ? 





Every year industry is temporarily deprived of 
over 11,000,000 employees through sickness or 
injury—reaching a peak in the winter months. 
between October 1954andM arch Only positive action by enlightened management 
1955—H-M.S.O. statistics. can reduce this staggering figure. n-the-spot 
medical and welfare aid for employees has an 
instantaneous effect in improving attendance- 

a fact you can prove for yourself. 


*6,019,400 imsured persons were 
absent through sickness or injury 











In large industrial plants sickness absence can cause . . » the absence of one key worker can disrupt 
bottlenecks affecting many departments . . . production schedules. 









Absenteeism, a primary cause of A fully equipped medical department can Many leading industrial concerns 
concern to the personnel manager, give early attention to sickness or accidents employ CALMIC Services of sup- 
in many cases is preventable. preventing more serious after effects and plies listed in this ready reference. 

prolonged absence. Available on request. 


CREWE CALMIC LIMITED LONDON 


Teleph ° 2s 6 2. Mansfield Street, W.1 
Crewe 3251-5 Industrial Welfare Division Telephone LANgham 8038-9 
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Enfield Gables build 


trong, adaptable 
test rigs 


DEXION offers unique combination 


of strength, speed, economy, 


versatility 


NFIELD CABLES Ltd. have found 

in Dexion Slotted Angle a neat and 
economical solution to the problem of 
transporting experimental 132k V cables 
to the National Physical Laboratories 
for impulse testing. They designed and 
built this special rig, strong enough 
for the heaviest cables, easily adjusted 
to different types of cable. When this 
whole structure reaches the Labor- 
atories, no assembly is necessary — the 
cable is ready for immediate testing. 





A light engineering firm making 
heating elements built this special 
stand to hold test apparatus. 





Time and space are saved, providing a 
cost reduction of over 50°. 

This is just one example. Dexion is 
constantly proving that it is the quickest, 
cheapest, sturdiest material for all kinds 
of factory and warehouse structures 
—for storage racks, machine-stands, 
benches, platforms, trolleys and a hun- 
dred-and-one other jobs. With Dexion 
you make your own equipment exactly 
as you want it. 

Because the work has already been 
put into Dexion, you can use unskilled 
labour even for complicated structures ; 
clearly marked at 3” intervals, Dexion 
needs only cutting and bolting — no 
close measurements or detailed draw- 
ings, no welding, drilling or riveting. 
And Dexion is rust-protected — so 
there’s no painting. 

Thus Dexion is far easier and quicker 
to work with than wood or angle iron. 
Remember, Dexion structures can always 
be swiftly altered or dismantled, and the 
Dexion used again. No waste, no scrap. 


Dexion 225 has a scientific design of 
slots and holes. Each one has a purpose 
and the remaining metal is left where it 
gives greatest streng.. That's why a 
Dexion structure is rigid in itself — you 
don’t need plates or brackets. 

Dexion is the slotted angle that 
started an industry. Now, over 100 
million feet of Dexion are being used by 
more than 60,000 firms all over the world. 
And 80 per cent of sales are repeat orders. 


GET THE FACTS 


Dexion 225 is sold in packets of ten 10-ft. 
lengths, complete with bolts. Steel Dexion 
(price from 1/3} to 1/5 per foot) is rust- 
protected, stove-enamelled. Where a light 
but strong, non-magnetic, non-corroding 
material is required, use Alloy Dexion 
(full technical details and prices on request). 
Send today for sample piece of Dexion and 
illustrated booklet AW.5 showing many uses 
in industry. Dexion Ltd., 65 Maygrove Rd., 
London, N.W.6. (Tel: MAlIda Vale 6031-9.) 





MAKE SURE IT IS DEXION 


If you come across an imitation, compare it with Dexion; check these points: 


@ Dexion gives you exceptional strength. 

@ Slots and holes are scientifically placed 
for simplest, safest construction. 

@ Joints at any angle are positively held 
by bolts in round holes. 


© Dexion overlaps to give extra-long, 
rigid lengths — no jointing pieces. 

© Cut ends are strong and all the same 
— every off-cut is useful. 


With Dexion, you benefit from years of research and experience, a world-wide 
organization, free technical service, and fast construction teams for big jobs. 


BUSINESS 





This special rig enables Enfield Cables 
Lid. to transport heavy experimental 
132k V cables to the National Physical 
Laboratories where, without any fur- 
ther assembly work, they are immedi- 
ately ready for impulse testing. This 
Structure satisfied an urgent need and 
reduced cost by over 50%. Dexion, 

supremely adaptable to changing 

needs is ideal for special structures. 





: 
+ SLs eesensecness 


“t 


PHOTOGRAPHS BY WALTER NURNBERG, F.1.B.P., F.R.P.S. 


DEXION 


SLOTTED ANGLE 
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] organization, free technical service, and fast construction teams for big jobs. 
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it’s an elementary fact... 


Stick-at-a-touch Sellotape 
< simplifies the job! 


w 


e, 


TRANSPARENT SELLOTAPE solves the 














problem of sealing small and large 
containers, holding, binding and joining 


parts or materials in manufacture. 


PRINTED SELLOTAPE is the answer for 
labelling direct on to almost any surface. 
It can be rapidly and cleanly applied—and, what is 


more, in packaging it advertises while it seals 


PRINTED SELLOTAPE AD-STRIP in lustrous 
colours advertises and stimulates impulse buying from 


eye level sites—at the point of sale! 


s 
f() ‘, It's not fiction ... but fact, too, that Sellotape sealing 


methods save time, labour and material costs. 








May we show you evidence from recent case histories ? 


BAGNELLE 


Marketed by GORDON & GOTCH LTD - SELLOTAPE DIVISION 


39-40 FARRINGDON STREET LONDON EC4 CENtral 0531 


Sellotape is the Registered Trade Mark of Adhesive Tapes Ltd. 
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Increasing 
productivity 
at 

EMI. Ltd. 


Sheet Metal Storage. Two-way entry 
pallets are stacked in this Kee Klamp 
Storage Rack to the maximum lift 

of the fork lift trucks, saving space, 
time, energy and materials. Built from 
standard Kee Klamps and tubing. 


another 
GASCOIGNE 


KEE KLAMP 


Regd. Trade Mark 


STORAGE RACK 











Kee Klamps also make Work Benches—Partitions—Guard Rails, ete 





This booklet will tell you more ; write for your copy. 


THE GEO. H. GASCOIGNE CO. LTD., 527 GASCOIGNE HOUSE, READING, BERKS. Telephone: READING 54417 (3 lines). 
JANUARY, 1956 il 
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What happens when 
you buy a 47a" 


Immediately you become the 
owner of a Gestetner you become 
entitled to the full benefits of Gestetner 
Service. For your machine — FREE 
MAINTENANCE for ever. For yourself 
and your staff—free access (through 
every Branch Office) to the GESTETNER 
SERVICE AND INFORMATION BUREAU, 
where the help and advice of the world’s 
finest team of duplicating specialists are 





yours for the asking. 

When you buy a Gestetner you solve all 
your duplicating problems in advance. The 
range and quality of Gestetner accessories 
redouble the usefulness of your duplicator and 
put every known production technique at your 





disposal. Even the composition of your Direct This is, without reservation, 
Mail literature will gladly be undertaken, if the world’s finest duplicator — the 
desired, by the talented copywriters and artists of famous Gestetner 260 Automatic. 
Gestetner’s CREATIVE GROUP From it the Gestetner range 


extends, through intermediate 
models, to simple, 
inexpensive, hand-operated 


why not write today machines — presenting at 


every level the most efficient 


for our latest portfolio— containing particulars of Gestetner duplicator for every conceivable 


equipment and details of Gestetner’s unique service organisation? set of requirements. 


GESTETNER LIMITED, ALDWYCH HOUSE, LONDON, W.C.2 
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The Smiths 3-cylinder power 
unit provides power in a nutshell to ‘Vea ey 
the Lansing Bagnall PP230 palate truck which “= #9 @ f 
is the smallest of its kind handling a 3,000 Ib. load. This 4 
Smiths power unit measures only 44" diameter by 10}" long 
including an integral relief valve and non-return valve. 

5 and 10-cylinder pumps with A.C. or D.C. Motors operating at 
1,500 p.s.t. delivering up to § gallons per minute are also 
available together with suitable jacks and controls, etc. 


JACKING SYSTEMS LIMITED 


A Company of the Motor Accessory Division of S. Smith & Sons (England) Led. 
JACKALL WORKS, EDGWARE RD., LONDON, N.W.2. Tel: GLAdstone 6671-4 
A.P.. 261-29 
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It’s intelligently designed to do so many jobs so well, 
that’s what we like It’s 
flexible—such thoroughly good value. As an investment 


about DICTOREL. reliable, 


it pays a 125% dividend . . . creates greater office product- 
Ask the Ladies 


We too; we’re 


ivity plus pleasant all round efficiency. 
— they think picroret is wonderful. 
coping with extra business using exactly the same staff 
and office space. And we get away at a reasonable 


hour nowadays. We just couldn’t do without picToreL. 











4 Member of the BRITISH OPTICAL 
AND PRECISION ENGINEERS GrouP 
Within the Rank Organisation 





(Electronic Division), Mortimer House, 37-41 Mortimer St., 
MUS ¢432. 





Pm sold on 
DICTOREL 


DICTOREL 
magnetically-coated sheets of paper 


records on unique 
—the natural medium for office 
use . . . cuts out fiddling with 
tapes or wires . . is extremely 
simple to use — typists really like 
it...is a compact, beautifully-made 
precision job . . . is used by leading 
business houses everywhere . . . is 
supplied and serviced throughout the 
U.K. and indeed the world. 

Call, write or ’phone for 7 DAYS’ 
FREE TRIAL—without obligation. 


NG 


©c OI:recrTra Tien e/ 
1 MACHINE 






Ss 


London, W.1. 


BUSINESS 











FOR NEW IDEAS * 


ON BUSINESS DICTATION 





After long research on business dictation, *THIS IS REMINGTON 
Remington Rand now offer the Remington ULTRAVOX You can use it on any 
Ultravox. Here at last is adictating machine that desk or table corner—even in your car. It 
. ee : records faithfully at the noisiest conference or 
incorporates ai] significant technical advances, from the far end of your office. You can amend 
all features that make for ease and flexibility any dictation error by speaking over the mistake. 
: . ‘ Remington Ultravox sound carriers have a ten- 
of use. Here is a new conception of high-speed minute recording capacity. They can be mailed 
. ; ion: tary like a quarto letter, erased and re-used time and 
error-free dictation: are (and yo ) again. As for the quality of tone and reproduction 
are welcome to test it in your own office. —try it for yourself... 


Send for the Man from 


Memington Fland. 


COUPON: | would like to know more about Remington Ultravox. Please * ask your representative 
to arrange a free demonstration *{_} previde further information (_) (tick course of action required) 


NAME . saee . ° POSITION... pensuocstinensepocsennapencoqunses 
ADORESS 
REMINGTON RAND LTD, 1-19 NEW OXFORD STREET, LONDON WCI TELEPHONE: CHANCERY 8888 om 
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BRADMaA gets down to the very roots of your time, 
labour and cost problems. It automatically selects 
sections or individuals from your mailing lists — 
addresses envelopes, reply-paid cards and wrappers 
with amazing rapidity. 
In other departments too: INVOICING, STATE- 
MENTS, WAGES and SALARY LISTS can all be 
handled by accurate, economical BRADMA. 

For an individual report on this system applied 

to your business please write or ‘phone the 

Bradma Organisation and Methods Department :— 
33 Chancery Line, London, W.C.2. Tel: CHAncery 9612 


Britioh ADDRESSING MAGHINES AND BUSINESS SYSTEMS 


Manufactured in Great Britain for the markets of the World by 


ADREMA LIMITED, Telford Way, London, W.3. Tel: SHEpherds Bush 209! 
BRANCHES AND AGENCIES THROUGHOUT THE WORLD 
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V 


STEEL 
OFFICE 
EQUIPMENT 














© bee steel office equipment is precision built by 

engineers and is the result of scientific research into 
modern office and factory requirements. It is recognised 
for its quality, dignified appearance and its strength of 
construction. Standard finishes are olive green and dove 


grey, but quotations will be given for special non-standard 
finishes. 


DESKS - FILING, STATIONERY AND DISPLAY CABINETS - CUPBOARDS 


JAMES HOWDEN & COMPANY, LIMITED 
\73 MACLELLAN STREET, GLASGOW, S.| 
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use STEEL Filing Cabinets “a 





Yor 
@ Ball-bearing slide arms. The people 
@ Vertical or suspended type filing. to see are 
@ High quality, durable and fire resisting. SANKEY- 
@ Standard finishes—Neutral Grey or Olive Green stoved enamel. SHELDON, 
@ In dealing with Sankey-Sheldon you buy direct from the of course! 


manufacturer. Offices and showrooms throughout Great Britain 











carry stocks ensuring prompt delivery and local service. 


4drawer foolscap, non-locking 
£14.5.0(P.T. £3.4.2.) 
@ Send for catalogue No. A.953/ B1. “crower Coskenp with 


automatic locking 
£15.5.0 (P.T.£3.8.8.) 


Sankey- Sheldon 


| 

| 

| 

| 

| 

Sankey-Sheldon Ltd., 46 Cannon Street, London, E.C.4. Telephone : CITy 4477 (12 lines) 7 
| 


STEEL DESKS - TABLES ~- SHELVING 
STORAGE BINS « PARTITIONS - MOVABLE WALLS * CUPBOARDS « CLOTHES LOCKERS - LIBRARY SHELVING 1 
18 BUSINESS 


er 




















‘malle-to-mpabure’ 


visible recording 


means special advantages 


Your Seldex System is planned after consultation with you and an 

analysis of your particular needs has been made. Exclusive and patented 

SELDEX FOCUSES features incorporated in Seldex eliminate the weaknesses common to 
YOUR FACTS many systems, and ensure speediest operation with maximum clerical 
economy and the minimum possibility of human error. Though very 
simple to grasp, these features are too many to be enumerated here. They 
are detailed in our literature which, we know, will open your eyes to profit- 
able possibilities. If your secretary will complete the coupon below, a 


reply will be sent by return post. 


CONSTRUCTORS 


Regd. Trade Mark 


SeLDe>0 visible recording systems 


( Approved by the Council of Industrial Design) 





POST cou PON TODAY TO CONSTRUCTORS GROUP, DEPT BU, TYBURN ROAD, BIRMINGHAM 24 


Please send, without obligation, details of 
Name 


Constructors Seldex Visible Recording Systems for | 
use in Dept; | 


and a copy of “‘Seldex, how it works. PED 
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Se ae aaceae sa] Built entirely from highest quality steel 


for years of hardest wear. 


Gleaming enamel finish. 


TRY....COMPAFRE... 
and YOU SELECT 


rue VEW 


GRACEFUL 


ADWEL 


Adding-Listing 
Machine 


Simple construction and accessibility 
makes operation and service easy. 


Fully automatic safety keyboard. 
Correction key clears entire keyboard. 


Self-adjusting Paper Feed keeps tape 
always aligned. 


Trouble-free performance with mini- 
mum maintenance. 


“Finger tip fit” keys for speed, accuracy 
and quiet operating. 


Easy, time-saving right-hand operation 
gives extra speed. 


Figures easily read through transparent 
paper cutter. 






MODEL ONE 


As illustrated. Capac- 
ity £9,999 19. 113. 
Price £45. 15. 0 


MODEL TWO 


As above, with Sub- 
traction. 
Price £48. 10. 0 


MODEL THREE 
With Subtraction, 
Carry-over capacity 

£99,999 19. 11 
Price £52. 10. 0 


SENSATIONAL.... 
STREAMLUNED...- 
WORLDS LOWEST PRICE / 


Write for further information or trial to 


VAN DER VELDE LTD 


PILGRIM STREET NEWCASTLE UPON TYNE TEL 21504 
LONDON TEL LON 2226 


OBTAINABLE FROM ALL OFFICE EQUIPMENT DEALERS THROUGHOUT THE COUNTRY 
20 
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~ | bought it for three very good reasons ...” 


Business people always buy for good reasons - and at least one out of 
five buy Kalamazoo Copy-Writer Wages System because a friend, or 
colleague, using it already, urged him to do so! The striking fact, 
that this Kalamazoo system is so often sold entirely by recommendation, 
proves its excellence. 

This user recommended Kalamazoo because it overcame these difficulties :- 
it satisfied Employees and the Union about all deductions from wages, 
it overcame clerical shortage difficulties, 
it eliminated errors. 

There could have been half-a-dozen other reasons as well. 
Post the coupon and get them all. 


Please give me full information about the : 
‘Copy-Writer’ Wages System, without obligation on : 
my part. 


Kalamazoo 





Firm ....... sisibiteadisaid ginintaadiitetnliaan seis | copy-writer saves the day 
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“It's nice to have 


something that works 





without bother 





nowadays... 








...empty or full, this drawer 


behaves perfectly.” 


CONSTRUCTORS 


REGISTERED TRADE MARK 


A good name for craftsmanship in STEEL EQUIPMENT FOR OFFICE & FACTORY 


Send tcday for descriztive trochure No. B/T€0 


CONSTRUCTORS GROUP Tyburn Road, Birmingham 24, Telephone: *ERDington 1616, 


London Office: 98 Park Lane,W.1.Tel.: MAYfair 3074. And at Manchester, Leeds, Bournemouth & Leicester 
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st, Actual size of ke ys on all Facit models. The 
7’ other illustrations show the Facit NTK. one 
of the hand machines in the Facit range 


of ten-key calculators. 


2 & business machine 





Why not try your hand at calculating ... ona 
Facit ten-key calculator. Nothing could be simpler. 
With only ten-figure keys to use, any 
member of your staff can become «& proficient 
operator after a few minutes’ instruction. 
Think what this means—all the routine 
multiplication, division, addition and subtraction 
in every part of your business, can be 
handled by any clerk. Essential figures can be 
computed at a moment's notice. Tedious, 
time-wasting figuring becomes high-speed, 
machine-perfect calculating . . . without special 
departments, trained staff or reorganisation. 
You can also use F ACIT for on-the-spot 
calculating and figure checks. 
Your Director can use F ACIT on his desk for 
rapid reckoning. 
Your Accountant can use F ACIT to speed 
the routine of his department. 
Your Secretary can use F ACIT on the figures in 
Company control. 
Anyone can use F ACIT to save time and labour, 
wherever there is more than a half hour’s 
figure work a day. 
There is a complete range of FACIT hand and 
electric models . . . each one a precision-built 
item of equipment for the modern office. Let 
us send you a FACIT to use on your own work 
for a day or two . . . or write first for full details 
to: Block & Anderson Limited, 58-60 Kensington 
Church Street, London, W.8. Tel : WEStern7250. 


N06 MMe ten-key calculators 


JANUARY, 1956 








| TAYLORS for Typewriters 


and all Office Machines 


Today, the name TAYLOR’S means more than a 
complete Typewriter Service, it covers Office 


Machines in a very broad sense. 


Efficiency in the Office being the order of the day, 
TAYLOR’S, with their vast experience, dating back to 
1884, are in a position to offer a comprehensive 
Office Machine Service. Their extensive stocks of 
both NEW AND REBUILT Machines are at your 
disposal. 


Get in touch with TAYLOR’S for all your Office 


Machine requirements. 


HIRE - REPAIRS AND MAINTENANCE - EXCHANGES 


Office Machines for all purposes : 





ACCOUNTING ADDING AND CONTINUOUS 
AND LISTING. STATIONERY, 
BOOK-KEEPING CALCULATING FANFOLD, etc. 
ADDRESSING AND DICTATING AND OFFICE FURNITURE 
CHEQUE WRITING TRANSCRIBING AND STEEL EQUIPMENT 
SPECIAL PURPOSE TYPEWRITING OFFICE SUPPLIES 
You can rely on... Established 1884 


Taylor's Typewriter Co. Ltd. 


74 CHANCERY LANE (HOLBORN END), LONDON, W.C.2 
Tel. HOLborn 3793 (5 lines) 


and at 83 Queen Street, MAIDENHEAD, Berks. 
Tel. Maidenhead 354 


BUSINESS 








YT, 


Lif 


yf 












You hardly expect a really efficient typist to sit in this office ! 
Yet this type of furnishing is no more ‘ old fashioned’ than the many 
unproductive operations still being carried out by many typists. 

One has hardly to look around the modern office to note the vast 
strides that have been made—and yet—there are still typists to-day who 
are compelled to work to out-of-date ideas. “PRIMUS” Continuous 
Stationery has replaced the out-of-date unproductive operations pre- 
viously carried out in the office—interleaving and extracting loose carbon 
sheets, inserting and aligning separate stationery forms, etc. 

“PRIMUS” saves ONE HOUR IN EVERY THREE on invoicing, 
works orders, goods received notes, purchase orders, and other tasks of 
a repetitive nature. With the simple attachment, “PRIMUS” forms can 
be used on any make of typewriter. The smooth feeding of the forms 
into the machine assures that the typist is engaged ALL the time on 


THE PRIMUS STANDARD REGISTER 


For HAND - WRITTEN RECORDS, the 
Primus Register used in conjunction with 
Continuous Stationery ensures the same 
speedy smooth operation, while a copy 
automatically locked in the machine pro- 
vides your auditor with a check on each 
transaction 





CAR MINEIR-WDAWV HS Ion. 


QUEEN ELIZABETH STREET @ LONDON S.E.!I 





TEL. HOP 5344 (5 lines) 


Branches at BIRMINGHAM -MANCHESTER -DU BLIN -GLASGOW 
































fe. x 3 ft 
Executive 
Desk 
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tradition if ‘ 
Office Furniture 













her 


: SS f= 


r usual supp 
je from you 
Obdtainao 


. © 











in Oak 
Mahogany 
or Walnut 











Manufactured hy 










THE mOSsT 


ACCURATE 






PENDULUM CLOCK 


iN THE WORLD 





S. EPSTEINLTD., Beachy Rd., Old Ford, London 53 


Does the Best 


necessarily Cost 
the Most ? 


SYNCHRONOME 


ELECTRICAL tMPULSE CLOCKS 


These are known the world over for their accurate timekeeping. 
They have been installed by hundreds of large industrial and 















TELEPHONE AMHerst 3633 


OSSERVay, 
"Op, 





commercial undertakings, Educational and Municipal 
Authorities throughout the world. 
Makers of fine clocks for over 60 years 


THE SYNCHRONOME CO. LTD. 
ABBEY ELECTRIC CLOCK WORKS 
MOUNT PLEASANT, ALPERTON, MIDDLESEX 
Telephene WEMbley 3643 


AGENTS IN THE BRITISH ISLES 
NORTHERN IRELAND 
Telephone No. Belfast 29086 


SCOTLAND : Messrs. Ellis & McDougall, 12 Sawmillfield St., Glasgow, C.4 
Telephone : Glasgow DOUglas 6566 


Messrs. F.C. Duncan & Co., 20 Church Street, Belfast 
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Edison 
Tele-Voice 






—a direct line to 


lower costs ! 


Remote-control Dictating 


introduced first by ‘EDISON’ 


WHEREVER YOU HAVE people who “put it in writing,” depend on TELE-VOICE 
to deliver real economy. You save money—with 3, 6, even 20 low-cost 


dictating phones in a network served by one recording unit, one secretary. . . 


And you save time; that TELE-voice phone on your desk gives you the 


fastest service you’ve ever known—and it’s so downright easy to use. 
Just pick it up and dictate. 


One thousand new users a month are turning to new-fashioned TELE-VOICE 
from small 3- or 4-man offices . . . to business giants. 


Let us assist you—telephone or write or call for particulars of Edison Remote 
Control Dictation—the TELE-VOICEWRITER. 





9 


VICTORIA HOUSE, SOUTHAMPTON ROW, LONDON, W.C.! 
Telephone HOLborn 9988 


BRANCHES AND DEALERS Manchester Birmingham Bristol Newcastle Leeds Glasgow Southampton Belfast 


Ca Connec to one 
Many low-cost, 4 remote-control 


single, central 


easy-to-use, TELE-VoIce Stations . recording instrument— 


e . 
2) s 
‘;S the EDISON 


TELE-VOICEWRITER 
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V.LP 


(very important 


paper) 





a fine smooth 
copy paper 
in a sensible 


modern pack 


In white, blue, pink, yellow, 
ereen and old £7 ld 
Quarto and foolscap fromyour usual supplier 


YATES DUXBURY & SONS LTD 
HEAP BRIDGE PAPER MILLS - BURY- LANCS 


Makers of fine papers for 90 years 
; YD 5a/s 














lantern slides 
at meetings 
and lectures 


W. at “WEST” are proud to include among those 
for whom we make Lantern Slides, a number of famous 
Industrial Oragnisations whose standards are as exact- 
ing as Our Own.... 

Diagrams, photographs and charts follow each other 
across the screen to build up a clear incisive picture, 
often beyond the descriptive power of words alone. 

Such things as technical data and marketing tech- 
niques are often complicated and difficult for an 
audience to follow, and the quality of your Lantern 
Slides can make a lot of 
difference. 

That is how we see it, 
and why we spare no pains 
to make the best of every 
picture in every Lantern 
Slide we produce. 







WESTY SAYS: 
For prompt service 
ring ABBey 3323. 


yi 








+—“LANTERN-SLIDES 


make things clear 


A. WEST & PARTNERS LTD. (established 1888) 
4 ABBEY ORCHARD ST., WESTMINSTER, LONDON, S.W.. 
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IF YOU SORT AND ADD... 
The answer is PARAMOUNT ~" 
PUNCHED CARDS 


A hand-operated system, developed 
and marketed by Cope-Chat, which has 
added so much to the efficiency of 


modern business administration. 


PARAMOUNT simplifies the Control 
of Sales, Purchasing, Production, 
Costing and all managerial functions 
where facts and figures have to be 
arranged in any group or sequence. a 

PARAMOUNT users number among Se 


them many of the largest and most up- 
to-date organisations in the world. 








Complete and post this coupon today for full details 
f the Paramount Punched Card System 


Name of Firm 


Name and Position 


of Writer 


Address 


(Block Letters Please) P-B-1-56 
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Hand 
Slotting 


Multiple 
Key Punching 


Gang 
Slotting 







THE 


COPELAND-CHATTERSON 
co. LTD. 


London Office & Showrooms: EXCHANGE HOUSE, OLD CHANGE. £.C.4 
Telephone: CiTy 2284 


Registered Office & Works: STROUD, GLOS. 
Branches ot: Birmingham, Bristol, Glasgow, Leeds, Leicester, Liverpool Manchester, 


Newcastie-on-Tyne, Sheffield and South Wales 
Agent in Ireland: 6/7 Clanbrassil Sct., Dundalk Agents throughout the World 
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Before : 96’ OF SHELVING After : 240’ OF SHELVING 





LET YOUR storage methods match this modern age of automation! compactus isthe 4  ngmncne Moagieal used fi ve d 
. racks, arranged as S diagram, for 
motorised system . . . that packs the racks flat like a book—and opens them just as the storage of diagnosis envelopes. The 
TT at ¢ >eiTe: P : > > ‘ a ; ade . problem was to provide extra shelving 
easily, at any desired part, by the simple movement of a lever. (Light loads can also) prover me ean par ters we 
be moved by hand if required.) In Hospitals and Institutions, Printing Works and = accessibility 
blishi ; | ance C anies and Banks : PT . STV COMPACTUS increased the storage 
Publishing Houses, Insurance Companies and Banks, COMPACTUS is cutting Costs, capacity by 150°%,. Now, every part of 


increasing the safety margin, giving new impetus to business efficiency. ro - ee ~ es the touch 
of a lever-—no anha ing 


Take the first step to better storage—SEND FOR YOUR 


AREA “SPACEMAN.” 
Visit our Stand No. 6 


BUSINESS EFFICIENCY EXHIBITION W; 
arth, ls weight INGOLD 
Bingley Hall, Birmingham, 20th—25th February, 1956 
WORLD PATENTS 


Sole Licensees & Manufacturers — J. GLOVER & SONS LIMITED — 4.79 GROTON ROAD, LONDON, S.W.18 
Telephone: BATtersea 6511 











NSONM introduce 


THE Zre@d/e VISIBLE RECORD SYSTEM FOR THE PRICE OF One 





SAVINGS BEGIN WITH THE PRICE OF VISIPOST Ledger, Costing. . . . VISIPOST can be applied to any 
When you buy VISIPOST, you also buy Anson efficiency, "ecord-keeping problem. 
Anson dependability. But you still pay far less for VISIPOST wisipost is EASY TO GET 7 
than for any other system of its class. And that’s only the start. just post the coupon below to George Anson & ¢ _ | 
Applied to 500 records or to 50,000, VISIPOST in your office bi » Office Systems, 58 Southwark Bridge = | v4 
London, S.E.! an ims (0 
will save up to 70 per cent in paper-work, space, stationery pet Speiebinth eke aber da dwend es teemes — 
and operational costs. All-visible titles mean split-second VISIPOST interests us. Please send full 3 
details without obligation. e 
selection and tremendous time-saving. hives i 
This new economic system from Anson provides vital ! Company w 
: facts for management's particular needs. Stock-Control, Address ! 
} 1 Application - 


Credit-Sanction, Customers’ Records, Hire-Purchase, Sales 
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Colt planning overcomes 
heat sais ss s at DRUMMOND BROS. 


new Guildford extension 





WIND MARMESSEC BY AERO-FOR CURVES 


Architects: Brownrigg & Turner, B.A, A/ARIBA 
163, High Street, Guildford, Surrey 


*ELOS OF LOW PRESSURE. CAUSING SUCTION 











Bes. 





Drummond Brothers, the well known machine tool 
manufacturers, were building a new extension at Guild- 
ford. In designing the Building the Architects were 
anxious that satisfactory working conditions would 
prevail at all times despite a considerable heat gain from 
plant and human occupancy. Furthermore, the process 
required a light shop necessitating considerable areas of 
roof glazing which, during the summer months, would add 
considerably to the heat gains owing to solar heat transfer. 

At this stage Colt were consulted and a natural ventila- 
tion scheme was designed to ensure a temperature rise of 





not more than 10°F at working level during the warmest 
summer weather. This was achieved by installing so 
Colt SRC.2046 controllable High Duty Roof Extractor 
Ventilators. The photograph shows the inconspicuous 
nature of the ventilators which are easily fixed into the 
glazing bars. 

The extension is now in full production and the 
ventilation system has proved an unqualified success. 

Over 8,000 major industrial organisations have in- 
stalled Colt Ventilation. Colts technical advisory service 
is at your disposal. 


WRITE FOR FREE MANUAL containing full specifications 
of the wide range of Colt Ventilators to Dept. A.41/ 120 


VENTILATION $) 


COLT VENTILATION LTD 


SURBITON 
Telephone ; Elmbridge 6511-5 


SURREY 


Branches at 
Birmingham, B adford, Bridgend (Giam.), Bristol, Coventry, Dublin, Edinburgh, Liverpo.!, London, Manchester, Newcastie-upon-Tyne, Sheffield and Warwick 
Agents in Australia, Beigian nz0, Canada, Cyprus. India, Indonesia. Madacax Malava, Mauritius, New Zealand, Pakistan, Portugal, North and 
. f 


South Rhodesia and Sou 
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setting 
for success 


You come into an office. You see 

it is equipped with Leabank 
, furniture, and you are at once 
aware that here is an organisation 
which knows the meaning and 
importance of morale. The 
skilful design, the comfort and 
compactness, the attractive 
colours and harmonious matching 
of Leabank equipment all help to 
create a climate of efficiency, 
assurance and success. Send 
today for details of the full 
Leabank range. 







LEABANK OFFICE 
EQUIPMENT LTD. 
19 Clifton House 
Euston Road 

London, N.W.1. 


Member of the Owen Organisation 








@8 This was OVCE a business problem! 


Holding on for connections, repeating conversations—tied to a telephone. All these 
meant loss of time, money and efficiency EVERY time you used a TELEPHONE 














Doubles her 
efficiency . 
leaves both 
hands free for 
switchboard 
operation 


No repetition of 
conversations 
when two or 

more people are 

together 





A Fonadek by the “phone guar- 
antees increased efficiency, elim- 
inating up to two hours wasted 
time each day. The Receiver 
(G.P.O. or internal telephone) 

is placed on the Fonadek, it 

is then possible to speak and 
hear freely whilst carrying 

on normal work. 








Leaves you free 
to refer co files 
whilst the 
receiver is still 








on the 
FONADEK 





Everyonein your business from Executive 
to Telephone Operator needs a Fonadek 


... now solve yours with a FONADEK system 


Just write Fonadek on your letterhead for our brochure 
FONADEK (BRANSON) LTD. Dept. B, Vivian Road, Birmingham |7. ‘Phone: HARborne 2267/8 
Branches and Agents throughout the British Is!es 
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if you're in plastics or steel 


... refining sugar frst or petroleum 
| ... making paper products FF or cars 


? R 


eT TIGEN 

















in a range of 

sizes and prices 
meeting all 

figuring needs 


The Thinking Machine 
of Modern Business 


More businesses of every kind, every 
day, mechanize their figuring with the fully 
automatic Friden Calculator for this 
reason : The Friden performs more steps 


. 
° . in figure-work without operator decisions 
than any other calculating machine ever 
Precislol } 0 developed. Operator decisions (thinking 


plus motions) take time—much of which 
is saved by Friden figure-thinking. Time- 
savings on payroll, invoices, discounts, cost 
control, inventory —a// business calcu- 


° lations—amortize quickly the cost of this 
i machine. And operation is no problem: 

So automatic is the Friden that anyone 

can use it with the simplest instructions. 


EASY TO SEE THE COST SAVINGS a Friden 
can bring your business. We will show you some 
examples with your own figure-work. Friden sales, 
instruction and service available throughout the 
United Kingdom. 


BULMERS (CALCULATORS) EMPIRE HOUSE - ST MARTIN'S LE GRAND 
LIMITED LONDON E.C.1. MONerch 9791 
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SERVICE 
CLEANING & 
WATCHMEN ARE 
IMPORTANT PEOPLE STERILISING 
Every well-run army takes 
steps to ensure that its sen- 
tries are correctly instructed TELEPHONES 


and alert. And every well- 
conducted business takes 
steps to ensure that its 
Watchmen are properly in- 
structed and alert. Write 
now for free |2-page booklet 
explaining fully the simplest 
and most effective system of 
ensuring that your Watch- 
man guards your property 
as you want it guarded. 





PHONOTAS 


EST. 1911 





The PHONOTAS Company, Limited 
125, High Holborn, London, W.C.1. 





BLICK TIME RECORDERS LTD 


9 ALDERSGATE STREET, E.C.l. | HOLborn 7221 (6 lines) 
MONarch 6256 Branches throughout the country. 
T 4 WRITE OR PHOWE FOR PARTICULARS 
«4 
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complete type change with a turn 
of the wrist. 


When 
you give her 
a Vari-Typer 

you save 
time, trouble 
and 
money 


FOR FURTHER PARTICULARS 
OR TO ARRANGE A PRACTICAL 
DEMONSTRATION, PLEASE 
WRITE OR TELEPHONE: 
VARI-TYPER DISTRIBUTORS 
(GREAT BRITAIN) LIMITED, 
1 ALDWYCH HOUSE, 
LONDON, W.C.2. 
TELEPHONE: HOLBORN 2014. 
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you give her 





a Vari-Typer? 


*She becomes your office compositor — quick on-the-spot producer 
of master copy for all purposes and processes ; 
*She can ‘set up’ all your brochures, catalogues, circulars, etc., as 


well as all your internal forms and other printed matter ; 


She has at her disposal hundreds of instantly changeable type faces 
in various styles and sizes ; 


* Her Vari-Typer, so easily operated, gives her changeable vertical and 
horizontal spacing and automatic margin ‘justification’. 


*Foreign language copy and scientific and technical symbols present 
no problems to her ; 


*She can ‘letter up’ large drawings for you — even up to 6 ft. in 
length ; 

*Her finished copy is reproduction copy, with perfect uniformity of 
impression, ready for printing by direct plate, photo-offset or 
stencil methods. 


3 











The price 

is right 

The quality 
is guaranteed 


Rounded corners — 
solid construction 


There is a desk or table to 
suit every need. 

Full details and leaflets from the National Distributors 

OFFICE MACHINERY LTD., Dept. B!, Omal House, 22 Kingly Street, London,W.1. Tel.: REG 8833 
(Also National Distributors of Vickers-Armstrongs Steel Office Equipment) 


yUNT 6 roLLeys LTD. 
é ” —_ 


wilt lays di 1) 


are used by a4 - 


PAPER ROLLS FOR 
EVERY TYPE OF | 
OFFICE MACHINE do not know any 


wuCKNRL. M8 


NOTTINGHAM rineral 





BUSINESS 














an 
impressive 
ae clientele 


The Canteen of The British Thermostat 
Company, Ltd., at Sunbury-on-Thames, Middlesex 


poBadbalts -n 


Seating capacity for 180 in the Canteen 
of Oldham & Sons, Ltd., at Denton, Lancs 


A pleasing air of spaciousness in a Canteen for 
200. Messrs. Ermen & Roby, Ltd., Pendlebury, Lancs 


H. C. SHEPHERD 


AND COMPANY LIMITED 


A corner of the Vickers-Armstrong 
Sgaff Canteen at Weybridge 


JANUARY, 1956 












Managers and buyers in works and offices 
all over the country specify Flo-master for 
all forms of marking because it is the most 
reliable medium available today. 


-and for 
Ald bb Pu ‘ “ 
STENCILLING 

The King Size for heavy industrial 
purposes is either used with the 
normal felt tip or with an inter- 


changeable head to provide a constant 
feed stencil brush. 


There are a hundred and one uses for 
Flo-master. 

Fade-resistant inks available in 10 
colours. 


Interchangeable felt tips provided for 
different widths of line. 





SIZE 


Flo-master 
FELT TIP PEN : 

| 

| 


CUSHMAN & DENISON CO., LTD. 


DEPT. G, 124 VASSALL ROAD, LONDON, 5S.W.9. 


Telephone : RELiance 5268-9 
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@@ SELF-ADHESIVE @@ 


TACKY 
LABELS 


Tacky Labels are particularly suitable for those in Commerce 
as they adhere to almost any clean, smooth, dry surface. Con 
venient sheets for overtyping or writing. They keep usable 
for years, and also strip easily. You just press—they stick 
and stay stuck. Leather, wood, metal and plastic goods and 
waxed, varnished or painted surfaces. Send for testing samples 








prom £0) 5 ate) a -\-1e) thi 


TACKY LABELS? 


OBTAINABLE FROM PRINTERS AND STATIONERS 
BUSINESS 
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Latest developments in 
automation are brilliantly reflected 
in the Monroe range of 
adding-calculators. Now available, too, 
is the world’s most advanced machine 
— the Monroe Duplex 66N. 
Here's the fully automatic calculator that does even more 
than you ask of it ! Because not only does this years-ahead Monroe Duplex produce almost instantly 
the immediate figures you require, it also, at the same time, stores up and shows 
in a separate set of accumulating dials intermediate figures and 
results you will need later for final answers. These totals appear automatically 
with no extra effort on the part of the operator. 
They can also be held during other figuring operations until needed. 
Truly this is automation brought to business figuring of every 


kind. It’s unique in the new Monroe Dup!ex Model 66N. 


Monroe Calculating Machine Company Limited, 
Bush House, London, W.C.2 
COVent Garden 0211. 






MONROMANTIC 
EQUATION 
No. 5 Miss Monroe's so jolly, 
So pink-and-white-dolly, 
You'd never believe her square roots were so good | 
The true explanation’s 
' A simple equation . . . 
Panton : ey A Miss plus a Monroe's no Babe in the Wood! 
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Features found on no other Typewriters! 


HERMES ingenuity in design is seen at its best in these two models from the HERMES range. 





Made in the factory with over a century of experience of precision work, HERMES typewriters 
are in use all over the world. Over 1,000,000 machines have been sold! Models for al! classes 4 





of work from £30.0.0. Before you decide — examine, and test, a HERMES typewriter! 














: 


“ An office machine in per- 
formance — but light 
enough to be used, with 
carrying case, as a 
portable. Many ex- 
clusive design features 
such as automatic tabula- 
withdrawal of paper: electric tor, regen ee — 
: setting controls, touch adjust- 

setae of costings (maauel ceters ment, etc. The perfect light HERBS " 
if desired); automatic setting or clearing office machine. ; 
of margins; five position touch regulator; line tracing device; j 
easy-change carriage and platen; automatic tabulator. These, 


U M L t 
CAmbassad07r9 
The most advanced office 
machine. Features include : 
Notebook holder on machine; 
automatic insertion and 

































and other features, increase efficiency, greatly reduce fatigue; : 
make the Ambassador the supreme office machine. ERM ES : 
Sole Agents for Great Britain SWI : 

OFFICE EQUIPMENT DISTRIBUTORS (B.T.L.) LIMITED PRECISION T ISS 4 
Head Office & Works: Dept. B7? West Bromwich. Tel: W. Bromwich 2331 YPEWRITERS : 
London Offices & Showrooms: 31/33 High Holborn, W.C.1. Tel> HOLborn 0936 } 
Stockists throughout Great Britain BTS7S9A ; 

e 

THESE CHARTS PROVE THE PACKAGING 

SECTION (8 OUR BOTTLENECK’ — 

g 

% 

a 


“Here we have the four packaging A 
machines absolutely flat out, on overtime, —>./ 
too, five days a week—yet the charts from the [-~— 
processing machines show only 60 per cent running time. 
Now we know the cause of the trouble we can do something 
about it. Get prices and deliveries for two more wrapping 
units as quickly as possible. You've made your point 
Mr. Edwards. Thanks for giving us the facts so quickly . .” 


and thanks to the Ss E 34 V | Ss 
R E Cc @) R D E R S Y S T E M For full details, without 


The simple, | t to the VITAL FACTS oan gee 
e simple, low-cost way to the you 
need for EFFICIENT management of machines SERVIS RECORDERS LTD. 


Dept. B, 19 London Road., Gloucester 
and vehicles. Telephone 24125 
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The RONEOTOL principle of visible card 
selection enables account cards to be located 
for posting in the minimum time and 
guards against misfiling when replacing them. 





a 








/ 
/ ease of handling 


FLYWEIGHT Posting Trays, in various card 
/ sizes, reduce fatigue and help the 
accounting machine operator to achieve 
/ a better output with less effort. 





/ 
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/ and convenience 














7 | Roneo Posting Trays are housed in 
j 4 specially designed storage cabinets and 
a on steel trolleys, providing protection 
4 for the accounts and giving ease of 
* movement to and from the machines. 
Roneo will willingly advise you on the most appropriate type of equipment 
for your own methods of mechanised accounting, so helping you to obtain 
i the maximum output from each of your machines. 
} . 
7 o . J : 
3 
| CAM Mm GRID machine posting equipment 
. @ R 
And do the 6 ? y 
J OPERL 
vil i Please send me particulars of ROWEO : 
: RONEO LTD 
: Wr MACHINE | ? 
3 POSTING 17 SOUTHAMPTON ROW 
4 | LONDON - W.C.1 
i EQUIPMENT | TELEPHONE: HOLBORN 7622 
‘ 5 ee ee ee _) Branches throughout the country ' 
: Tew 2% 
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The E&VERTAUT 
DAP FILE 




















stands on its own! 


EVERTAUT present D. A. P. 
the newest, most advanced 
design of office file with the 
most economical and space 
saving method of storage 

* A NEW LATERAL 

FILING SYSTEM 
with 8 Big Features 
Economy of space 

Stands with its own support 
No major scrapping of existing 
equipment to install 

Adaptable for use anywhere 





- 
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woe 


peace ee 
gun ints! 


ae 


Ingenious classification and 
signalling system. 

Better visibility 

Better accessibility 

Economy in initial cost 


i hoa 





D. A. P. Files are availa- 
ble in Quarto and Fools- 
cap sizes with a full 
range of index strips and 
coloured slides for 
clarity of identification 
Filestore cabinets can be 
nested together to any 
height. A stand fitted 
with domes or castors 
for mobility is also 
available. Filestore 
shelving is built up from 
standard light type 
shelving. 
EXCLUSIVE 

ANY-ANGLE 

VISIBILITY 
The unorthodox design 
enables ail files to be 
easily seen in the cabinet 
at the same time from 
any angle. 


Filestore Shelving units from £8 2s. 7d. % 
(400 file capacity) and Filing Cabinets from 

€6 Os. 2d. including tax. 

From all main office equipment dealers 


Save space, time, work, money with 
D.A.P. FILES and 
FILESTORE 
EQUIPMENT 





SLIM ITED 
Expand upwards instead of sideways 
Send for full details and illustrated leoflet to Dept. 1D. 


EVERTAUT LTD., WALSALL RD., PERRY BARR, BIRMINGHAM 
or see it in our London Showrooms, Kingsway, W.C.2. 
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will say ‘‘Somebody's been using my 
machine. I can tell by the touch”’. If sh 

really can tell, her machine isn't likely 
to be an Imperial ‘66’. All the 2,400 

parts of the ‘66’ are finely made and 
precisely assembled. But that very 

delicacy and precision ensures that the 
machine adjusts itself in a most friendly 

way to any touch, and goes on doing 
its good work for a very long time 

for any number of pairs of hands. 


An Imperial ‘66’ is not temperamental. 


Quick work — well done 
Imperial 
typewriters 


IMPERIAL TYPEWRITER CO, LTD, LEICESTER AND HULL, 
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ten, Fluorescent, Blended and Discharge Lamps Lighting Equipment - “ Photoflux'’ Flashbulbs, etc 


NUARY, 1956 


PLAN YOUR LIGHTING with 
PHILIPS LIGHTING DESIGN SERVICE 


lf you are faced with the problem of lighting new premises or 
redesigning the lighting of old ones, bear in mind these vital 
factors: it’s not only the amount of light that counts; what is 
essential for harmonious working conditions is the balance of 
quantity, intensity and placing. 

Philips offer you the services of their trained lighting experts 
free of charge. These men, including a fully qualified architect, 
will be glad to co-operate with your own technicians in 
designing a comprehensive lighting scheme. 

This Lighting Design Service is at your disposal, without any 
obligation. Your electrical contractor can tell you more; or 


write direct to Philips. 


PHILIPS ELECTRICAL LTD 


LIGHTING DIVN . CENTURY HOUSE - SHAFTESBURY AVENUE - LONDON, W.C.2 


For lighting design enquiries by telephone please ring COVent Garden 337! 





One of the workshops of Way good 
Otis Ltd., leading makers of lift 
and escalator equipment. Lighting 
installation designed by Philips 
Lighting Design Service. 








Some world-famous 
organisations that have 
used Philips Lighting 
Design Service 
SHELL-MEX LTD. 


(for their Southampton Offices) 


THE BOWATER PAPER 
CORPORATION LIMITED 


POWERS-SAMAS ACCOUNTING 
MACHINES LTD. 


STEEL COMPANY OF WALES 


PAN AMERICAN WORLD 
AIRWAYS 


K.L.M. 


DE HAVILLAND AIRCRAFT 
COMPANY LTD. 
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“pIPE DREAMS have become reality,” enthused 
the beaver, rubbing his calloused paws together. 
“But only by using the most up-to-date pre- 
cision plant, plus modern production methods. 
We now make more than half the milling cutters 
used in the United Kingdom, and two-thirds of 
those exported. You see,” explained the beaver, 
between puffs, “Milling Cutters and Chucks are 
no sideline with us. We concentrate our entire 
production on them, and working at top pressure 
these days we produce an unequalled range at 
unbeatable prices.” 

“Genuine Makers Prices, moreover,” empha- 
sised the beaver. “‘Lodge your orders with us 
direct, make sure you receive the full price 
benefit. We supply you through our depots 
and stockrooms, giving you quicker delivery and 
saving you numerous handling charges.” 





—— 
CALL ... WRITE... OR PHONE US AT... 

NUNEATON Head Office and Works Nuneaton 226! 
LONDON 124 Hammersmith Road, W.6 Riverside 824! 
BIRMINGHAM [5 Heath Mill Lane, 9 Victoria 3994 
BRISTOL 17 Cumberland Screet, 2 Bristol 2-8464 
MANCHESTER 98 Oxford Road, 13 Ardwick 4804 
GLASGOW 430 Crown Street, C.5 South 1942 


Delivery by Ketukn — rayir! 


© D oe 5 

— The DIMAFON puts 10-20°,, more time at your 
disposal. Your Secretary does 50-60°,, more 
work. The DIMAFON works on the new 
grooved magnetic disc principle (dictation is 
erased when finished with— disc can be used 
thousands of times) and is extremely simple to 


operate. The DIMAFON costs less than 12/- 
a year to run. 


In AUSTRALIA, SWITZERLAND and 


WEST GERMANY, the DIMAFON Dictating 
Machine outsells all other makes. 





PROVE IT FOR weens— ) 


Test a DIMAFON for 14 days without 
obligation. Write or telephone: 





DIMA FON LTD, 
Dept. 84 

27 Craven Street, . 
Northumberland Ave. 
London, W.C.2 
Tel; TRA 6655 
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Dart whiter. 


Fe eR PI 








_—_—eeo ee ee ee eo eo ee Oe Oe ee ee ee ae 
™ 


/. “WE DIONT REALISE THE ADVANTAGES OF 
LIQUIO FLOOR POLISH LINTIL Wé U9ED Spoes” ‘ 


Most of the cost of floor polishing and preservation is the cost of the 4 
labour involved. We find that one man can do the work of three since we / 
> to Sposs Floor Dressings. 










> cme 
~~ 
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osts cut GAZ 
with this MODERN LIQUID 





WIDELY USED IN FACTORIES, OFFICES HOSPITALS, HOTELS, INSTITUTIONS, 
SHOWROOMS, BANKS, SCHOOLS, MUNICIPAL BUILDINGS and DEPARTMENT STORES 





Yestit’s really economical. Being a liquid sP OSS spreads 
quickly and very thinly and is dry in 15 minutes. Then the 
lightest of polishing imparts a beautifully rich lustre tothe floor. 


SOME OF THE FAMOUS USERS OF SPOSS 


One gallon will cover up to two thousand square feet. 
Non-slip finish. Danger of accident from slipping on highly 
polished floors is eliminated by the use of SPOS S. 
Dirt-resisting, damp-resisting. The hard mirror-like 
SPOSS surface cannot absorb dust or dirt. SPOSS eliminates wet- 
scrubbing. Its remarkable resistance to water permits the floor 
to be cleaned with a damp cloth or mop ten to twelve times 
without impairing the brilliant finish. 

Easy to maintain. Damp-mopping and occasional re- 
dressing keeps floors beautifully clean and lustrous. 

For all floors: Wood, cork, lino, asphalt, thermoplastic tiles, 
rubber, composition, cement, terrazo etc. Available in colours. 
in convenient size containers. s Poss Floor Dressing is 
availabie in 1-gallon trial cans and in ,5 10 and 40-gallon drums. 





BARCLAYS BANK LIMITED 
BODLEIAN LIBRARY 
OXFORD 
Cc. & A. MODES LTD 
HAWKER AIRCRAFT LTD 
IMPERIAL CHEMICAL 
INDUSTRIES LTD 
THE KELLOGG CO 
OF GREAT BRITAIN LTD 
KODAK LTD 
LANCASHIRE 
COUNTY COUNCIL 


J. LYONS & CO 
METROPOLITAN-VICKERS 
ELECTRICAL CO LTD 
MURPHY RADIO LTD 
NATIONAL INSTITUTE 
FOR THE BLIND 
ROLLS-ROYCE LTD 
ROYAL INSTITUTE OF 
BRITISH ARCHITECTS 
TRANS-CANADA AIRLINES 
UNIVERSITY COLLEGE 
HOSPITAL, LONDON 








SPOSS (| 
FLOOR DRESSINGS 


YOU'D LIKE MORE INFORMATION ? Ask-your secretary to 
clip and post this coupon whilst the matter is fresh in your mind. 
Full details of sPoOSS Floor Dressings will be sent in return. Write 
to us if you have any particular floor maintenance problems. 


i to SPOSS PRODUCTS LTD 10 SOVEREIGN ST LEEDS 





Please send full details of sposs Floor Dressings 


NAME 





ADDRESS 
8/1 /% 
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fer impression 
—longer life 


Efficiency comes first, but, in the 
buying of office sundries, economy also counts. 
‘TITAN’ ensures both. Available in various 
weights for different applications, this carbon 
produces perfect, smudge-clear copy, easily and 
cleanly erased if need be. This high-quality 
carbon is a joy to all secretarial staff on account 
of its cleanliness and ease of handling, especially 
when ordered in the patented CARBNPAD 
pack. Fill n coupon for details of this member 
of the Columbia ‘efficiency-economy’ range or 
ask our representative to call (without obligation, 


of course) ! 


BRITISH MADE 


TITAN CARBON 








Ska SSO SSS eee ee 


« 
# Please send me sample of the Titan Carbon Paper, suitable for - 
: taking up to copies ‘ 
a literature on the Marthon ribbon nr 
@ arrange for representative to call » 
‘ ‘ 
@ = youR NAME : 
° P 
s ADDRESS . 
S 4 

s 
7 B32 & 
. : 
2 Tick your requirements above and post coupon to : 
] 
« COLUMBIA RIBBON AND CARBON ; 
os 
* MANUFACTURING CO LTD ' 
. 4 a 
: Kangley Bridge Road, Lower Sydenham ' 
- London, SE26 Telephone: Sydenham 5193-6 : 
Toi itiirisrisiiettttttittitirtitrtrteten 


46 


| Fibre Board BINS, TRAYS 


lighter 
work 
for 
your 
staff 


and Boxes mean 





That means 
BETTER work for YOU! 


Yes, they'll work better without the 
fatigue of carrying or stacking heavy 
boxes. Fibre Board is the answer! 
Light, yet strong, ENFIELD Boxes, 
Bins and Trays are especially apprecia- 
ted by female workers—an appreciation 
they will show.in increased productivity. 





<* 2 
BOX COMPANY LIMITED 


Queensway, Enfield, Middlesex Phone: + oward 1888 (2 lines) 





Loose leat binders 
To your own specifications for 
catalogues, leaflets and tenders. 
Also with transparent envelopes 
for technical illustrations. 


The Conrad Press Ltd. 


193 SLOANE STREET, LONDON, S.W.1 Tel. SLOANE 6151/3 
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ALACRA 


CONTINUOUS FORMS AND PIN-WHEEL PLATEN = 
SAVE TIME, SAVE COST, SAVE STAFF 


Many highly complicated systems of office documentation have been 


simplified to such an extent, by the adoption of the ALACRA system, 
that quite astonishing savings have been made in Time, Staff—and 
consequently COST. 





WITHOUT COST OR ANY OBLIGATION 
you may have our report on your own system, consisting of 
a complete analysis of your present methods (made in con- 
junction with your staff); your present form redesigned by 
our expert Form Design Service; a fully detailed proposal 


showing the advantages and savings in FINISHED RECORD 
COSTS which the adoption of the ALACRA system would 
effect. 


This highly efficient service is entirely free. All this valu- 
able information is yours for the asking. 


If we cannot help 
you we will say so—not that this happens very often. 





Please let us know when you would like us to start. 








* 4 
7 € 
* * 
e The remarkable e 
s ‘NO-CARBON’ PAPER ” 
bad is now available for all desiring continuous forms which have © 

oo no interleaved carbons or visible backing substances. a 

e This paper actually produces, of itself, multiple copies. e 
© © 
a ° 


Write for full details to 


e W. H. SMITH & SON (ALACRA) LTD., 


e WESTERN AVENUE, ACTON, LONDON, W.3. e 
Telephone ACORN 580! 
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Right in the 
Industrial Picture 

















AS CET ~ 


Advertising in THE FINANCIAL TIMES puts you 


rer 


right in the industrial picture, for it carries your 
sales message into the offices and boardrooms 
where industry’s big buying decisions are made. 
See how many leading industrial firms advertise 
regularly in the pages of this important 
newspaper. They know from experience that 








for reaching right to ‘ Top Management ’ 


Ae RIOT TTI IET PCT 
‘ 


and industry’s senior executives there is | a ile a ye 
° - - = « _—-—-"“2© 
no substitute for THE FINANCIAL TIMES. se a oe ee 





) Men who mean business read 

/ Advertisers features : THE BOWATER PAPER CORPORATION 

/ THE FINANCIAL TIMES LTD. WILMOT BREEDEN LTD. FIBREGLASS LTD. BRITISH 

TIMKEN LTD. GUEST KEEN & NETTLEFORDS LTD. BRUSH 

' every day ELECTRICAL ENGINEERING CO. LTD. THOMAS DE LA RUE 

i & CO. LTD. THE PLESSEY CO. LTD. BABCOCK & WILCOX LTD. 

: 

| SIDNEY HENSCHEL, ADVERTISEMENT DIRECTOR, 72, COLEMAN ST., LONDON, E.C.2 rear 
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survey and forecast of business conditions 





RECESSION 
UNLIKELY 





The New 
“BUSINESS” 


From March onwards 
BUSINESS will have a 
larger poge size. And 
there will benew features, 
ncluding a science section 
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1956 — New Policies Expected 


London, December 19, 1955 


It is unlikely that there will be a recession in British business activity during 1956. 
After 11 months of credit squeeze, stocks are not high. Also investment plans are 
mostly too far committed, and too justifiable on economic grounds, to be called off. 
And wage increases, some of which will no doubt result from the recent spate of claims, 
will keep consumer spending on the upward plane. 





But businessmen will have to be wary of Government action to correct policy 
mistakes of the past three years. One mistake was in housing. The original promise 
to build 300,000 houses a year may have been politically justifiable, but it should have 
been approached more slowly, and accompanied by a definite savings plan which would 
have encouraged more potential home-buyers to cut consumption and save for a home. 
Moreover, the target should never have been exceeded. 





Between 1951 and 1954, no less than 70 per cent of the increase in domestic fixed 
capital formation went into houses. Since then, the building rate has been cut from 
354,000 in 1954 to about 325,000 in 1955, and it may be no more than 300,000 in 1956, 
perhaps even lower. Because of this reduction, and parallel increases in other forms of 
investment, notably that in industrial plant and buildings, the proportion of fixed 
investment devoted to housing has fallen from 27 per cent in 1954 to an estimated 
22 per cent in 1955. 


Recent subsidy cuts will stimulate a further fall, and there will very likely be a more 
liberal Rents Restriction Act in 1956. The Government are in a good position to 
introduce this, because the next General Election is possibly four years away. 


The Government can be and must be bold on rents, but any successful policy for 
increasing rents will stimulate the demand for plumbing and other repair and refitting 
services, while decreasing the demand for new houses and their main ingredients. 
The paint and electrical appliance industries should have a good year—also domestic 
grates and svoves. 








The second major mistake in Government policy was to introduce an industrial 
investment allowance and a series of investment programmes for nationalized indus- 
tries, without taking any radical steps at the same time to stimulate saving. As a 
result, the economy quickly became over-stretched when the investment boom got 


under way. 





There was at the time an excuse for ignoring the problem of increased savings. 
For personal savings did increase spontaneously from £143 million in 1951 to £588 
million in 1952 and £677 million in 1953, with a slight relapse to £627 million in 
1954, It is estimated that the 1955 total will be somewhere over £610 million. 


Likewise company savings grew from £619 million in 1951 to £1,081 million in 1954, 
and it appears that they were slightly higher in 1955. But allocations to tax reserves 
fell rather drastically, having increased by £426 million in 1951 and by only £121 
million in 1954. Likewise savings by public authorities fell from £472 million in 1951 
to £261 million in 1954, although they should be over £300 million in 1955. 
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Cash Not 
Short 


The rise in total savings from £1,660 million in 1951 to £2,090 million in 1954, 
(and possibly £200 higher in 1955), has not been great enough to finance the increased 
rate of investment, the necessary accumulation of stocks which goes with rising 
production, and the proposed foreign trade surplus of £300 million a year. 


This surplus is necessary not merely to fulfil British intentions regarding investment 
in the overseas Empire. Some of it is necessary to service the American and Canadian 
dollar loans, on which over £60 million must be paid at the end of each year. 


The New Year should see the Chancellor of the Exchequer more deeply concerned 
with the problem of how to raise the long-term level of saving, so that the British 
investment boom may continue without the economy being over-stretched. He has 
not yet done anything to implement the recommendations of the Millard Tucker 
Committee on the Taxation Treatment of Provisions for Retirement, and he has not 
yet done anything positive to stimulate employee shareholding schemes—both of which 
would raise the level of saving by executives and workers. 





The credit squeeze has been moderately successful. Bank advances at the end of 
November 1955 were £1,967 million, a decrease of over £13 million on the level a year 
earlier, in spite of the fact that industrial output had meanwhile increased by about 
44 per cent and prices had risen by 5} per cent. To finance increases in stocks alone, 
industrialists might have been expected to require perhaps 10 per cent more in advances 
—dquite apart from any indirect use of advances to finance fixed investment. Between 
August and November there was a slight reduction in advances to the retail trade, and 
a virtual freeze on new advances to the engineering, shipbuilding and chemical in- 
dustries, in spite of sharply rising production. 


But the credit squeeze can have only limited effect, for a major part of credit ex- 
pansion takes place between traders who buy and sell from each other, outside the 
banking system. Provided they are not short of cash, and business is booming, there 
is no reason why they should not carry greater volumes of debt for each other. And 
there is no shortage of cash. A week before Christmas the active note circulation was 
£1,870 million, or £135 million more than a year earlier. 





Likewise with fixed investment, more than half of this is done by public authorities, 
and is therefore controlled more by political motives and aspirations than by the 
mechanism of the credit squeeze, even though local authorities are being forced to 
borrow in the capital market. 


The boom in the United States continues unabated, and a recent O.E.E.C. report 
shows that industrial and commercial stocks are not high—in fact they are only now 
starting to move up. American expansion should help to keep up world raw material 
prices in 1956, and indirectly maintain overseas capacity to buy British exports. 


+ pmn Export a ape 
is g yn fi dn no 
British and German exports from 

1949 to the late summer of 1955. 
An article on page 73 analyses 
British and German exports of 
eight = — ee to 
eight major luring the 
last three years, age presents case 
histories of successful British 
export ventures. 
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SALIENT FIGURES 
OF THE MONTH 


Preduction index for September 
(8) was 137, or 20 points above 
the level in August, and 4 
points above the’ figure for 
September, 1954. The pro- 
visional figure for October was 
142-143, which compares fav- 
ourably with 128 for October 
last year. 

Value of ex (22) in November 
was £262.2 million, being £5.5 
million less than in October but 
£60.3 million higher than Nov- 
ember, 1954, a month affected 
by a dock strike. Imports (20) 
were £342.2 million in Novem- 
ber, which was £8.8 million 
more than in October and £27.7 
million more than a year ago. 

Registered unemployed (7) in 
November were 226,000, or 
11,000 more than in October 
but 37,000 fewer than the same 
month of 1954. Total employ- 


ment in manufacturing 

(3) was 9,374,000 in October, 
being 52,000 more than in Sep- 
tember, and 245,000 more than 
a year earlier. Employment in 
the distributive trades (5) in 
October was 2,839,000, or 
23,000 more than in September, 
and 93,000 more than a year 
earlier. 

Retail sales index in October (25) 
was 147, being 9 points above 
the figure for September, and 
16 points higher than in Octo- 
ber, 1954. 

Weekly Wage index for October 
(31) was 153, being unchanged 
from September, but 9 points 
higher than a year ago. Retail 
price index (32) was 154 in 
November, being 2 points higher 
than in October, and 9 points 
higher than a year earlier. 


‘BUSINESS’ 


‘BUSINESS’ INDICES 


1. Production (12-menth moving average) 1948 100 
2. Purchasing Power es oi (do.) 
MANPOWER 

3. Total manufacturing industries ) 


4. Textiles « 
5. Distributive trades... 
6. Coal (on colliery books 
7. Registered unem (G. B.) 
PRODUCTION 
8. Index of prodn.: total, all inds. 1948= 100 
9. Coal (average weekly output) (thousand tons) 
10. Gas available at quate (average weekly 
output) «-- (million therms) 
11. Electricity generated (month) (million kWh) 
12. Steel ingots and ans it (average weekly 
output) pet (thousand tons 
13. Cotton yarn... (million Ib. 
14. = yarn and staple fi fibre (month) do. 
orsted yarn do. 


16. Sclphortc acid ... +e (thousand tons) 
17, Passenger cars (av. weekly output) (thousands) 
18. Commercial vehicles (av. fore ta output) (do.) 
19. Permanent houses completed (do.) 


TRADE 

20. Value of imporis we. (im 
21. Value of imports, Dollar Area -. (im 
22. Value of exports ; «. (im 
23. Value of exports, Dollar Area im 
24. Freight train traffic... (thou thousand tons 
25. Retail sale index dias -- «1950-1 
FINANCE 

26. Currency in circulation «. (&m 


27. Deposits, London clearing banks 

28. Provincial cheque clearings ... | # 

29. National savings, total outstanding ... (io 
30. Gold and dollar reserves oes — 
WAGES AND PRICES 


31. Weekly wage rates... --.  1947=100 
32. Retail prices... (do.) 
33. Price indices of materials used in: 
Non-food mfg. industry ... 1949=100 
Mechanical engineering... (do. 
Electrical machinery . {i 
Building and civil engineering (do.) 
34. Import prices... 1952= 100 
35. Export prices... a on (do.) 


* September + November { Four weeks to October 9th, 1955. All other figures refer to 





Latest (—) one 
Month Month Yeor Age 
* 133-6 + 0- + 7-5 
* 107-3 — 0-7 + O- 1 
9,374 + 52 +245 
957 + 3 — 44 
2,839 + 23 + 93 
699 — | — 5§ 
t 226 + it — 37 
* 137 + 20 4 
4,623 + 248 25 
7 + 7-9 + 3-0 
7,022 +- 1034 +-781 
$409 + 10 + 32 
14-9 + 1-0 — 26 
39-5 — 1-7 + 0-6 
* 19-9 + 5-4 — 0-5 
* 172-3 + 18-9 + 68 
18-8 + 0-5 + 2-6 
7-2 i oe 
27-91 — 0-73 — 4-02 
t 342-2 + 88 + 27-7 
* T7iI-1 — 3-4 + 14-4 
t 262-2 — 5-5 + 60-3 
* 32-3 — 62 + 5-0 
t 5-69 + 0-27 — 0-03 
147 + 9 4+ 16 
1,673 Same + 109 
6,376 + 31 —233 
750 + 69 Same 
*6,132-2 — 38 -113 
+t 815 — 5 —229 
153 Same + 9 
+154 2 + 9 
153-1 + O-1 + 90 
174-6 + 1-4 + 20-2 
+192-8 + 3-1 + 25-9 
$139-8 + 0-4 + 6-7 
103, Same + 2 
103 Same + 3 
October 
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Sir Andrew’s Assurance 


Sir Andrew has many responsibilities, but they 
sit lightly on his shoulders, because years ago 
he discovered the value of delegation to experts. 
He always has tiie to devote to the big issues 
because he is never overloaded with detail. 
Like many another important executive, 
_he retains the services of the Noble Lowndes 
Pension Service. When their advice was first 
taken, Sir Andrew's companies had a patchwork 


of ill-fitting pension schemes, and he himself was 
a controlling Director with no retirement provi- 
sion, buta large prospective Estate Duty liability. 

That situation is now transformed . . his 
companies have modern, integrated pension 
provisions, and Sir Andrew has the calm 
assurance of security in retirement, and the 
knowledge that what he has built up will not be 
destroyed at his death. 


— 






T M7 C 
She De Noble Y niled Busco SWE 


38 LOWNDES STREET - LONDON . S.W.1 


3 NEWTON PLACE, GLASGOW, C.3 - 
BRUNEL HOUSE, BRISTOL, | 


25 CROSS STREET, MANCHESTER, 2 - 
12 EASY ROW, BIRMINGHAM, | 
7 SOUTH PARADE, LEEDS, | - 21 COLLINGWOOD ST., NEWCASTLE-UPON-TYNE, | 

199 KILDARE STREET, DUBLIN - 


TELEPHONE SIL.OANE 3465 (10 LINES) 


860 SEFTON HOUSE, LIVERPOOL, 2 
5 EAST CIRCUS STREET, NOTTINGHAM 
58 HOWARD ST., BELFAST 


106 FOX STREET, JOHANNESBURG 


Associated Companies in New York, Chicago, Los Angeles, Montreal, Toronto, Winnipeg, Calgary and Vancouver 
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HOME MARKET 


Regional Surveys 


* Midlands 
Midlands 


IFFICULTIES in obtaining suffic- 
ient steel supplies are affecting 
regional manufacturers even more than 
current labour shortages. For some 
time the situation has been getting 
increasingly serious, and the problem, 
particularly as it affects small- and 
medium-sized firms has now been 
taken up officially by the Engineering 
Industries Association. Shortages be- 
ing experienced by some 200 Midlands 
members are to be investigated in 
detail as a preliminary to an approach 
to the Board of Trade for assistance. 
Although the U.K. steel industry's 
capacity has been increased by some 
3 million tons since 1948, demand has 
outstripped supply, especially in re- 
quirements of angles, sections and 
light gauge plates. Deliveries of up to 
two and three years are being quoted, 
and the position is likely to be further 
aggravated in the future as new produc- 
tion methods enable the output of 
fabricated steel items to be stepped up. 
Due to their inability to quote firm 
dates, some companies are finding 
themselves handicapped on the export 
side. It has been reported that lack of 
steel is preventing makers of petroleum 
equipment from delivering more than 
two-thirds of their plant and equip- 
ment on time. Although light found- 
ries are less busy, following a con- 
traction in the domestic appliance 
trade, the engineering and speciality 
foundries are working to capacity and 
are needing greater quantities of low 
and medium phosphoric irons than 
they can obtain. Re-rollers, with 
additional consignments coming for- 
ward and good orders from home con- 
sumers and stockists, are finding 
shortage of manpower a limitation on 
output. 

To date, the credit squeeze has had 
little apparent effect on either produc- 
tion or employment, although there 
has been a slight downward trend in 
output of some consumer goods prod- 
ucts. Pressure on machine tool manu- 
facturers continues, however, and new 
orders are outstripping deliveries from 
the factories. The industry now has 
JANUARY, 1956 


* North Western 


an order book approaching £100 
million in value, of which about one- 
quarter represents export work. 
Foreign competition, mainly on price, 
is being felt more keenly by electrical 
engineering firms, but they have been 
able to improve their delivery position. 
Home orders are satisfactory. 

Farm machinery manufacturers are 
busy with new models and equipment, 
and are enjoying considerable success 
in overseas markets. Cycle output is 
rising and new firms are being attracted 
to the growing scooter market. B.S.A. 
are now in production with two 
models, and Hercules and Phillips are 
introducing new motorized cycles. 
A number of Midlands companies are 
sharing in the orders recently an- 
nounced by the British Transport 
Commission in connection with the 
£1,200 million modernization pro- 
gramme. The contracts cover the 
supply of 141 main-line diesels and a 
number of power units, electrical equip- 
ment, etc. but altogether some 2,500 
diesels are to be built. 

Rising in step with the expanding 
motor industry production programme 
is the output of ancillary suppliers of 

and accessories. New 
factory buildings and extensions carried 
out in 1955 are coming into operation, 
and many firms are currently rede- 
signing their production flow and 
installing mew capital equipment to 
meet the pressure of demand. Despite 
car firms’ disappointment at the in- 


New Zealand imports, individual 
companies are carrying through costly 
but cost-cutting expansion schemes. 
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Fitting illustrated 
F41040/1. 





Yow ll be glad it’s... 


® Each fitting is the result of the closest collaboration 
between expert designers and lighting engineers. 







@ Each fitting is made to rigid factory standards 
for long arduous service. 

@ Operating efficiency is guaranteed because the 
control gear and tubes are made within the 
G.E.C. organisation. 

@ Consult your contractor for the most suitable 


G.E.C. fittings... with OSRAM tubes of course. 


@ The General Electric Co. Ltd, Magnet House, Kingsway, London WC2 


BUSINESS 





survey and forecast of business conditions PROSPECT 








HOME MARKET REGIONAL SURVEYS (cont. from page 53) 


factor throughout the industry, how- 
ever, is the rising cost of fuel, raw 
materials and wages. 

Although production of Land- 
Rovers has been decreased, the Rover 
Co. are continuing with their general 
capital expansion programme. Com- 
plete revision of factory layouts to 
achieve more economical production, 
increase overall capacity and introduce 
new projects is to be undertaken by the 
Standard Motor Co. In their last 
financial year some £4.5 million was 
spent on new plant, equipment, dies, 
etc. and the group have outstanding 
capital commitments of £4 million. 

As a result of a capital outlay of 
more than £1 million on tools and 
extensions, Jaguar output will be 
doubled. 

Dunlop, Goodyear, Firestone and 
Michelin are the shareholders in a 
new £7 million company, the Inter- 
national Synthetic Rubber Co., and 
production, at an initial rate of 50,000 
tons a year, is scheduied to start in 
1958. Dunlop are now building at 
Fort Dunlop a £500,000 experimental 
synthetic rubber plant for the pro- 
duction of new _ special purpose 
qualities. 

New plant is shortly to be installed 
in the new extension at the Graiseley 
Hill factory of the Wolverhampton 
Die-Casting Co. and production is 
expected to commence in the early 
part of the year. To meet rising de- 
mand, the aluminium casting plant 
capacity at the firm’s Hollies works is 
to be further expanded; plans are also 
in hand for the erection of a new fac- 
tory at Bloxwich. 

Edge Tool Industries Ltd., Wolver- 
hampton, report growing demand for 
technical services on their heat- 
treatment side and in the jig and tool 
manufacturing division, and announce 
that further developments are in hand 
to widen their scope in these fields. 
William Bate (Holdings), of Walsall, 
plan to expand the scheme introduced 
last year for providing customers, 
having a sufficient volume of business, 
with plant at their premises exclusively 
for the plating of their work. The 
plants are built, equipped and main- 
tained by the company but customers 
have access to all matters concerning 
them. 

Use of up-to-date equipment is en- 
abling Smith's Stamping Works (Cov- 
entry) to increase their production with 
much the same labour force. To cater 
for larger forgings in special steels and 
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new alloys, the company are now 
installing additional plant worth 
£250,000. Progress is being made by 


Jury Holloware Ltd., Birmingham, in 
the manufacture of plastics hollow- 
ware. When sealing machinery now 
on order is delivered, Metal Closures 
Ltd., West Bromwich, will have spent 
nearly £150,000 since July 1954 on new 
plant: in the last trading year the com- 
pany’s export trade increased by more 
than 100 per cent in value. 

Production of Wickman Ltd., the 
machine tool makers of Coventry, has 
been increased as a result of the instal- 
lation of a number of new machines, 
and output will be further raised when 
a factory extension now in hand ts 
completed. 

New automatic production tools are 
to be made in the modernized Sentinel 
works, Shrewsbury, on which some 
£500,0G0 has been spent in the past 
two years. 

The British Thomson-Houston Co. 
are in the process of moving their 
industrial electronics section from 
Rugby to a new factory at Braunstone 
Aerodrome, near Leicester. Initially, 
it will employ some 450 workers but 
the number is expected to grow to 750. 
With the commissioning of a new blast 
furnace at the Derbyshire works of the 
Renishaw Iron Co., the company’s 
output has been doubled. With 
ancillary equipment it has cost £250,000 
and is the second stage in a £500,000 
improvement scheme due to be com- 
pleted this year. 

Part solution to the problem of 
finding key technical personnel to man 
their new foundry near Melbourne, 
Australia, has been found by Allied 
Ironfounders Ltd., of Ketley, near 
Wellington. One party of 25 em- 
ployees, including their families,* has 
already sailed for Australia, and a 
second party of 25 selected workers 
will follow later. 

Reconstruction of the Adamant fire- 
clay works of Twyfords Ltd., sanitary 
potters, Stoke-on-Trent, has involved 
the mechanization of the making and 
glazing departments and the installa- 
tion of a sixth tunnel kiln. This 
should result this year in economies in 
manufacture, together with an increase 
in fireclay output. With an eye to 
future expansion the company have 
bought land on the outskirts of Alsager, 
eight miles from the head office and 
works at Stoke-on-Trent. Wright 
Saddle Co., of Birmingham 5, are 
planning the erection of a new factory 


and offices on a site in Windsor Road, 
Redditch. 

Development has not been confined 
to capital goods industries. New 
works are now being completed for 
Dryad Ltd., handicraft materials and 
equipment suppliers, Leicester. With- 
in the next two years the Carpet 
Manufacturing Co. are to spend 
£290,000 on development schemes, 
including new spool Axminster mach- 
inery and modernization of the 
woollen spinning department. 

Shortage of engineers—a matter of 
concern to all engineering industries 
lends urgency to plans to expand 
facilities for higher technological edu- 
cation. Important in this connection 
is the new Birmingham College of 
Technology which the Queen visited 
recently and which, when completed 
this spring, will fill about half of the 
space to be occupied by the three 
colleges of technology, commerce and 
wt. The cost of the new buildings, 
excluding furniture and equipment, 
will be about £3.6 million 

Now in operation at the Armstrong 
Whitworth works at Whitley, near 
Coventry is a new £200,000 supersonic 
wind tunnel. Around a new 1,000-ton 
capacity press—only one of its type in 
Europe—at the Melton Mowbray head- 
quarters of the Production Engineering 
Research Association is being erected 
a new £200,000 workshop block, in- 
cluding metaliurgical and metrological 
laboratories. Supplied to the Assoc- 
iation under American conditional aid, 
the press will be used for research into 
impact extrusion. 


North Western 


LMOST all sections of the engin- 
eering trade are very busy, with 
full employment prevailing. Shortages 
of skilled workers—tool makers, op- 
erative engineers and designers—con- 
tinue, and delays are being experienced 
in obtaining various types of steel. 
A good deal of export business is being 
done, but there is some anxiety for the 
future here in view of the effect of 
further wage increases on prices. 
Electrical equipment firms are well 
employed, with’ a number of large 
contracts, and diesel engine manufac- 
turers are active over a wide range of 
units. As a result, small engineering 
concerns in the area making engine 
casings and parts are busy with orders. 
Automation in its many forms is 
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stimulating the production of a multi- 
tude of instruments, valves and elec- 
tronic units, and North-Western firms 
are finding a fruitful field in these lines. 
Production is being expanded and, in 
many cases, departments dealing with 
these devices are being rehoused in 
extended form. 

Not even in the recession of 1952 
did the manpower total in the cotton 
spinning industry fall below 100,000, 
but that situation has now been reached 
and underlines the gravity of the 
problems facing the industry. In the 
past 12 months, some 70 mills have 
closed, and the labour force has de- 
clined by 30,000. In the past two years 
the Operative Spinners’ Amalgamation 
has lost some 25 per cent of its member- 
ship. Some three-shift working may 
begin in cotton weaving mills. Im- 
portant talks on the future of the 
industry, initiated by the Cotton 
Board, were held at the beginning of 
December and are to be continued 
soon. The 35 representatives who took 
part in the talks represented all sides of 
the cotton textile industry. 

There is growing support for the 
view that a central concerted plan 
should be prepared and carried out to 
enable Lancashire to meet stiffening 
foreign competition for textile busi- 
ness with its most modern and best- 
equipped mills, unhampered by older 
and more out-of-date plants. In such 
a complex industry, however, any 
scheme for regulated contraction, the 
establishment of “‘verticalization”’ and 
major re-equipment may be expected 
to run into many difficulties. But 
time is short and there is need for 
bold decisions in the next few months. 

Nevertheless, as J. R. Whinfield, of 
Terylene fame, remarked recently: “‘It 
behoves the textile industry as a whole 
to secure the greatest possible advan- 
tage”’ from the inventive spirit which 
is now awakening. “Research, and 
ever more research, with the inventive 
spirit as the key, is the route to mater- 
ial advance,” 

The importance of seeing that the 
results of research were absorbed by 
industry was stressed by Sir Raymond 
Streat, the chairman, at the annual 
meeting of Shirley Developments. 
Sales of Shirley instruments had risen, 
as had also income from royalties, 
commission and fees reflecting the sale 
of Shirley inventions by licensees, and 
this, he said meant that the company, 
which was formed in 1952, was “run- 
ning a business responsible for selling 
science to industry in the year under 
review to a value now substantially 
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over £100,000.” 

Horrockses Crewdson and Co., for 
one, believe that although cotton has 
not lost its pride of place as a raw 
material for the manufacture of wear- 
ing apparel or household goods, there 
is scope for development in fabrics 
made from synthetic fibres; and the 
company are carrying out extensive 
research in this direction. 

Motor and Electronics Corporation, 
who have enlarged their two Huyton 
factories within the last two years, are 
planning a further separate extension 
there of some 50,000 sq. ft. to deal 
with the expansion in the actitivities of 
their electronic and vacuum divisions. 
In attempting to reduce delivery times, 
the company’s guiding principle is to 
increase the horse power per man em- 
ployed. 

Among current research being under- 
taken by Simon-Carves Ltd. at Cheadle 
Heath is work on the development of a 
procés to produce smokeless solid 
fuel, and also on plant for the removal 
of sulphur from power station flue 
gases. The company’s chemical plant 
department is also at present develop- 
ing large electro-precipitators for re- 
moving pulverized fuel dust from such 
gases. 

Nearly doubling its manufacturing 
capacity, the Barton Dock Road, 
Manchester, factory of Massey-Harris- 
Ferguson is being increased by 150,000 
sq. ft. To date, 16,000 Ferguson im- 
plements have been made there, and 
this year the number produced will 
reach some 25,000, including the new 
tipping transporter and the kale 
“Cutrake.” Mather and Platt, of 
Manchester, are to produce at their 


Radcliffe factory a range of packaging 
equipment marketed by the Standard- 
Knapp division of Emhart Manu- 
facturing Co., of the U.S. 

The new Worsley factory of British 
Oxygen is the largest composite plant 
yet built by the company for the pro- 
duction of industrial and medical gases. 
Oxygen, nitrogen, argon, dissolved 
acetylene and nitrous oxide are manu- 
factured, and the entire north-western 
area is served. Production of P.T.F.E. 
polymer at I.C.I.’s Hillhouse, Lan- 
cashire, factory, is to be stepped up to 
200 tons by the autumn. A new ex- 
trusion grade and a range of special 
dispersion grades are to be made 

The new factory of Thames Board 
Mills at Warrington, now bein:; built, 
is expected to commence production of 
corrugated fibreboard cases next year. 
It forms part of the company’s £9 
million expansion programme. Rip- 
pingilles Ltd., the engineers and stove 
manufacturers, are purchasing a fac- 
tory in Lancashire with a view to 
easing production problems. A large 
part of the Southport works of Brock- 
house Engineering (Southport) is being 
taken over by Powers Samas Account- 
ing Machines who hope to employ 
around 1,000 operatives on the produc- 
tion of their range of equipment. 

First stage of the new AC-Delco 
plant now being built at the Liverpool 
Kirkby Industrial Estate wil! cover 
250,000 sq. ft. and cost over £2 million. 
Automotive and electrical products will 
be manufactured there. New 30,000 
sq. ft. premises of Plastocraft Products 
(Darwen) Ltd., Spenbro Works, Dar- 
wen, will enable output of plastics 
handles and door stops to be increased. 
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EXPORT MARKET SURVEY—the Netherlands 


OLLAND is, par excellence, a 

trading nation, depending very 
considerably on exports of goods and 
services, and vulnerable, in conse- 
quence, to shifts in world economic 
conditions. With a population of 
some 10 million which, allowing for 
net emigration, is expanding by about 
1 per cent a year, continued industrial- 
ization and increased productivity are 
essential. 

Remarkable progress has been made 
by the Dutch since the dark days of 
1945, when only 60 per cent of produc- 
tive capacity remained intact. Road 
and rail systems have been renewed, 
harbours repaired, 350,000 new houses 
built, and industrial and agricultural 
production rehabilitated. 


* 


Success of the Netherlands’ agricul- 
tural and horticultural policies has 
come largely from their system of in- 
tensive cultivation—a plan virtually 
forced upon a country whose total 
cultivated area is only equivalent to 
about half an acre per inhabitant. 
Today, there are flourishing dairy and 
cattle and pig breeding industries, 
while the cultivation of fruit, flowers 
and bulbs occupies over 80,000 people. 

On the industrial side equal strides 
have been made. A number of basic 
needs are met from home production 

oil from Royal Dutch, fats from 
Unilever, rayon from AKU, elec- 
tronics and radio equipment from 
Philips. There are blast furnaces and 
steelworks and the Dutch coal mines 
turn out over 12 million tons of coal 
annually. It is estimated that within 
20 years all coal will be required for 
production of electricity. This under- 
lines the importance of the decision to 
establish the Netherlands Reactor 
Centre at a cost of £2.8 million. 
Shell's new plant at Pernis, near Rot- 
terdam, which will manufacture epi- 
chlorhydrin—key ingredient of epoxide 
resins—will be in operation this 
autumn. Holland is now the world’s 
third largest shipbuilding country, and 
shipyards are almost fully booked with 
orders for the next four years. Among 
them is a £21 million Greek contract 
for 21 diesel-powered dry cargo ships. 

Despite the wide variety of Dutch 
industrial products there is a good 
market in the Netherlands for such 
goods as tools, machinery, labour- 
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saving plant, cars, commercial vehicles, 
farm equipment and building materials, 
as well as many consumer goods. 
Holland, which before the war took 
only 2.8 per cent of the U.K.’s total 
exports, increased this percentage to 
3.7 in 1954 and is now very nearly 
level with Eire as Britain's most im- 
portant European customer. 

For the first nine months of last 
year Dutch imports from this country 
aggregated £78.9 million, compared 
with £75.4 million for the correspond- 
ing period of 1954. Over 90 per cent 
of imports are liberalized, but there is 
growing need to study market re- 
quirements closely. Foreign com- 
petition is increasing, particularly 
from Germany, and the Netherlands’ 
common tariff policy with Belgium 
means that goods may circulate freely 
within the area. Exporters should 
consider the advisability of showing at 
this year’s Utrecht Spring Fair. Its 
40th anniversary is to be celebrated, 
and the exhibition area will be 100,000 
sq. ft. bigger than in 1955. 


* 


In the past two years the Nether- 
lands Government have pursued a 
markedly expansionist policy. but- 
tressed by the country’s strong com- 
petitive position in world markets and 
large surpluses on current external 
account. There has been an upsurge 
in home consumption, and at the same 
time a high rate of fixed asset for- 
mation. Dutch foreign lending, too, 
has been growing—in the first nine 
months of 1955 it totalled around £26 
million, a big advance on the previous 
year. 

The position today is, however, 
altering, and the vulnerability of the 
Dutch economy was pointed out by 
the Finance Minister when introducing 
the 1956 Budget. There is a growing 
labour shortage. Also, concern is felt 
in the fact that 70 per cent of the 
country’s exports go to other European 
countries. Nearly 3 per cent of the 
budget is to go on industrialization 
projects, including capital investment 
to supply natural gas to the Central 
Netherlands from regions where there 
is a surplus. Around 400 million 
guilders are to be spent on transport 
and waterway schemes. Some pre- 
liminary work is to be done in con- 
nection with the ambitious Delta Plan 


recently submitted to Parliament 

This Plan, which will take 25-30 
years to complete and will cost 2,400 
million guilders, calls for the construc- 
tion of seven dams and secondary works. 
The whole coastline will be changed, 
and instead of a great number of minor 
estuaries there will zemain open to the 
sea only the Nieuwe Waterweg, which 
links Rotterdam to the North Sea, and 
the Western Scheldt, which is the sea 
approach to Antwerp. Apart from 
shortening the coastline by several 
hundred miles, the Plan will help to 
increase the country’s safety against 
heavy storms and create great reser- 
voirs of fresh water for agriculture. 

Particular attention is being paid in 
industry to the manufacture of high- 
quality products and the heightening 
of the level of workers’ skill. In future, 
says the Minister of Economic Affairs, 
the accent should increasingly be laid 
on “‘vertical”’ investments—more capi- 
tal per worker—rather than on the 
earlier “horizontal” targets of invest- 
ments to provide employment for 
additional numbers of workers. Annual 
increase in the gross national product, 
which was 5 per cent in 1954, is ex- 
pected to fall to some 2 per cent this 
year. 


* 


Since the war, the number of sub- 
sidiaries of foreign concerns established 
in Holland has reached a total of 74, 
and the number of those in which there 
is joint participation between Nether- 
lands and foreign ownership is 103. 
Negretti and Zambra, London, are to 
establish an assembly plant for their 
scientific instruments at Zeist. 

Holland’s developing overseas terri- 
tories must not be overlooked as 
potential future outlets. Surinam 
(formerly Dutch Guiana) and the 
Antilles are, of course, co-equal parts 
of the Netherlands Realm, and a num- 
ber of schemes there and in New 
Guinea are currently being carried out 
in order to improve production, edu- 
cation and social services. The 
territories produce bauxite, agricul- 
tural products, oil, phosphate and 
various minerals. The Government of 
Surinam have an £8 million plan in- 
volving the construction of a dam on 
the Surinam River, a hydro-electric 
installation and an aluminium factory 
with an output of 40,000 tons a year. 


59 

















ea? >5 2 ee 22 ee 


Better Lighting— 
Better Production 





What is the lighting in your factory ] 
like? Have you recently checked j 


the lighting level round the works 
with a light meter? 


The right lighting has a significant B: 
effect on the speed and accuracy of a 
production. When its strength, re 
position and type is suitable for c 
each job the craftsman can give full V 
play to his skill, and the works m 
engineer can do full justice to his Ci 
shop. S) 

Good lighting is only one of the ef 
many ways in which electricity is id 


playing a vital part in the drive for 
higher productivity. 


Electricity for Productivity 


Ask your ELECTRICITY BOARD for advice 
and information, or get in touch with A 
E.D.A. They can lend you, without 
charge, films about the uses ofelectricity 
in industry. E.D.A. are also publishing a 
series of books on Electricity and Pro- 
ductivity. Titles now available are: 
Electric Motors and Controls, Higher 
Production, Lighting in Industry, 
Materials Handling, and Resistance 
Heating. Price 8/6, or %/- post free. 





6; 
Issued by the Cc 
British Electrical Develop t Associati 
2 Savoy Hill, London, W.C.2 L 


60 BUSINESS 








Price including Purchase Tax 43 2d. Obtainable through your usual office equipment supplier or in case of difficulty write direct to :— 


HALL & GOULDING (BOGNOR) LTD, SHRIPNEY ROAD, BOGNOR REGIS 


Based on the Eliotype NON-METALLIC 
address card, the Elliott system of data 
reproducing or name writing will cut 
costs in every department. 

Wages sheets, clock-cards, pay bags, 
mailing lists and a host of other appli- 
cations—all can be served by the Elliott 
system of addressing — speedily and 
efficiently, with clarity of reproduction 
identical to that of your typewriter. 


ADDRESSING MACHINES 
HAYWARD LIMITED 


62 BRITTON STREET 
CLERKENWELL ROAD 
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No more untidy desks 


No more sorting through reams of papers for that important 
letter. Stand a Stabilux Tray set on your desk. It takes up 
little more room than a sheet of foolscap—keeps papers in 
clearly defined trays, labelled at each end. For added 
efficiency the trays draw out both ways. 

Stabilux is supplied in sets of three trays, complete with 
frame. These units sit firmly on top of each other and are 
fitted with removable rubber feet to avoid slipping and 
scratching. The rubber feet are removed from upper sets 
before stacking. 

Finished with stove enamelled cream trays. The frames 
are available in red, blue, eau-de-nil, or dark green. 


Build up office efficiency with 








Stabilux 


“BUILD-UP” 
TRAY SETS 








@ PUNCHED CARD AUTOMATIC SELECTION 






ADDRESSING AND 
LISTING MACHINES 


@ DUPLICATE AND SINGLE PRINTERS 


@ AUTOMATIC SUCTION FEEDS 


@ DOUBLE COLUMN LISTERS 


@ WRAPPER ADDRESSERS 
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Better Lighting— 
Better Production 


What is the lighting in your factory 
like? Have you recently checked 
the lighting level round the works 
with a light meter? 

The right lighting hasa significant 
effect on the speed and accuracy of 
production. When its strength, 
position and type is suitable for 
each job the craftsman can give full 
play to his skill, and the works 
engineer can do full justice to his 
shop. 

Good lighting is only one of the 
many ways in which electricity is 
playing a vital part in the drive for 
higher productivity. 


Electricity for Productivity 


Ask your ELEcTRICITY BOARD for advice 
and information, or get in touch with 
E.D.A. They can lend you, without 
charge, films about the uses of electricity 
in industry. E.D.A. are also publishing a 
series of books on Electricity and Pro- 
ductivity. Titles now available are: 
Electric Motors and Controls, Higher 
Production, Lighting in Industry, 
Materials Handling, and Resistance 
Heating. Price 8/6, or 9/- post free. 


issued by the 


British Electrical Development Association 


2 Savoy Hill, London, W.C.2 











Price including Purchase Tax 43 2d. plier 
HALL & GOUL DING (BOGNOR) LTD, SHRIPNEY ROAD, BOGNOR REGIS 


Based on the Eliotype NON-METALLIC 
address card, the Elliott system of data 
reproducing or name writing will cut 
costs in every department. 

Wages sheets, clock-cards, pay bags, 
mailing lists and a host of other appli- 
cations—all can be served by the Elliott 
system of addressing — speedily and 
efficiently, with clarity of reproduction 
identical to that of your typewriter. 
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No more untidy desks 


No more sorting through reams of papers for that important 
letter. Stand a Stabilux Tray set on your desk. It takes up 
little more room than a sheet of foolscap—keeps papers in 
clearly defined trays, labelled at each end. For added 
efficiency the trays draw out both ways. 

Stabilux is supplied in sets of three trays, complete with 
frame. These units sit firmly on top of each other and are 
fitted with removable rubber feet to avoid slipping aad 
scratching. The rubber feet are removed from upper sets 
before stacking. 

Finished with stove enamelled cream trays. The frames 
are available in red, blue, eau-de-nil, or dark green. 


Build up office efficiency with 








Stabilux 


““BUILD-UP”’ 
TRAY SETS 








Obtainable through your usual office 


@ PUNCHED CARD AUTOMATIC SELECTION 









or in case of difficulty write direct to :— 


ADDRESSING AND 
LISTING MACHINES 


@ DUPLICATE AND SINGLE PRINTERS 


@ AUTOMATIC SUCTION FEEDS 


@ DOUBLE COLUMN LISTERS 


@ WRAPPER ADDRESSERS 
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How one man 
solved a 
double problem 
for a famous 
department 
store 

Mr. H. T. Tipping, the Burroughs 


man (on the left), discusses with 
Mr. Ambler, Director and Secretary 


of Schofields, the new system, based 


on Burroughs equipment, that they 
worked on together for speeding the 
preparation of customers’ monthly) 
statements. 


Schofields of Leeds, mailing 

monthly statements promptly 

to customers became a pressing 

problem in their constantly expand- 

ing business—moreover, filing space 

for sales dockets took up large areas 
of valuable shelving. 

They called in Mr. Tipping, of 
Burroughs, who, together with Mr. 
Ambler, Director and Secretary of 
Schofields, worked out a compre- 
hensive plan based on Burroughs 
equipment, including Microfilm. 

Now Schofields’ statements go 
out proven, accurate and complete 
on exactly the right day throughout 
the month in a regular cycle. 


The new statement is as modern 
as the equipment—instead of an 
abbreviated extract of debits and 
credits, the customer now gets the 
full story of each transaction, to- 
gether with a summary giving all 
charges and credits, whilst Scho- 
fields have more accurate informa- 
tion on their accounting position, a 
considerable saving in staff and 
space and the great benefit of hav- 
ing satisfied customers paying their 
accounts regularly and early with 
the minimum of queries. 

Whatever your business, if you 
have an accounting problem, the 
Burroughs man can help you. 
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Backed by Burroughs’ world-wide 
experience, he will make a full anal- 
ysis and suggest the most econom- 
ical, workable solution. If he thinks 
no change advisable, he will say so; 
if he does recommend a change, he 
will make a detailed plan and help 
you get it working smoothly. Call in 
the Burroughs man — you're com- 
mitted to nothing. His advice is free. 

Burroughs make the world’s 
widest range of business machines. 
You'll find your local Burroughs 
office in the telephone book. 

Burroughs Adding Machine 
Lid., Avon House, 356-366 Oxford 
Street, London, W.1. 


FOR SPECIALIST ADVICE ON MODERN ACCOUNTING METHODS 


CALL IN THE > urroughs MAN 
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AWARDS OF DAMAGES 


N alarming legal judgment, with 

serious implications for business 
executives, was given by the House of 
Lords in British Transport Commission 
v Gourley on December 8. The respon- 
dent, a chartered civil engineer, had 
been involved in a railway accident in 
1951, and suffered severe permanent 
injuries. He claimed compensation for 
loss of earnings. 

The Judge cf the First Instance and 
the Court of Appeal had rejected the 
contention that account should be 
taken of the income tax and surtax 
which he would have paid if the 
amounts claimed had been earned by 
the respondent. But the House of 
Lords took a different view. Their 
Lordships said that the broad principle 
was that the Tribunal should award 
such a sum of money as would put the 
injured person in the same position as 
he would have been if he had not sus- 
tained the injuries. 

So far as the assessment of damages 
for pain and suffering and impairment 
resulting from injuries was concerned, 
the Court could do no more than arrive 
at a fair estimate. But when it came to 
assessing compensation for the finan- 
cial loss resulting from the accident, 
the injured person should be placed in 
the same financial position as he would 
have been had the accident not hap- 
pened. His earnings would have been 
subject to income tax, and, in appro- 
priate cases, to surtax. Hence, the tax 
position must be taken into account. 

In this case the amount of damages 
originally awarded for loss of earnings 
was £37,720, and this was accordingly 
reduced to £6,695. 

The payment of the first part of a 
damages claim—for pain and suffering 

is regarded as a tax-free capital sum. 
Likewise the Inland Revenue have 
treated payments of compensation for 
loss of office as a tax-free capital sum. 
It is an unnecessary complication for 
the law to regard the second part of a 
damages payment—that compensating 
for loss of earnings—as income. It is 
also a great blow to the economic 
status of business executives. In the 
course of their work they have to make 
risky decisions which can make or mar 
their careers. And many have to travel 
extensively—at risk—in the course of 
their duties. At present rates of in- 
come tax and surtax they have rela- 
tively little opportunity to save. 

In the past they had some measure 
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of protection against misfortune 
either physical or occupational 
through their right to claim compensa- 
tion for loss of earnings, as a capital 
sum. Now, in one legal judgment, that 
right has been taken away. The law 
should be changed to restore the 
position. 


* * * 


HE February issue of BUSINESS 

will be specially enlarged to cover 
the Business Efficiency Exhibition at 
Birmingham, which will be held from 
February 20 to 25. In order to include 
the latest information about new prod- 
ucts, the issue will not come out until 
the end of the first week. 


* * * 


No COMPLACENCY 


O sales executive can ever feel 
complacent in a company which 
has a good market research unit that 
is continually seeking out further 
opportunities. An example of the 
type of startling fact uncovered by 
market research was given recently by 
Alastair Sedgwick, director in charge 
of publicity of Gillette Industries, in an 
address to the Royal Society of Arts. 
In 1948 the company analysed the 
Italian market for razor blades and 
were struck by the fact that although 
the population, 46 million, was nearly 
as great as that of the United Kingdom, 
sales of razor blades were less than 
one-fortieth of the British figure. 
Market research discovered that “in 
Italy less than one man in ten shaves 
every day.” Nearly three-quarters of 
the Italian male population shaves less 
than three times a week, and one-third 
of Italian men are shaved by a barber 
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S The Editor, the Advertisement 2 
° Director and the staff of BUSINESS § 
> wish all their readers and ad- 2 
, vertisershappinessand prosperity ‘ 
° in the New Year 
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at a cost varying from 40 to 70 lire. 
As one of the company’s blue blades 
would cost only 25 lire, and would 
last for several shaves, the market sur- 
vey clearly indicated that selling blades 
to the Italians meant teaching them 
how to save money. 

The company developed a series of 
strip cartoons for “humorously sham- 
ing’ the Italians into shaving, by 
portraying the sort of situation in 
which private love life does not go well 
until young Romeo takes to regular 





ALASTAIR SEDGWICK 


Some startling shaving statistics 


shaving. An article on page 73 of this 
issue presents case histories of firms 
which are competing successfully 
overseas against the Germans, and one 
story describes in some detail what 
Gillette are doing to popularize shaving 

in some cases even feaching the 
natives how to shave. 


« * * 


IR HAROLD GILLETT, chairman 

of William Whiteley Lid., the Bays- 
water store, was very frank to admit 
recently that the company had lost more 
than £100,000 through defects in their 
accounting system. That was before 
the introduction of the new credit con- 
trol system described in an article on 
page 113 of the January 1955 issue of 
BUSINESS. 

* * * 

EXECUTIVES’ HEALTH 


RECENT survey by the Com- 
merce and Industry Association of 
New York suggests that executive 
health programmes (described in the 
March, 1955, issue of Business, page 
75) are becoming more and more 
popular in the U.S.A. 

The survey covered 319 New York 
firms, employing a total of approxi- 
mately 250,000 people. Four out of 
every ten of them provide periodical 
medical examinations for executives; 
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y “4 , 
WAH Y has the 
2 WIE DICTA. oicrario STEM 
become pre-eminent 


in only siv years? 


FACT 1 The Emidicta dictation system is specifically 


designed to speed the work by speeding the 
letter. 


FACT 2 The Emidicta dictation system includes a con- 
cise range of models to meet all normal needs. 


FACT 3 The Emidicta dictation system has been con- 
sistently proved a prudent investment, not 
aa expensive luxury. 


FACT 4 The Emidicta among all other dictation 
machines is notably uncomplicated. 


FACT S&S The Emidicta Dictation System is tha! most 
often selected by business organisations after 
careful compar sons. 


As used by many famous organisations including 
BECK & POLLITZER LTD. 

FORD MOTOR CO. LTD. 

GLAXO LABORATORIES LTD. 
KAYSER BONDOR LTD. 

NORWICH UNION INSURANCE SOCIETIES 
PEARL ASSURANCE COMPANY LTD. 


The Emidicta has the finest possible ‘sound’ pedigree—it 1s made by THOMAS MEADOWS & CO LTD. 
E.M.I. (“His Master’s Voice”, Marconiphone, Columbia, etc.) And 
is the outcome of half a century’s experience in sound recording 
and reproduction. 


ETC., ETC. 


E.M.1. SALES & SERVICE LTD. Emidicta Division (Dept. 4.), “His Master's Voice” Showrooms, 363-367 Oxford Street, 
London, W.1. Telephone: MAYfair 8597. GROsvenor 7127 8. 
Northern Branch Office: Regent House, Cannon Street, Manchester (Deansgate 2315) 
Also Sales Offices: Birmingham (Midland 5821), Glasgow (Douglas 6061). E.M.134 
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another three out of every ten are 
thinking of doing so. The remainder 
are mostly small firms, employing on 
the average about 250 people. 

In only 21 per cent of the schemes 
reported are the examinations com- 
pulsory. Among the _ voluntary 
schemes, the degree of participation by 
eligible personnel ranges from 100 to 
10 per cent. The average is remark- 
ably high—nearly 80 per cent—which 
implies that many of the 20-odd firms 
favouring compulsory examinations 
would have got an equally good re- 
sponse without employing dictatorial 
methods. 

Few of the schemes are restricted to 
top executives. More than 100 of 
them (86 per cent) cover middle 
management as well; 48 per cent in- 
clude ‘front-line’ supervisors, and 38 
per cent extend to key workers below 
the rank of supervisor. 


os ¥ ce 


In nine. out of every ten schemes 
neither age nor salary restrictions are 
imposed. Among the ten per cent 
which favour age limits, the greatest 
concentration is, inevitably, on men of 
40 and over. 

The survey also indicates: 

1—Examinations are usually given 
every 12 months. 


2—Almost invariably the cost of 


each examination, regardless of the 
way in which it is conducted, is borne 
by the company. Only one of the 319 
firms expect their executives to pay it 
all. 

3—Examinations are conducted by 
outside clinics (38 per cent); the com- 
pany’s own medical centre (26 per 
cent); private doctors chosen by the 
company (22 per cent); and doctors 
chosen by individual executives (less 
than one per cent). The remaining 
13 per cent use some combination of 
the first three methods. 

Whether the results of company- 
sponsored medical examinations should 
be disclosed to the management is al- 
ways a controversial issue. Forty-two 
of the firms covered by the New York 
survey expect to see the doctors’ 
findings. In only a few cases are the 
findings withheld from the men con- 
cerned. 

For what purpose are the examina- 
tions given? The survey reports a 
number of reasons. Nearly one-third 
of the firms stated that the schemes 
were regarded as a measure of checking 
incipient trouble. Another 30 per 
cent replied: “For the executives’ own 
benefit.” Twelve per cent specifically 


JANUARY, 1956 


—~ Chee he dae aed ———* 





People 
Products 


Places-!I 


CHEAPER CHANGES—In- 
dividual motor drives replace the 
line shafting formerly used in 
the ring-spinning room of the 
Leather Cloth Co.’s London fac- 
tory. The new system saves time 
and money, since pulleys can be 
changed in a few minutes when 
different machine speeds are re- 
quired, and only the machine 





concerned need be stopped. In 
the past, changes had to be made 
at the end of a working period 


HOME INFLUENCE—G. M 
Bassnett, Lancashire-born presi- 
dent of Coles Cranes Inc., Illinois, 
U.S.A., recently visited the parent 
company, Steel and Co. Ltd., 
Sunderland. Wishing to bring 
himself up-to-date with the Sun- 
derland works’ manufacturing 
techniques—which will undoubr- 
edly influence his ideas when 
planning new developments at 
the American plant—he was par- 
ticularly impressed by their flow- 
production methods 








NEW HOME— Business and its associated journals have a brand-new home 

Mercury House, 109-119 Waterloo Road, London, $.E.1. An extension, 
to be built this year, will increase the floor-space from 32,000 square feet to 
about 48,000 square feet. Here is an artist's impression of the building as it 
will look then; an article describing some of its distinctive features will appear 
in the March issue of Business 
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Fully Automatic Job Time Recorder 
AND Time RecorJer 


SYNCHRONISED 
CLOCKS 


. dia 
general purpose Clock 














Surface mounted Clock, 
suitable for Works, 
Offices, etc. 


Combined Clock 
and Loudspeaker 


' Boardroom or Reception 8” dial 
Room Clock Insertion type Clock 











INTERNAL 
1 TELEPHONES 





iDirectaphone Loudspeaking 
Master Station 


Paxmaster Loudspeaking 
Master Station 


Simple Intercom 


P.A.X. Desk Instrument Desk Instrument 
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-- and the 
INTERVAL TIMER 


TR Services 


ARE AN ESSENTIAL 


is New! 


First in the field again—the TR Interval Timer is unique. 
It is now possible for the tea break signal to be sounded 
departmentally with the arrival of the tea trolley at whatever 
time it may arrive. When the trolley reaches his department 
the Foreman or deputed person turns a key on the control 
point and this sounds the break signal within the department. 
After the desired interval the two-minute pre-resumption warn- 
ing and then the start work signal both sound automatically 


Originally designed to meet a Subscriber's specific need it is 
now available for the benefit of Industry generally as one of the 
TR Services. You are invited to send for full details of this new 
time saving equipment 


BUSINESS ADMINISTRATION 


. because with them, existing staff get through more work in the same 





PART OF MODERN 











amount of time than they do without them. How?...There are very many 





ways, and we shall be pleased to tell you about them when you contact us. 


* TR SERVICES are available on a rental basis. Details of 





any of the above equipment will gladly be sent on request. 


22 KENT HOUSE, RUTLAND GARDENS, KNIGHTSBRIDGE, LONDON, S.W.7 


SERVICES Telephone: KENsington 9201 
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TR S150 


6 BUSINESS 








t 








JANUARY, 1956 


mentioned promotions and retire- 
ments. 

And the cost? For each examina- 
tion by an outside clinic or private 
doctor, the firms pay sums ranging 
from 25s. to about £100. The average 
is in the region of £16. 


* * * 


HE Board of Trade has available for 

free distribution a small pamphlet on 
“Helping the Exporter” which des- 
cribes the aid that British firms selling 
overseas may receive from Foreign Ser- 
vice officers and Trade Commissioners 
in selecting local agents and professional 
advisers, and in other services. 


* * * 


Two Views 

N a recent series of lectures at the 

Polytechnic, Regent Street, on 
“Leadership in the Twentieth Cen- 
tury,” Col. L. Urwick has continued 
the Battle of Business Training. He 
quotes Elton Mayo as saying that: 
“We have failed to train students in the 
study of social situations; we have 
thought that first-class technical train- 
ing was sufficient in a modern and 
mechanical age. We are technically 
competent as no other age in history 
has been; and we combine this with 
utter social incompetence.” 

Later Col. Urwick makes the charge 
that “those who exercise the formal, 
the legal authority, in our economic 
life, have become so far divorced from 
the effective leadership of their em- 
ployees that the very title to leadership 
has publicly and popularly been con- 
ferred on another group. The phrase 
‘the men’s leaders’ means not those 
who should be leading the workers in 
the accomplishment of daily work, but 
trade union officials who organize 
them to advance their own claims... . 
Since these ‘men’s leaders’ admit no 
responsibility for the effective ordering 
of the economy in the interests of the 
community as consumers this struggle 
is one in which there can be no victory 
for either party, but only a progressive 
disintegration of economic life from 
which all will suffer alike.” 

By contrast with this depressing pic- 
ture of industry inadequately staffed 
with leaders “trained in the study of 
social situations,” there is the equally 
depressing picture of industry short of 
scientists and technologists. A recent 
“Report on Recruitment of Scientists 
and Engineers by the Engineering 
Industry” (H.M.S.O., Is. 3d.), and a 
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FLEXIBLE LIGHTING 
Special lighting system at Little- 
woods’ new store in Church 
Street, Liverpool, follows some 
of the latest Continental develop- 
ments It is composed of a 
mixture of tungsten and fluores- 
cent lighting, with ceiling panels 
which can be moved to fit in with 
new counter arrangements. Spot- 
lights, built unobtrusively into 
the ceiling, pick out specific dis- 
plays of merchandise 
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INSURANCE MAN—Dr. D 
M. Tombs, 47-year-old New 
Zealander until recently senior 
lecturer in Telecommunications 
at the Imperial College of Science 
and Technology, London, heads 
a new research department set up 
by Hoover Ltd. Its function is to 
“harness” electronic and other 
scientific discoveries for use in 
Hoover products to be developed 
in the years to come. Describing 
the new department as a “form of 
long-term insurance,” the com- 
pany emphasize that it will 
supplement, not replace, the work 
of their existing development 
engineers 


BIG HAND— This 4aft. by 17ft 
6in. sign is believed to be the first 
illuminated display incorporating 
mechanical movement to be 
erected in Piccadilly Circus since 
World War Il. Driven by an 
electric motor, the pivoted hand 
unit is nearly 23ft. deep and 
weighs about half a ton. While 
a 1,000 watt beam passes 
through an arc at the top of the 
sign, the “batteries” light up 
intermittently. 
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—built by LEO Computers Limited 
—deais completely with ali 

accountancy and clerical work including 
payrolls, sales invoices, stock control, 
branch ordering and delivery. 

LEO saves time, money and manpower. 


LEO gives management ali vita! statistics. 


COMPUTERS LIMITED 


AN EXAMPLE:—PAYROLE Since July 1955, 
one large organisation has relied entirely 

upon LEO to produce each week the payroll for 

a staff of over 10,000. All calculations, 

deductions, and adjustments are carried out in 
one operation, including P.A.yY.£., the printing 

of pay slips and a full detailed analysis 


for accounting and cost accounting purposes. 
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pamphlet on “Graduates” Jobs” 
(P.E.P., 2s.) have both emphasised this 
shortage. 

However, on the brighter side it 
should be appreciated that the short- 
age both of “human” leaders and of 
technically-trained leaders is a sign of 
prosperity and of industrial progress 
It is changing techniques which cause 
most of the industrial problems and 
increase the demand for leaders who 
can understand the workers and win 
their loyalty. It is also technical pro- 
gress which puts the scientists and 
engineers in such demand. 

No business leader can afford to 
wait until the shortage of either type of 
leader is overcome. On the contrary, 
success lies waiting for those who are 
already aware of the shortages and are 
making the most of existing staff—or 
of existing recruiting and training 
facilities. 


RESEARCH FACILITIES 


HE first of two articles describing 

research facilities available for 
helping British industrial firms, ap- 
pears on page 91 of this issue of 
Business. Much of the attention of 
these articles is concentrated on the 
work of the Department of Scientific 
and Industrial Research, the National 
Physical Laboratory and other public 
or semi-public bodies. 

Quite naturally, the results of any 
research conducted by such bodies 
become public property, available to 
all firms equally. Hence a firm which 
wants to develop a new line of research 
for private exploitation may hesitate 
to ask a public body for assistance. 
The position is, however, very different 
with the private research institutes 
whose services are available to in- 
dustry. The results of any research 
they do for a sponsor are confidential, 
and are the private property of the 
sponsor. 

A Picture Story in the December 
1954 issue of Business (page 84) des- 
cribed the type of work done by the 
Fulmer Research Institute at Stoke 
Poges, Bucks. Another private organ- 
ization which does sponsored work for 
client firms is Sondes Place Research 
Institute, at Dorking, Surrey. The 
work includes laboratory research, 
pilot plant development and plant de- 
sign and prototyping. It is understood 
that some of the leading American re- 
search institutes also intend to estab- 
lish themselves in this country in the 
not distant future. 
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AUTOMATION IN ACTION— 
Laurence, Scott and Electromotors 
Ltd., Norwich, have installed what is 
believed to be the first fully automatic 
electronic method of controlling 
machine tools to be used outside the 
manufacturers’ own establishments 


Design data, in the form of a table of 


co-ordinates, are encoded on punched 
tape and (as shown below) fed into a 
control unit which deduces the move- 
ments which should be made by the 
cutting tool and rotating worktable 
of a standard copy-milling machine 
to produce the desired profile. 
“Instructions” are then passed to the 
servo motors controlling the respec- 
tive feeds. Developed by E.M.L., 
the new system can be applied to a 
wide range of machine tools. 


INVISIBLE FILING—Docu- 
ments are close at hand—but out 
of sight—in managing director 
J. M. Laing’s office at the new 
headquarters of John Laing and 
Son Ltd. This elegant filing unit, 
in Sapele mahogany, matches 
other specially-designed furniture 
supplied by Heal’s Contracts Ltd 
The carpet is forest-green, and 
the chairs are upholstered in 
cream hide 
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TELEPHONE WIRES 
Why must they be unconcealed ? 


S will be seen from a picture and 

caption on page 65, Business and 
its associated publications have recent- 
ly moved into a new building. Ina 
subsequent issue of BUSINESS we pro- 
pose to publish a Picture Story des- 
cribing the various architectural fea- 
tures incorporated in the building, and 
how they improve working efficiency. 
However, the purpose of this note is 
to ask the usual question asked by all 
who occupy a new building. Why 
must the Post Office, a monopoly 
organization, have the statutory right 
to insist on having all its telephone 
wires unconcealed ? 

Electrical wires, gas pipes, water 
mains and drains, all of which are 
generally connected with a _ public 
service, can be carefully concealed 
when the building is in course of 
erection. If they should subsequently 
need repair, a wall, a floor or ceiling 
may have to be uncovered—but that is 
unlikely to happen for some years. 
Meanwhile the appearance of the new 
building is unmarred. 

The Post Office, however, seem to 
care nothing for appearance. They 
wait until the building is virtually 
complete, and then come along and 
tack their telephone wires along the 
tops of skirting boards. 

About 18 months ago the Editor 
was having a house built, and he asked 
the Post Office the usual question: “Is 
there some type of cabling which can 
be incorporated in the structure so that 
later, when the telephone is connected, 
there will be no visible wires?” The 
answer was a polite but firm “No.” 

The Post Office Telephone Service, to 
give them their due, are almost always 
polite. Moreover, they still have a 
large backlog of applicants for tele- 
phones, and therefore they do not 
have to go out seeking this type of 
business. But surely the time has 
come to consider giving to their 
“customers” those little extra services, 
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like concealed wiring, which would 
make their work even more praise- 
worthy. 


* 


STRIKES 
What About Third Party Losses? 


RECENT report by the London 

Chamber of Commerce on the 
working of the London Docks, puts 
very clearly the problem of third party 
losses that arise from strikes: ‘*Twice 
within six months severe losses were 
inflicted on exporters who had paid 
for goods which they could not ship 
and for which, therefore, they could 
not obtain payment from their over- 
seas buyers."’ Losses were also inflic- 
ted upon importers who had bought 
and paid for goods which they could 
not deliver to their customers and so 
again were out of their money. “*More- 
over,” says the report, “exporters were 
forced to sit idly by “and see business 
connections, which they had built up 
overseas at great expense, lost to 
foreign competitors, as confidence in 
the ability of this country to carry out 
its engagements was undermined. 

“The users of the Port were not 
parties to the disputes in the dock 
industry, whether these were between 
employers and workpeople or between 
two rival unions, but undoubtedly the 
major losses resulting from these dis- 
putes fell upon them and it appears 
that they have no remedy at law 
against anyone. 

“It is submitted that this is a quite 
intolerable state of affairs and that in 
any ordered society it should not be 
possible for individuals or groups of 
individuals to inflict loss and suffering 
on other groups of citizens without 
some redress being available.” 

Since the purpose of strikes is gen- 
erally claimed to be the betterment of 





workers’ conditions, should not those 
who suffer third party losses be en- 
titled to claim compensation from a 
central fund, such as the National 
Insurance Fund, which would then 
recoup itself from the “beneficiaries” 
of the strike by raising their weekly 
national insurance contribution ? There 
may be no prospect of this idea being 
accepted in the near future, but merely 
to express it puts the problems of 
industrial discipline and responsibility 
into perspective. 


PENSIONS 
Should They Be Mobile? 


RECENT booklet “Pensions in 
the Building Industry” sets out 
details of the pensions schemes run by 
trustees on behalf of the Council of 
the National Federation of Building 
Trades Employers. A major advant- 
age of these schemes is that a member 
transferring from the employment of 
one contributing employer to another 
does not lose accrued pension benefit. 
A similar situation exists for univer- 
sity staffs. Threughout the Common- 
wealth, universities belong to the 
F.S.S.U., which makes it possible for 
staffs to transfer from one post to an- 
other without losing benefit. 

The building industry is, of course, 
one in which there is traditionally a 
fair mobility of labour, due to the 
intermittent nature of contract work 
which causes one builder to require a 
temporarily larger group of employees 
while temporarily another may want 
to lay men off. Likewise, in the 
universities, there is a continued need 
for interchange of staff, to widen ex- 
perience. 

But what of other industries in 
which pensions benefits are often lost 
when an employee changes his job? 
Ironically, it is the Inland Revenue 
which has created this situation, for a 
properly regulated and restricted com- 
pany pension scheme can qualify for 
full tax allowance on premiums paid, 
whereas if an employee chose to pro- 
vide his own pension, independent of 
his employer, by taking out life in- 
surance, he would be allowed tax relief 
only on two-fifths of his premiums. 
The Inland Revenue are thus reducing 
the mobility of labour by granting con- 
cessions which apply only to a rigid 
pension scheme, but not to ordinary 
life insurance. 
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BRITAIN VERSUS GERMANY 


Here are two stories about exports 


one sad, the other hopeful. 


Business 


SOURRAL OF MANAGEMENT In lnbusTET 


First, we present figures 


showing how Germany has been beating Britain in the export of eight major product groups 


to eight major markets. 


N the following six pages we 

present the results of a detailed 

study of overseas trade com- 
petition between the United Kingdom 
and Western Germany. These results 
are presented in the form of tables 
depicting the course of trade in the 
first seven months of 1953, 1954 and 
1955. They compare German and 
British exports of eight major com- 
modity groups in eight major markets. 
The comparison is on the whole most 
unfavourable to Britain. In traditional 
Commonwealth markets, such as 
Australia and India, Britain still has a 
much larger share of the total market, 
but the Germans have recently made 
much more spectacular gains, and in 
the case of the Indian market for motor 
vehicles, metal working machinery and 
railway vehicles, the German share of 
the market is now greater than or 
almost as great as, the British. 

In the United States market, both 
competitors have suffered some spec- 
tacular reverses, although the Ger- 
mans have built up a market for their 
motor vehicles which now surpasses 
the reduced level of British sales. 

In European markets, German sales 
were in most cases already ahead of 
British in 1953, but the Germans have 
since made more spectacular gains. 
A notable exception is the Italian mar- 
ket for electrical machinery, where 
British sales have increased faster than 
German, although the German share 
of the market is still greater. Also, 
British sales of cotton fabrics in Sweden 
have been maintained while German 
have fallen, and in the Netherlands, 
although German sales of office mach- 
inery have increased at a slightly better 
rate than British, our share of the 
market is still much greater. 

In the Middle East, represented here 
by Turkey, we have lost a valuable 
market for cotton fabrics at a time 
when the Germans made spectacular 
increases in their sales of fabrics, but 
our sales of road motor vehicles have 
increased at a time when the German 
sales have decreased, and our share of 


JANUARY, 1956 


4nd second, we present case histories (in this and a subsequent 
article) showing how individual British firms are competing successfully against the Germans. 


The Fight 


for 





Export 
arkets 











By BUSINESS Editorial Staff 


the motor vehicle market is now 
greater. 
In Venezuela, the only South 


American market studied in this sur- 
vey, the Germans have made greater 
gains than the British in most markets, 
although Britain has maintained her 
ground in cotton fabrics at a time 
when the German share of the market 
has fallen. 

There can be many excuses for the 
comparative ill-success of British ex- 
ports against German competition; 
but there are few good reasons. If a 
firm has a good product, if they will go 
out and make a thorough study of the 
market, if they are really determined 
to sell, they can do so—in spite of the 
Germans. These are the broad con- 
clusions which emerge from the export 
success stories, published below, of 
British companies selling widely dif- 
ferent products. However, many 














finer points of production and selling 
technique are mentioned here—points 
of which other companies wishing to 
sell abroad may wish to take note. 


Case History 1. Gillette Industries 
Ltd. have a remarkable post-war sales 
record both at home and abroad. At 
home, the price of a Blue Gillette razor 
blade, less purchase tax, is no higher 
than it was before the war; abroad, 
Gillette exports have increased by as 
much as 300 per cent since 1948. Ger- 
man competition has not been allowed 
to interfere with this colossal expan- 
sion of trade. 

The company are a world-wide org- 
anization; they sell razors, blades, 
shaving tackle of various kinds, sham- 
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German razor-blades are cheap. In poorer countries Gillette demonstration 
vans show natives how a better blade in a good razor is more effective and, 
in the long run, cheaper 





poos and home perms in every country 
where shaving and shampooing are the 
thing to do, and in some where they 
are not—in 96 territories of the eastern 
hemisphere, which is the British com- 
pany’s province. There are subsidiary 
manufacturing and selling companies 
in several European and Common- 
wealth countries. There is one in 
Germany itself. 

Germany has no one company ap- 

proaching Gillette in size or scope: her 
razor and blade industry is made up of 
a number of small firms—probably 
more than 100—mostly concentrated 
in the town of Sollingen. A few firms 
produce blades of a quality near to, 
but a price above that of the Blue 
Gillette blade. But most are content 
to turn out a cascade of blades with 
the one advantage of extreme cheap- 
ness. 
This German competition is there- 
fore of a different sort from that pre- 
sented by more modern and highly 
organized industries. But ii is strong 
enough, particularly in the poorer 
countries; and no firm could keep a 
more jealous eye on it than Gillette. 
The company’s methods for dealing 
with competition are both aggressive 
and thorough. Their controlling prin- 
ciples are simple enough. 


1—A good product There is no 
question of trying to beat the Germans 
at their own game, by lowering the 
quality and the price of exports. Be- 
sides the better-known Gillette brands, 
there are cheaper, “off-brand” blades 

but even these are three to four 
times the price, and of far higher 
quality, than the usual German 
variety. 

Nevertheless, a sharp eye is kept on 
Sollingen and its products. Every new 
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blade which appears in the shops is 
sent in by Gillette agents for inspection 
in London. Here some of them can be 
dismissed at first glance. Others, 
which show more promise, are tested 
scientifically. Tests not only pro- 
duce a picture of the quality and con- 
sistency of the cutting edge, but can 
reveal something of the kind of 
machine being used for their manu- 
facture. 

Further, it is impossible for the 
Germans to keep their production 
methods secret, relying as they do on 
machinery provided by three or four 
firms, whose products are well-known 
here. Gillette also know that the 
Germans have very little in the way of 
testing equipment. 

Gillette, on the other hand, use little 
machinery which they do not design 
and make themselves. An elaborate 
system of statistical quality control 
forecasts the probable quality of each 
batch, and work goes on continuously 
to find the ideal test of a razor blade 
without actually shaving with it. 

The company, then, are keen to 
learn from the enemy, but find little or 
nothing to impress them in German 
methods. Rather they learn what the 
enemy is learning from them—imita- 
tions are not uncommon. When 


Gillettes introduced their slotted de- 
sign perforation, many German firms 
reproduced the exact pattern, even the 
purely decorative parts, believing that 
there must be some hidden function 
for them. On quality, Gillette are sure 
of themselves. 


2—A suitable product. However 
good the blade may be, it is no good 
trying to sell it to a Sikh—or sending 
it out to India at all, if the lacquer and 
wrapping will not survive monsoon 
conditions. Testing of wrappings has 
reached the point of refinement where 
“Calcutta” has been created on the 
Great West Road. A special chamber 
on the factory roof is kept at the nor- 
mal heat and humidity of Calcutta at 
its worst. The chamber is noxious to 
enter, but the blades stand up to it for 
an adequately long period. 

Market research, however, is the 
company’s chief instrument for meas- 
uring the suitability of a product for a 
particular territory. They have their 
own market research department, 
started after the war. In countries 
where there are market research 
facilities equivalent to those at home, 
the company work through a local 
organization. Research is planned to 
find out the shaving habits of the 
people concerned, where they buy 
their instruments, what advertising 
media will be most suitable, and what 
line should be emphasized in the con- 
templated advertising campaign. 

First comes “‘desk research” —analy- 
sis of general statistics. In Italy, for 
instance, in 1948, it was found that 60 
per cent of the population lived in the 
North, enjoying 80 per cent of the 
national income—a clear pointer for 
the coming sales campaign. 

Then, research in the field. This 
showed that daily shaving is not a 
genera! rule among Italians. Only one 
in ten shave every day: six in ten do so 
in the U.K. Three-quarters of the 
Italian population shave less than three 
times a week and one-third are shaved 
by a barber, at a cost of from 40 to 
70 lire a time. One Gillette blade 


Every new German razor blade which 


appears in the shops is sent in by 


Gillette agents for inspection in London 
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| Exports to U.S.A. Exports to Venezuela 
Value (£ thou.) for 7 Months Ended July 31 Value (£ thou.) for 7 Months Ended July 31 

as : - “Chases | Change 
1953 1954 1955 from 1953 1954 1955 — 
1953-1955 1953-1955 
Chemical Elements U.K 1,966 1,650 1.533 —i2% Chemical Elements UK 316 iss 203 —35Y, 
| and Compounds GER | 3.800 | 2200] 2.472 35 and Compounds GER 92 | 124 | 132 | +43% 
| Electrical Machinery, U 1,345 1 813 2.690 100 “ Electrical Machines UK 1.16 1,107 1,586 42, 
Apparatus&Appliances GER 567 | 777 1,387 145°, Depernedhinatinane GER ‘648 | 1.995 | 2.668 342° : 
| ee 
Road Motor Vehicles U.K 9,580 | 8.112] 7,173 —25%, Road Motor Vehicles U.K 754 902 590 —22% 
| GER 965 1,690 | 7.610 690 GER 255 568 615 14%, 
| — 

Office Machinery UK 1,222 963 850 —30%, Office Machinery U.K Nil Nil Nil ss 

GER 227 565 1,020 350 GER 126 218 243 90 
| Metalworking uk.| 1084] 681] 449] —s9% | Metalworking UK] Ni | Ni | Nil ae 
| Machinery GER | 2.860] 1.736] 1,060 43 Machinery GER 64 103 107 68" 
| Cotton Fabrics U.K 1,510] 1.260] 1.420 6%, Cotton Fabrics UK 217 118 230 6% 
GER 176 197 302 70 GER 20 13 12 at 

| Railway Vehicles uK.} Ni | Ni | Ni ant Railway Vehicles uk} Ni | Ni | Nil ae 
GER 9 94 26 177 GER 16 16 330 2,096 
| Scientific Instruments U.K 780 640 770 —_| a Scientific Instruments U.K 101 112 113 12% 
j GER | 6,970] 5.260] 6,775 3 GER 315 403 463 47%, 
j Beesteh: Biased Retell. Oe antl 







































































In the American market, the Germans have in the last three 

vears built up bigger sales of road motor vehicles and Office 

But in chemicals, scientific 

instruments and metalworking machinery, both competitors 
have suffered declines 


machinery than the British 





In the Venezualan 


ahead. In other fie 


was ahead of Germany in 1953. 


market for electrical machinery, Britain 
Now the Germans are 
»lds, the Germans have made spectacular 


gains, except in cotton fabrics, where they have slipped and 


the British have held their ground 





costs 25 lire. When advertising media 
were investigated, it was found that 
70 per cent of Italian men go to the 
cinema at least once a month (com- 
pared with 44 per cent in France) and 
that 68 per cent in the North read a 
newspaper, but only 56 per cent in the 
South. 


3— Suitable advertising. Market re- 
search helps to decide both selling and 
advertising policy. The extent to 
which German blades are being sold 
will also have its effect on the line to 
be taken. In Italy, for instance, one 
advertising series emphasized the fact 
that it was possible and cheap to shave 
ourself, even when the barbers were 
closed. Among smooth-faced China- 
nen, it is possible to get away with one 
have a week and still be thought a 
gentleman, but only just; advertising, 
therefore, aims at getting people to 
shave twice a week and make a 
thorough job of it. 

But in Belgium, for instance, where 
shaving is more regular, advertising is 
sometimes aimed more directly at the 
Germans. It stresses that a Gillette 
blade in the razor designed for it will 
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give more shaves and more lasting ones 
than a cheap blade in any old razor, 
and is therefore more economical in 
the long run. 

The company make a point of 
leaving, wherever possible, all adver- 
tising details to the country’s own 
advertising agencies. They believe 
strongly that it is folly for an adver- 
tisement to be designed in London, 
where the customs and idioms of the 
people concerned are not part of the 
air that advertisers breathe. Even an 
apparently simple and successful slogan 
like “Good Mornings Begin With 
Gillette’ would be quite untranslatable 
in most languages, or at least would 
look odd to the natives. 

Overseas advertisement material, 
however, is not all tailor-made for 
the country it is aimed at. There are 
obvious economies to be made by 
providing material which can, with a 
little adaptation, be used anywhere. 
The same one-minute colour film, for 
instance, is made for showing over a 
very wide area in different versions, 
each with a different racial type as the 
protagonist. 

As with advertising, so with point-of- 


sale display: a little informal market 
research can prevent an absurd mis- 
direction of energy. There is, for 
instance, no sense in sending card- 
board display cards and centre-pieces 
to Egypt when the Arab shops have no 
windows and no room inside. Except 
where there are western-type shops, 
cardboard is eschewed, and the em- 
phasis is On permanence—tin signs, 
for example, stuck on wayside African 
trees. 


4—-United action. A cameo of this 
Anglo-German battle of the beard is 
provided by the colonial African mar- 
ket. Sales representatives report 
heavy sales of cheap German blades in, 
say, Nigeria. African shop-keepers 
like to give something away to shop- 
pers as a sweetener, and German blades 
are excellent for the purpose. Some 
Germans are copying the layout and 
colour of Gillette wrappings, hoping 
to pass them off as the real thing to 
illiterate natives. Africans are ob- 
served shaving with a blade held be- 
tween thum and first finger, or even 
with jagged pieces of glass. Lather is 
not a customary prelude to the 
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Exports to Sweden 
Value (£ thou.) for 7 Months Ended July 31 















































Change Change 
1953 1954 1955 from 1953 1954 1955 from 
1953-1955 1953-1955 
' 
Chemical Elements U.K. 679 696 698 + 3% } Chemical Elements U.K 1,560 | 1,513 1,124 —28Y, 
and Compounds GER | 1,722 | 2,735 | 2,680 57 3 | and Compounds ER | 3,200 | 3,750 | 4,440 38 
Electrical Machinery, U.K. | 2,304] 2,584] 2,379 +3% Electrical Machines, U.K. | 2,837 | 3,947 | 3,777 33% 
Apparatus&Appliances GER | 2,890 | 5.250 | 6,750 74 | Apparatus&Appliances GER | 4,270 | 7.270 | 92,505 122 
Road Motor Vehicl U.K. | 5,814 | 10,350 | 5,620 —3% | Road Motor Vehicles U.K 2.918 | 4,172 | 4,289 + 96% 
peer sea ER | 5,575 | 6,540 | 15,025 {77 fe ER | 4,160 | 7,510 | 10,300 148 
Office Machinery UK. 128 168 215 68%, | Office Machinery U.K. 513 584] 1,047 + 96% 
GER 888 921 | 1,298 47? GER 345 650 790 106 
Metalworking U.K. 368 321 458 +24% |) Metalworking U.K. 291 311 362 24% 
Machinery GER | 2,750 | 1,540] 2,142] —22° | Machinery GER | 1,575 | 1,989 | 2,180 38". 
Cotton Fabrics U.K. 679 696 698 +3% Cotton Fabrics U.K 560 216 112 —80%, 
GER | 2,400] 1,530] 1,792 me | GER | 1,028 847 719 28 
Railway Vehicles U.K. Nil Nil Nil — Railway Vehicles U.K. 435 622 536 23% 
GER 870 | 1,16! 877 i GER 363 $44 1,030 192° 
Scientific Instruments U.K. 770 954 915 + 20% Scientific Instruments U.K. 734 735 780 +6% 
GER | 1,665 | 2.295 | 2,720 43 GER | 1,662 | 2,470} 2,758 6s” 





In almost every section of the Swedish market, the Germans 
were ahead of the British in 1953, and they have made 
much more spectacular gains since then, 


working machinery and cotton fabrics. 


have gained and the Germans have slipped 
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| Exports to the Netherlands 


Value (£ thou.) for 7 Months Ended July 31 



















































vehicles, 
ments. 


except in metal- 
Here the British 


In 1953, the Germans had a much greater share of the 
Dutch market for chemicals, electrical machinery, 


motor 


metalworking machinery and scientific instru- 
Their gains in these fields have since been much 
greater than the British but in office machinery Britain still 


holds the lead 





African’s shave. 

A counter attack is planned in Lon- 
don, after consultation with the selling 
and advertising agents in the territory. 
The advertising line is specially devised 
for its audience. Sex-appeal is ruled 
out—the African gets his wife with 
cattle not with cheek—and emphasis is 
placed on the personal success which 
may be attained through smartness— 
which comes from shaving regularly. 
Advertisements are also designed to 
bring out the quality and long life of 
Gillette blades. 

The travelling van illustrated on 
page 74 is used to give practical demon- 
strations to natives who do not know 
how to shave properly, and the com- 
pany also makes use of instructional 
films. 

Of great importance is the sale of 
low-priced razor sets with Gillette 
blades in them. Even if the native 
cannot afford to go on buying Blue 
Gillette blades after indulging in a 
razor, a standard is set which he may 
try to return to when greater prosperity 
sets in. Store is also set on the fact 
that the native often likes to copy the 
white man; and among whites the 
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German blades are not popular. 

The whole world-wide campaign is 
capped by constant visiting of every 
country by the highest executives from 
London, and by a stream of enter- 
prising and not too orthodox repre- 
sentatives’ probing markets, bazaars 
and shops in their search for the un- 
harvested beard. 


Case History 2. Selling books is a 
very different proposition from selling 
razor-blades, especially in the field 
where German competition is strongest 
—school and university textbooks on 
scientific subjects. Each book is an 
individual product to be sold on its 
merits in a limited and highly critical 
market. Yet even here Longmans, 
Green & Co. are carrying out some 
high-level market research of their own. 

After the war there was a big de- 
mand for English books from Europ- 
ean countries such as Holland and 
Norway. The Germans took a long 
time to start publishing again, scientific 
conferences were held in English and 


there was a natural reluctance anyway 
to buy German. Even Dutch and 
Scandinavian publishers often print 
books in English for domestic con- 
sumption as well as for the much larger 
market of the English-speaking world. 

One way in which the company have 
taken advantage of the situation and 
are helping to create a demand for 
their own more advanced works, is by 
developing their sales of school text- 
books for the teaching of English. 
Their chief European representative 
constantly visits schools and educa- 
tional authorities, and is helping to 
create a generation of English-speaking 
students. 

It may be some time before these 
become a _ generation of English- 
speaking professors, and in deter- 
mining what the European student 
reads, the professor is an almighty and 
sometimes everlasting influence. 

The company therefore make a 
practice of sending senior executives to 
tour European university towns and 
talk to the dons about the t »oks that 
have been published and those they 
would like to see published. Most new 
scientific books are commissioned by 
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Exports to Italy 


Value (£ thou.) for 7 Months Ended July 31 


Exports to Turkey 


Value (£ thou.) for 7 Months Ended July 31 






















































































Cuma Change 
1953 1954 1955 from 1953 1954 1955 from 
1953-1955 1953-1955 
Chemical Elements U.K.| 1.182] 1,116] 964] —i8%, | Chemical Elements U.K.] 397] 224] 280] —30% 
and Compounds GER 1,958 | 2.82! 3,100 58 and Compounds GER 230 212 314 37 
Electrical Machines, UK 1,262 1,704 1,602 27 Py Electrical Machines U.K 845 355 650 —23% 
Apparatus&Appliances GER 4.250 | 3,890 | 4,325 Apparatus&Appliances GER 1,578 1,625 | 2,758 7S 
A me Sees Sse 
Road Motor Vehicles U.K 177 | 110 169 —4 Road Motor Vehicles U.K 748 1,472 97% 
GER | 587 had 0 1,065 9 GER | 2,160 332 1,150 47 
Office Machinery UK * Office Machinery UK Nil <. —— 
GER S02 Su GER 33 t) 
Metalworking U.K 556 785 | 573 ee Metalworking U.K Nil oS 
Machinery GER | 3,600 | 3,20! | 3,250 10 Machinery GER 206 | V2 $2 
Cotton Fabrics U.K 294 225 173 4% Cotton Fabrics U.K 260 —_ 
GER 49 180 200 306 GER td 1s 3.2 175 254 
Railway Vehicles U.K Railway Vehicles U.K Na Nil Nil — 
GER e2 wi? s GER 719 736 50 93 
Scientific Instruments U.K 64! 736 754 | 18%, | Scientific Instruments U.K Nil Ni Nil — 
GER | 1.645 | 2.042 | 2,360 ax’. GER 271 220 216 20 




















In the Italian market, the Germans were well ahead of the 

British in 1953, in sales of chemicals, motor vehicles and 

scientific instruments. Since then they have made greater 

gains. But in electrical machinery and metalworking 

machinery, where Britain had a smaller share of the market, 
we are gaining ground. 


Of the eight territorial markets examined in this survey, 
Turkey is the only one in which the British motor vehicle 
industry has recently made gains at the expense of the 
Germans. But Britain has almost lost her market in cotton 
fabrics, at a time when the Germans have more than tripled 
theirs. In chemicals and electrical machinery, the Germans 
have gained ground, while British sales have fallen. 








j the publishers, not sent in hopefully 


like first novels. It is up to the 
publishers to find out what is wanted. 

A Dutch professor may suggest that 
although there is a German book on, 
Say, invertebrate zoology, he could do 
with a more up-to-date one, whether 
in English or German. Longmans 
will then find out whether there is 
general support for the idea among 
other invertebrate zoologists, dig out 
the most suitable British authority and 
get him to write the new book. They 
make sure that he takes a good look 
at the older German work. 

Longmans have always been able to 
sell their books at prices well below 
their German and American competi- 
tors, but they were rather disappointed 
to discover at recent Frankfurt book 
fairs that this was of comparatively 
little importance. The general feeling 
among foreign booksellers and pub- 
lishers like was that students could 
not afford to buy books anyway, so 
what did the price matter? The books 
had to be bought by college libraries 
and other institutions which wanted to 
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keep up to date, and they could afford 
any price within reason. 

One volume, in fact, of a Longmans 
chemical dictionary, no lightweight, 
was selling at £7, while a massive 
German equivalent fetched about 
£22 10s. Of this kind of book the 
German publishers probably printed 
only about 1000 copies aimed at 
institutions, and reserved for them- 
selves a very much larger profit margin 
on each copy than the normal British 
percentage. 

But there are a great many less ex- 
pensive books, particularly those writ- 


ten by scientists engaged on new re- 
search work, which dons themselves, 
research graduates and at least the 
most advanced students do buy, and 
here Longmans are doing well. As 
with razor-blades, so with books. A 
good product is the first essential; and 
the Longmans representatives know 
that the continent is looking to Britain 
as the home of the world’s most 
promising research projects. 

What is more, the continentals are 
becoming more adventurous in their 
reading, beginning to prefer what used 
to be considered a slapdash British 


. 

- 

” 

* 

e 

@ see published 
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e ising research projects 


Senior executives of Longmans tour the 
European university towns and talk to 
the dons about the books that have been 
published and those they would like to 
the company know 
that the Continent is looking to Britain 
as the home of the world’s most prom- 


See opposite page 
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The traditional British market in India is still very much 
larger than the German in most fields, but in the case of 
motor vehicles, metalworking machinery and railway 
vehicles, the Germans are now ahead of or almost up to 


the British. In office machinery and scientific instruments 
Britain is still making greater gains 


The German share of the Australian market is, of course, 
much smaller than the British, but during the last few vears 
the Germans have made spectacular gains. Their trade in 
chemicals and scientific instruments is now not far below 


the British 
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approach, to the laborious display of 
learning which can be relied upon to 
leave nothing out. 

On the strictly commercial side, the 
Germans, as usual, provide a first-rate 
service. They give discounts of as 
much as 40 per cent, compared with 
the British 30 per cent, and they pay 
carriage, which we do not. As for 
delivery dates, all that need be said is 
that Longmans are annoyed that it 
may take a week to ship a book across 
to Europe, while the Germans can 
speed theirs across country in a couple 
of days. 

One definite advantage the Germans 
have created for themselves in their 
eagerness to regain export markets: 
their system of supplying books, like 


of bookselling 


newspapers, on a sale-or-return basis. 
The bookseller pays nothing until he 
sells the books. Longmans were im- 
pressed with this arrangement and 
have introduced a modified form of it 
themselves. Their system is known as 
““See-safe”; booksellers have to pay 
for the books they order, but the 
publishers guarantee that they will 
credit the bookseller concerned and 
take back the book if it is not sold. 
The scheme has been extremely suc- 
cessful in increasing the orders book- 
sellers are prepared to make, and very 
few of the books sent out in this way 
have in fact been returned. 

Another fairly obvious weapon, but 
one little used by Germany, is trans- 
lation. Any book thought suitable for 


The influence of past German training 
is being countered by offering employ- 
ment in Britain to European students 


See opposite page 


translation into a European language 
is sent to a publishing house in the 
country concerned, for a_ foreign- 
language edition to be prepared—un- 
less the author first produces a suitable 
translator. “Gone with the Wind” and 
various theological works are, for 
some reason, running neck-and-neck 
in the Dutch translation stakes. 

One most important part of the 
company’s market research is a study 
of the European bookseller. On the 
continent bookselling is a skilled trade, 
with a long apprenticeship and exams 
to be passed at the end; so Longmans 
representatives have to put up with a 
good deal of pontifical theorising 
about the Place of the Novel when 
they are on circuit. But, on the whole, 
they are glad of the system, for book- 
sellers tend to be more knowledgeable 
than in this country, and it is heartening 
for a representative who believes that a 
book is good, to be able to make 
someone understand why. 

In practice, the company’s chief 
European representative has built her- 
self such a reputation for honesty and 
good judgment, that her customers will 
usually take anything she recommends. 
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But in the past many of these book- 
sellers received their training in Ger- 
many, and have a natural inclination 
towards the trade they know. To- 
esther with other British book firms, 
Longmans are beginning to ccunter- 

ct this influence by offering employ- 
ment to European students of book- 
selling, so that they may come to 
Britain, work in publishing offices, 
book shops and printing works, and 
die themselves to the wool in a sea of 
British literature. 


Case History 3. Finally, a new line of 
thought for those who talk mournfully 
of those well-known British handi- 
caps: futuristic delivery dates, high 
labour costs, the indecent thrustfulness 
of German salesmen, and the rest. 

R. H. Windsor Ltd., a Chessington 
firm with 300 employees making in- 
jection-moulding, extrusion machinery 
and all kinds of ancillary equipment 
for the plastics industry, are not only 
consistently selling a higher percentage 
of their products abroad than at home 
in the face of a score of active German 
competitors; they are selling plenty of 
machinery to the Germans themselves. 

Their delivery dates are sometimes 
behind those of their competitors; their 
machines are more expensive than 
most of those made in Germany; their 
managing director trots the globe him- 
self, unaccomr anied by teams of high- 
pressure salesmen; yet they are making 
even the Germans buy British. Ger- 
man cars may be enjoying remarkable 


success in many of the world’s mar- 
kets, but some of them have plastic 
steering-wheels moulded on machinery 


supplied by Windsor’s. How is it 


done? 
Quality is again the answer. Be- 
cause of the peculiarly stubborn 


behaviour of plastic granules when 
they come for moulding, their refusal 
to melt or to conduct heat except under 
severe duress, moulding machines are 
of formidable size and complexity. 
The company’s “baby”, which will 
produce a single ounce of, say, thimbles 


Two further case histories 
will appear in the February 
issue of BUSINESS. The 
Editor would be grateful for 
news about other British 
companies who are com- 
peting successfully against 
the Germans, and who 
would agree to providing 
information for stories 


at each operation, would fill two pro- 
perly dug graves. Their largest 
moulder, which will turn out a tele- 
vision cabinet or baby’s bath weighing 
10 Ib., would make a Green Line bus 
feel stunted. The top of a bread bin 
may need 300 tons pressure on either 
side, as well as an elaborate heating 





German cars may be enjoying remark- 
able success in many of the world’s 
markets, but some of them have plastic 
Ssteering-wheels moulded on machinery 
supplied by Windsor’s 


See this page 


system, before it will allow itself to 
be moulded 

No serious manufacturer is going to 
install a monster machine of this kind 
unless it is likely to be efficient and 
reliable for some years to come. First- 
class development engineers, well 
versed in both the theory and practice 
of their art, and ahead of most of 
their German opposite numbers in 
technique and imagination—these, 
working with the factory's highly-paid 


craftsmen, have established for the 
company just this reputation for 
reliability. 


Among German customers, the com- 
pany’s machines are known for long- 
lasting efficient and hard service, with- 
out need for constant repairs. For 
machines with a reputation of this 
kind, customers are prepared to wait 
and to pay. Indeed, plastic-moulding 
is such a rapidly expanding industry 
that an immediate delivery for mach- 
inery could well arouse customers’ 
suspicions. 

The company’s name is kept on 
show in advertisements appearing in 
the world’s plastics periodicals; but 
plastics manufacturers are a close 
enough fraternity for accumulated ex- 
perience and discussion within the 
trade to count for more. Selling and 
advertising details are left to the agents 
on the spot. A Windsor stand is fre- 
quently a feature of German trade 
exhibitions. 

The factory's production programme 
is decided month by month according 
to the orders on the books. It is nota 
mass-production factory, and many 
different arrangements are possible for 
turning out so many of each of the 14 
different types of machine every month. 
But a close eye is kept on the long- 
term position in the order book so that 
all agents may have definite dates by 
which any type of machine can be 
supplied. 

INSIDE GERMAN Y—The Wind- 

sor stand at this vear’s Dusseldorf 

trade fair. Quality is what counts 
in selling these vast moulding mach- 
ines: they are being sold widely in 

Germany itself as well as in other 

foreign markets where German 

competition is strong 
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| Logs arrive by both road and rail—the firm 
F! has its own rail siding. Tripod cranes are 
ce used to unload and stack the logs and, later, to | 
position them for saw-milling. Logs vary in 
length from 12 to 30 ft. 
2 To cut the logs into planks of 
i suitable grades and sizes, the 


firm use a variable gear conveyer 
4 system which automatically feeds 
the logs to the band-saw. 





‘Business’ Picture Story 
| Better Handling Means 





i} Greater Output 


For this Enterprising Furniture Manufacturer 


Like Morris of Glasgow (whose successful debut in 
the *‘popular’’ market was described last month 


A. H. McIntosh Ltd., of Kirkcaldy, Fifeshire 









i 
have recently switched from the manufacture of 

| 

s specialized furniture to products for the home 

4 This entailed large-scale re-organization 
ir! 
' particularly where me thods of handling were 
i concerned, and the pictures shown here illustrate 

; how the firm have succeeded in solving a problem re j 
; Planks are conveyed to the drying kiln i 
i which, due to the large size of the components Y he m ying s by bogies 
fj mounted on double tiers, one transverse to feed the 

{ in use, has always presented difficulties to the kilns and one longitudinal to feed the transverse. This 


system is preferred to the use of a flow-line as consider- 
furniture industry able air-drying takes place while the loaded bogies are 
awaiting their turn to enter the kilns, thus cutting down 
on the amount of kilning time required. 
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4 The planks are then passed on for veneering. This is done 

by a large press, which veneers eight planks simultaneously 
in time-cycles of six to eight minutes. For this type of press work, 
a conveyer system is considered unsuitable, and small hand- 
trolleys provide the most economic alternative. At the same time 
they provide a useful form of storage. 





S After assembly of the various compon- 

ents, the furniture is conveyed to the 
spraying and polishing department. Small 
articles are moved by hand-trolley, but for 
larger pieces there is a more elaborate sys- 
tein. This consists of a wire cable running 
between guide rails on which are mounted 
the furniture trolleys; the cable has a reci- 
procating action, and by a special trip linkage 
the trolleys are brought forward on the 
guide rails and processed through the polish- 
ing department. The speed can be adjusted 
to suit the altering needs of either manpower 
or polishing finishes. 





After completion, the products go into 
storage. Transportation to and from the 
storage section is carried out by a special lift. 
This serves four floors, and has doors on two 
sides to enable loads to be taken on and off at 


2 


~ the same time. : 

i a ‘ 

4 ae» 

, 7 A typical product of the Mcintosh factory tivtin f 

{ is this attractive bedroom suite. Improve- - a SY 
ments in mechanical handling have helped the o es = 
firm to increase their porate by ral per ta EPI IL PD Bi f 
cent without needing either extra staff or floor x ; 


space. 
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The career of Alick 5S. 


provides some important leads to the nature of 
administrative flair. Because he found himself 
in a responsible executive post in a fastly- 
expanding shadow factory just before the war, 
he had to develop rapidly for himself some of the 


key habits of working which are invaluable in 


achieving business success. 


has been subjected to similar logical development. 


managing director of Standard Motor Company, 


Dick, 39-year-old 


And his private life 





ALICK S. DICK 


An acute sense of the value of time 


ADMINISTRATIVE FLAIR 


Here Are Some Clues to it 


thirties to become chief executive 

of a large manufacturing firm 
unless he inherits the responsibility 
from his father. Alick Sydney Dick 
was only 37 when, in 1954, he was 
appointed managing director of Stand- 
ard Motor Company. And he is the 
son of a Chichester doctor. What were 
the circumstances and the personal 
qualities which took him so quickly to 
the top of a company with 11,000 
employees and a world-wide reputation 
for its motor vehicles ? 

His grandfather, Allan Dick, was a 
metallurgist at the Royal School of 
Mines and, in fact, was the first to 
produce aluminium in this country. 
An exhibition by Michael Faraday at 
the Royal Institution on March 27, 


[: is unusual for a man still in his 


1885, showed a piece of “Aluminium 
from Cryolite by Sodium in my Labor- 
atory by A. Dick.” 

Sent away to preparatory school at 
Clifton at the age of six, young Alick 
later went on to Dean Close school, 
Cheltenham. Then for family reasons, 
he returned to Chichester and took his 
General Certificate at Chichester High 
School. After leaving school he took a 
six months’ general engineering course 
with the British School of Motoring, 


Whereas others concentrated on 
getting things designed, he concen- 
trated on getting things done 
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and then asked his uncle to recom- 
mend him for an apprenticeship in a 
motor company in Coventry. Hence 
he came to join the Standard Motor 
Company. 

Young Mr. Dick had not been two 
years on his apprenticeship when a re- 
organization of the company resulted 
in his being switched from the works 
to a clerical job in the material control 
department. Meanwhile, he had been 
continuing his engineering studies in 
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When a new executive is appoint- 


ed, a memorandum describing his , 


duties, and to whom he is respon- 
sible, is circulated to all execu- 


tives 


See page 85 


the evening at Coventry Technical 
Coilege. 

It was in the material control depart- 
ment that he showed his first signs of 
administrative flair. For he took a 
great interest in the buying of com- 
ponents, and learnt so fast that when 
the first Standard shadow factory was 
built in 1936, under the Government's 
re-armament programme, he was put 
on to the job of buying for this factory 
This sounds like a very big job for a 
boy of 19, but the factory was initially 
making only 30 or 40 components for 
aero engines, and Mr. Dick did his 
buying in the same department in 
which he had previously worked, under 
the control of the head buyer 

Moreover, his job was not con- 
sidered to have big prospects, for the 
first shadow factories were ridiculed 
by cartoonists. War seemed a long 
way off. 

However, Hitler changed all that. 
When the defence effort had to be 


greatly speeded up a few years later, 
work at the shadow factory multiplied 
rapidly, and Mr. Dick’s work grew 
with it. In spite of his young age, he 
had such clear ideas on how to organ- 
ize the flow of output that he was 
appointed production control engineer 


Rapid Promotion 


Such is the irony of fate that he 
attributes some of his success during 
this period to the fact that he did not 
finish his engineering studies, and did 
not become highly specialized. Be- 
cause he did not become immersed in 
technical detail he was able to look 
more clearly at the practical problems 
of organizing an efficient and smooth 
flow of output. Whereas others con- 
centrated on getting things designed, 
he concentrated on getting things 
done. Both types are very necessary, 
but at the beginning of a war those 


who concentrate on getting things done 
inevitably receive very rapid promo- 
tion. Designs have to be temporarily 
frozen, and all efforts concentrated on 
increasing output. 

Most of the men who were under 
Mr. Dick’s control at this time were 
much older than he was. Throughout 
his career he has had to face this 
problem of controlling older men. 
And the fact that he mastered it early 
has probably helped him to go so far, 
for it has never been possible for him 
to ride rough-shod over his subordin- 
ates and just tell them to “do this” or 
“do that.” He has always had to 
explain what he wants done, and why 

justifying his decision as the right 
one. He has had to earn respect for 
good judgment. Older men do not 
take kindly to wrong decisions made 
by younger superiors, and the need for 
justifying his decisions has no doubt 
helped to develop Mr. Dick's powers 
of reasoning and judgment 

Another lesson which Mr. Dick had 
to learn early, is that no matter how 
busy he was, he just had to find time 
at regular intervals to sit back and 
look at his work as a whole, and 
decide what he should delegate and 
not continue to do in detail. When the 
shadow factory expanded so rapidly 
at the beginning of the war, it would 
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At 19 Mr. Dick did the buying 
for components made in this 


shadow factory. Rearmament 
soon gave him opportunities to 
develop his administrative flare 


83 





ss A nine sas 


peer oes 


Se 








The “phase three” Vanguard 








have been easy for a relatively in- 
experienced young man to become so 


immersed in a growing volume of 


detailed work, that the job would get 
beyond him. But he had to train him- 
self to stop and think why particular 
problems arose, why they kept coming 
to his attention and how he could 
change the system to solve them. 
Today, when he sits at his desk at 
the Banner Lane works, Coventry, he 
finds himself automatically thinking: 
“I’ve seen rather too much of that type 
of problem lately. A solution must be 
found, and the organization changed 
so that it ceases to be a problem.” 
Every senior executive has to de- 
velop an acute sense of the value of 
time, so that he can watch all aspects 
of his responsibilities, not paying too 
much attention to some and neglecting 
others. Mr. Dick had to learn this 
lesson early in order to survive in the 
hurly-burly of war-time production. 
He subscribes to the view of General 
Eisenhower that “the best generals are 
the lazy ones.” An executive who 
thinks of an idea and gets it under way, 
has a natural tendency to keep on 
tinkering with it long after it has 
become a routine. But his real capacity 
iS a senior executive is proved when 


Mr. Dick regards the happiness of his 
family as .. . the object of all his work. 


he shows that he can throw it over- 
board—pass it on to somebody else 
once it is running properly. 

A willingness to pass on work and 
delegate responsibility to others im- 
plies a willingness to show confidence 
in his subordinates. Mr. Dick pro- 
vides one clue to what this confidence 
involves when he says that he naturally 
expects his subordinates to delegate 
responsibility also. And when he 
phones through to a departmental 
head and asks a question, he does not 
expect the departmental head to give 
an immediate answer. All he expects 
is that an answer will be provided 
fairly quickly from someone who does 
know. 


Crucial Period 


Such was his administrative flair that 
in 1944 Mr. Dick was put in control of 
production of Mosquito aircraft at the 
Standard factory. But when the war 
was over there came a crucial period 
in his career. He could have chosen to 
continue as a departmental executive, 
possibly rising later to a position on 
the board. But because he was still 
very young—not yet 30—Sir John 
Black, who was then managing direc- 


He rarely takes work home 


tor, asked him whether he would like 
to be his personal assistant. 

The post of personal assistant can 
mean almost anything or nothing. It 
can range all the way from being a 
message-carrier between departmental 
heads and the managing director, and 
at the other extreme, being a respons- 
ible executive who is given particular 
briefs by the managing director and 
who acts on his behalf. Adventurous 
by nature, Mr. Dick decided not to 
continue as a departmental executive, 
but to accept the more risky position 
of personal assistant. He realized that 
if he did not get on well with Sir John 
Black, or if he clashed badly with 
departmental heads, his future with 
Standard might be finished, and he 
would find himself seeking a post else- 
where. 

Nevertheless, he chose to play for 
top stakes, and to step down from his 
senior departmental position to that of 
mere message-carrier for the managing 
director. At least, that was the nature 
of his new job when he first took it. 
But he soon realized how to turn it into 
a position of responsibility. For ex- 
ample, whenever a departmental head 
passed him a problem for the managing 
director to decide, he would study the 


=" 
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When made personal assistant to the managing director, 


he started as a mere message-carrier, but 


soon realized 


how to turn it into a position of responsibility” 


problem himself first. Then, when he 
took it to the managing director, he 
was in a position to discuss it and make 
a personal recommendation. 

Providing his recommendation was 
sound, the managing director would 
sometimes say to him: “All right, do 
it that way. You get on with it.” And 
so he was given. highly responsible 
assignments. It was not long—1949 
before he was appointed assistant 
managing director, and later, in June, 
1953, deputy managing director. He 
became managing director when Sir 
John Black retired in 1954. 

Although he came up to the top via 
the role of personal assistant, Mr. Dick 
does not today have a_ personal 
assistant under him. He realizes that 
he has a different personality from Sir 
John Black, and that many things 
which were done a certain way, and 
done rightly in Sir John’s time, must 
be done differently now. The top-level 
organization of a firm must, he be- 
lieves, to a considerable extent reflect 
the personality of the chief executive. 

Mr. Dick prefers departmental heads 
to do their work individually, rather 
than in committees, although he appre- 
ciates that the work of different depart- 
ments must be co-ordinated by com- 
mittees. But he does not expect his 
executives to be attending an average 
of more than one committee meeting a 
week. He has a horror of those 
organizations in which, if one phones 
for Mr. X, one finds that he is just 
preparing to go into a committee, is 
in a committee, Or is just coming out 
of one. 

There is a precise organization chart 
at Standard Motor Company, showing 
the lines of responsibility of each execu- 
tive. And when a new executive is 
appointed, a memorandum describing 
his duties, and to whom he is respons- 
ible, is circulated to all executives. This 
is as one would expect in a firm con- 
trolled by a young chief executive with 
a special flair for organization. 

Whereas many successful business 
careers have been developed by neg- 
lecting home life, this is certainly not 
true in the case of Mr. Dick. He 
regards the happiness of his family as 
“the thing in life that really matters” 
the object of all his work. He rarely 
takes work home with him, and on the 
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whole does not work very late at the 
office, although circumstances dictate 
irregular hours on quite numerous 
occasions. 

When Mr. and Mrs. Dick went on a 
recent world tour, covering 30,000 
miles, they arranged to depart vce day 
after their three boys went back to 
school, and they returned home two 
diys after the boys returned from 
school for the next vacation. Mr. Dick 
tries to arrange his overseas trips in 
term time, although there are occa- 
sions when this is impossible. He 
may, for example, go away on a trip 
which has been well timed, only to 
return and find that he must depart on 
another. 


Social Activities 

Mr. Dick is not a keen “club man,” 
but he and his wife become involved in 
congenial social activities on an aver- 
age once a week—activities in which it 
is difficult to draw the line between 
business and pleasure, because in a 
motor manufacturing firm with world- 
wide trading interests, they are fre- 
quently entertaining or being enter- 
tained by overseas visitors. 

A keen tennis player, Mr. Dick also 
has a bungalow in South Wales, where 
he and the family engage in boating 
and fishing. His boat is just a small 
dinghy, not a large yacht, because he 
believes that he should not let his 


See opposite page 


recreation become “another job,” 
entailing responsibilities for the en- 
gagement of crew, purchasing of 
stores, etc. Likewise with his small 
30-acre farm, he enjoys farming but 
does not intend to take it too labor- 
iously 

Although he has been able to lead a 
happy domestic life in addition to his 
successful business career, Mr. Dick 
does not believe that all his problems 
can be left in the office. With regard to 
major problems, he believes that “one 
must necessarily think of them through 
the clock, and one sees the answers in 
the most odd places and at odd times.” 
For example, on his recent world tour, 
he returned from Australia by sea, and 
the voyage gave him time for reflection, 
to sort out the answers to a couple of 
important problems. 

It is not uncommon for the executive 
who achieves mastery of a great busi- 
ness organization to neglect himself, 
and to slip into ruts of habit which 
lead on to ill-health, indecision and 
decline. There seems to be little chance 
of this happening to Mr. Dick. He 
has certainly mastered his position as 
chief executive of Standard Motors, 
but even more impressive is his mastery 
of himself—the training of his mind 
and the logical development of his way 
of life. It would be surprising if in the 
years to come he did not achieve even 
greater success as a British industrial 
leader. 
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tion believe that every member of 
their staff who comes into contact 
with passengers is, in effect, a public 
relations officer. This article des- 
cribes how, although dealing with 
hundreds of people every day, they 
train their staff to safeguard their 


reputation for personal 





British Overseas Airways Corpora- 


- 


service. 


PERSONAL Service 


LMOST every business has staff 
who are in direct personal con- 


tact with the public in one way 
or another. Whether they are tele- 
phone operators, receptionists, waitres- 
ses, bus conductors, sales represent- 
atives or shop assistants, the impression 
these employees make on the outside 
public has an important influence on 
their firm’s reputation. 

In highly-competitive fields where 
the end product or service of rival 
companies may be very similar, the 
skill with which staff deal with the 
consuming public may well prove a 
deciding factor in a firm’s success ¢+ 
failure. 

This is certainly true to a large ex- 
tent in civil aviation. With most of 
the world’s major airlines operating 
fleets of nearly identical aircraft over 
common routes and charging fares on 
an internationally-agreed scale, the 
“personal approach” used by staff in 


86 


the handling of passengers becomes a 
vital factor in attracting custom. 

For this reason, British Overseas 
Airways Corporation § give special 
training to all their staff who come into 
contact with the public in the normal 
course of duty. Besides the flying staff 
and cabin crews, these include all who 
are concerned with looking after 





By PAUL BENNETT 





passengers before and after journeys 
from station managers down to ticket 
clerks and porters—who come under 
the group heading of traffic personnel. 
Although few companies have to 
deal with the public on such a large 
scale, the principles and techniques of 
handling which B.O.A.C. have devised 
and adopted cover a multitude of 
situations, and they could have wide 
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application in industry and commerce 

The traffic staff are normally the 
first to greet the Corporation’s pas- 
sengers and the last to bid them fare- 
well—psychologically a most import- 
ant factor in any form of public 
relations. Indeed, it is fair to say 
that the opinion the public retains of 
the Corporation’s service depends 
largely on the impression these em- 
ployees create. 

To ensure that uniformity of ap- 
proach to the passengers is obtained, 
B.O.A.C. have laid down a_ well- 
defined technique for staff to follow 
All personnel are given instructions in 
the principles involved, during their 
basic training. 

These principles come under seven 
headings: 

1—Keeping passengers informed 


2—Giving exact information 

3— Helpfulness 

4—-Inspiration of confidence 

5— Politeness 

6—Cheerfulness 

7— Appearance 
Information 





In dealing with the first two prin- 
ciples, staff are encouraged to become 
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“passenger conscious”; to imagine 
themselves in the passengers’ position 
and allow their actions and behaviour 
to be guided by the probable effect it 
will have on passengers. The point 
of this is, of course, that if they did 
they would never leave passengers for 
a moment in any doubt as to what is 
going to happen 

One golden rule is that in no cir- 
cumstances should staff tell passengers 
anything but the truth. Experience 
has proved that even white lies or 
equivocations can be dangerous. Pas- 
sengers have an uncanny knack of 
finding out the true facts if infor- 
mation is hidden from them. It is 
folly to under-estimate a passenger's 
intelligence. 

Airline staff can expect to be asked 
questions on all manner of subjects. 
It would be too much to expect them 
to know all the answers, but B.O.A.C. 
cover even this with a rigid instruction 
Staff should never say in reply to a 
passenger's quest: ~, “I don’t know.” 
The answer mus’ always be “I will 
find out.” Then ifey must find out 

It is also of the greatest importance 
that all information given by staff 
should be accurate. There should be 
no guessing at answers, for the slightest 
imaccuracy may cause untold incon- 
venience to a passenger or to other 
members of the Corporation staff on 
the other side of the world. The 
B.O.A.C. instruction is explicit: The 
passenger must be told exactly what he 
can or cannot do, and he should be 
warned of possible difficulties if he 
looks like plunging into them 


Helpfulness 


The reputation of an airline depends 
very greatly on the standard of its ser- 
vice to passengers. B.O.A.C. impress 
upon their staff that the Corporation's 
reputation in this respect has been 
painstakingly built up over the years 
by giving individual and personal ser- 
vice to passengers. As the number of 
passengers increases, this becomes 
proportionately more difficult, but the 
technique devised by B.O.A.C. is 








To help create the impression that their welfare 


is a matter of personal interest to the airline 


staff, B.O.A.C. 
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calculated to uphold their jealously- 
guarded reputation 

A fundamental is that passengers, 
even if they are being handled in num- 
bers and are in fact being shepherded 
from one place to another, must never 
be conscious of being herded. This 
can be accomplished, staff are in- 
structed, with an informal but none- 
the-less smart approach to individual 
passengers as they pass one by one 
from one process to the next. 

During a rush it may be necessary to 
be rather brief and a little firm to en- 
sure that one passenger does not get 
more than his share of attention to the 
detriment of others. But in a case like 
this a little tact goes a long way. Above 
all, staff are cautioned against allowing 
themselves to be flustered. Experience 
has taught that this will react on pas- 
sengers, and infectiousness of atmos- 
phere is something which has to be 
watched carefully. Similarly, one 
dissatisfied passenger can, unless pro- 
perly handled, upset a whole aircraft 
full of passengers. The rule here is, if 
one passenger is disgruntled, staff must 
make every effort to remove the cause 
of complaint as soon as possible. 

The Corporation are very conscious 
of th: effect of passengers talking 


captains 
utes each trip mingling with the passengers 
Cheerfulness, 
anticipation of clients’ needs are required of 
the staff who work in the London booking office. 


usually spend a few 


helpfulness, and an 


during their journey and after nt. A 
dissatisfied client can undo the good 
work that has been done by good ser- 
vice to a dozen or more. Clients are 
likely to take good service for granted, 
even if they are appreciative, but the 
client with a grouse will be loud in 
his deprecation of the airline. 


Confidence 


It is of paramount importance that 
airline staff, whether on the ground or 
in the air, should inspire the passengers 
with confidence. For this reason, staff 
are forbidden to talk about bad weather 
and bumpty conditions unless it is 
necessary, and they must not drama- 
tize the journey in any way. The take- 
off and landing, being more dramatic 
than normal flight, are calculated to 
affect the passenger more than the rest 
of his journey. At these times the 
mere sight of an officer in uniform who 
is obviously aware of everything that 
is going on and is taking it as a matter 
of routine will reassure a passenger 
On the other hand, staff must guard 
against appearing preoccupied with 
other matters, so giving an impression 
that the service is slip-shod. 

There is a strict rule that in no cir- 
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cumstances, except in emergency, 
should staff run. Nothing is more likely 
to disconcert a passenger sitting in a 
vibrating aircraft just before the chocks 
are removed than to see a man racing 
across the tarmac. The passenger will 
not appreciate that the man has only 
forgotten to remove the ship's papers 
from another aircraft, or is merely 
hurrying to be first in the canteen! 
He will fear the worst, and staff are 
trained to overcome such fears by 
calm routine; by appearing to have an 
exact knowledge of what they are 
doing and what is going on. 


Politeness 


B.O.A.C. staff are taught that there 
is more to politeness than just good 
manners. During the course of their 
training, they are instructed in methods 
of addressing passengers, either singly 
or collectively. People resent being 
mumbled to just as much as being 
shouted at, so staff are exercised in 
speaking in pleasantly modulated 
voices, not too firmly nor too casually. 
The effective use of words is also 
studied. For example, instead of 
announcing “No smoking, please,” 
staff are told to use the phrase, ““Would 
you dispose of your cigarettes now, 
please?” 

The art of saying “no” is one of the 
important lessons taught. It is pointed 
out that by the intelligent use of words 
and attitude it is possible to receive 
the passenger's warmest thanks for 
refusing to carry out his request! A 
rigid rule is that staff must never argue 
with passengers. Gentle reasoning is 
the answer here. And there must be no 
recriminations between staff in front of 
passengers—a good rule in any busi- 
ness. The public generally is not 
interested in departmental faults or 
friction, and they receive a bad im- 
pression if they hear about them. 

Where possible, staff are encouraged 
to address passengers by their names. 
Often, of course, this is impracticable, 
and staff are instructed to use the term 
“Sir.” But they are warned against 
over-using ““Madam.”* When on duty, 
the formal Mr., Mrs. or Miss is used 
for addressing colleagues. 


Cheerfulness 





Staff are expected to be cheerful 
without being hearty or over-familiar 
in their dealings with passengers—even 
if they are tired after a long spell of 
duty. Miserable or solemn staff can, 
by looks alone, create resentment in a 
client, who immediately feels that he is 
being regarded as a nuisance, rather 
than that the staff are there to serve 
him. The rule is that staff must carry 
out their tasks helpfully and pleasantly 
as though they enjoyed what they are 
doing for no other reason than that it 
gives them pleasure to render service. 


Appearance 


One's personal appearance generally 
makes the first impression, and since 
staff may see passengers only for a few 
minutes or even seconds, the Cor- 
poration are particular that their 
appearance at all times must be of the 
highest order. Jewellery, other than a 
simple ring, is not allowed, uniforms 
must be properly pressed and cleaned, 
and ties must be neatly tied. 

Correct posture, too, is important. 
Guidance on walking and standing 
elegantly is given to staff. Smoking in 
front of passengers is expressly for- 
bidden, and smoking in uniform at any 
time must be done without appearing 
slovenly. 

Telephones and public address sys- 
tems are important links in airline 
communications, and staff are taught 
how to use them properly. In training, 
typical circumstances are simulated. 
For example, the telephone rings when 
staff are busy dealing with clients at 
the counter. One of three things can 
be done. The instrument can be left to 
ring; staff can suspend what they are 
doing and talk at some length to the 
caller; or they can acknowledge the 
call, explain its inopportunity, and ask 
for a number which can be called back. 
Obviously, the third is the correct 
procedure—but only if a return call is 
made within a reasonable time. 

Some staff inevitably have voices 
unsuitable for a loudspeaker system. 
In training, their deficiencies are ex- 
plained to them and they are given 






guidance in ways to produce a more 
effective elocution. They are instructed 
to prepare announcements beforehand, 
whenever possible. Conciseness and 
brevity are the golden rules. The ideal 
microphone announcer, staff are told, 
is he who speaks as though he is trying 
to explain something to an aged, 
slightly hard-of-hearing old lady, of 
whom he is particularly fond. 

It is the policy of B.O.A.C. that their 
staff, particularly those who come into 
contact with the public, should have 
an accurate general knowledge of the 
Corporation’s background and scope 
of operation. In most cases this is 
done by means of a lecture from a 
senior executive. Their belief is that 
an informed staff is a confident and 
efficient staff. Besides enabling them 
to answer general questions about the 
Corporation put to them by the 
travelling public, B.O.A.C. also be- 
lieve that this policy helps to build up 
company pride and team spirit. 

Having set standards for their staff, 
the Corporation take pains to ensure 
that they are upheld. Senior execu- 
tives make use of “reminder” circulars 
to staff to keep them up to scratch. To 
avoid odious reiteration, these usually 
contain some new thought or angle on 
the Corporation service. For example, 
a typical letter, sent out to all traffic 
staff, by D. O. Bustard, the Traffic 
Manager, contained the following 
guiding principle: 

“Do not let your enthusiasm cause 
you to strive for perfection in every- 
thing you do. Concentrate instead on 
making sure that every single aspect of 
your work is just ‘plain good.” This 
target is not only a reasonable one 
but it is clearly capable of achievement. 
Mark you this, if everything that we 
do is just ‘plain good’ the sum effect 
from the public’s standpoint will seem 
to be something approaching perfec- 
tion.” 

Letters are also occasionally sent to 
supervisory personnel. One point 
which is impressed upon them is that 
their own personal reputation is in the 
hands of their staff. They should con- 
centrate on seeing that their staff are a 
credit to them, for that is the yardstick 
by which they and the Corporation will 
be judged. This same policy applies to 
all of the Corporation's staff, from the 
chairman down. 


ctures on the Cor- 
poration’s history and 
scope of operations are 
given to staff who make 
comact with the public. 
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PENSIONS FOR ALL 


HE Montague Burton-Jackson the 

Tailor group of companies have 
introduced a non-contributory pension 
scheme for their factory workers. It is 
based entirely on length of service. 

All full-time employees are eligible 
to join the scheme provided they have 
served the company for at least 12 
months and have reached a certain age. 
For men the qualifying age is 21; for 
women, 30. Pensions are normally 
paid at 65 in the case of men and 60 in 
the case of women. 

Individual pensions are calculated at 
the rate of Is. a week for each of the 
first ten years of reckonable service, 
and Is. 6d. a week for each additional 
year. A man who joins the scheme at 
21 and retires at 65 gets £3 Is. a week; 
a woman who joins at 30 and retires at 
60 gets £2. 

The scheme is retrospective. From 
their own funds the companies are 
providing for benefits in respect of 
past service at two-thirds of the 
standard rate of pension. 

Special provisions allow for early or 
late retirements, for the payment of a 
lump sum if a pensioner dies within 
five years of retiring, and for the 
surrender of part of a pension to pro- 
vide a widow’s annuity. All pensions 
are additional to those payable under 
the National Insurance Acts. 

The new scheme supplements a con- 
tributory staff superannuation scheme 
which has been running for many 
years. 


OTHER MAN’S JOB 


Max production workers hold 
the view that a salesman’s life is 
easy. An American firm of office 
equipment manufacturers recently tried 
out an ingenious method of dispelling 
this idea. 

Three men from production depart- 
ments—a screw machine operator, a 
milling machine operator, and an 
assembly worker—spent a day with 
their opposite numbers from one of 
the tranch sales offices. Later, they 
reported their experiences to all 
workers in the company’s four fac- 
tories. 

One of them declared: “The sales- 
man has to expend a lot more effort 
than we do. . . Our pay check remains 
the same if we put forth the same 
effort each week. The salesman makes 
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his calls daily, but getting an order 
may take months.” 

The salesmen also felt that they had 
gained considerably from seeing the 
factory worker's reactions to the end 
use of products which he had helped 
to make. Consensus of opinion was 
that the exchange of viewpoints had 
an extremely good effect on company 
solidarity. 


HOW TO RECRUIT 

N artic'e on page 98 of this issue 

describes how Brook’s Dye Works, 
Bristol, train young women operators. 
When the company established their 
unusually broad training scheme about 
five years ago, they regarded it 
primarily as a recruiting-aid. But 
such tactics, they found, were not 
enough to solve completely their 
labour problems. 

Most of the local girls were attracted 
by more glamorous-sounding jobs. 
How could Brook's convince potential 
recruits that the modern laundry was a 
far cry from the steam-filled “sweat- 
shop” of the past? 

One solution came, ingeniously. in 
the form of a strip cartoon which 
appeared daily for three months in a 
local evening paper. Following the 
progress of Chris Gale, a fictional 
‘teenager who joined the company and 
eventually became a manageress, it 
showed all activities covered by the 
theoretical and practical training pro- 
grammes. 

The strips were produced by a com- 
mercial art studio. To ensure authen- 
ticity in all details, more than 300 
photographs were taken in the works 
and sent to the artists. Each batch of 
“roughs” were carefully vetted by the 
company. Any chance of the cartoon 
character being identified with actual 
persons was avoided ; technical errors 
in depicting plant and processes were 
corrected. Altogether, more than 200 
drawings were used, making 70 instal- 
ments. 


The serial combined a human- 
interest story with more technical 
episodes showing, through the trainee’s 
eyes, the company’s operations and 
services. In this way some of the 
“propaganda” was also aimed at 
customers. Emphasis was placed on 
promotion opportunities; two instal- 
ments, in fact, depicted the Outward 
Bound character-training courses which 
(as described in the July 1955, issue of 
Business, page 117) the company use 
as a means of developing potential 
supervisors and manageresses. 

The response was good—-so good, in 
fact, that the management decided 
that the strips should be reproduced in 
a more permanent form. They are 
now incorporated in a book which, 
the company find, provides an invalu- 
able method of giving youngsters a 
clear idea of what working for Brook's 
really involves. Copies are circulated 
to schools, youth clubs, etc., and are 
also available on request at any of the 
company’s 53 branches. 


ROADSHOW PUBLICITY 


te show their new film Under Your 
Bonnet to as many motor traders as 
possible, Chloride Batteries Ltd. have 
formed a mobile film unit. Two Bed- 
ford vans have been adapted to carry 
technical and publicity displays in 
addition to the projection equipment. 

The seven-man unit includes a busi- 
ness manager, a specially-trained sales 
representative (who addresses the 
audience at each performance), a mem- 
ber of the company’s engineering staff, 
and four operators. 

In collaboration with Exide service 
agents, the company are arranging 
performances at various centres on 
three evenings a week. The agents are 
responsible for issuing invitations to 
traders in their areas. 

Typical programme starts at 7.15 
p.m. Guests inspect the displays, and 
the agent introduces the Exide area 
sales manager, who outlines the 
evening's activities. After the film has 
been shown, the sales representative in 
the team gives a talk and inaugurates a 
general discussion. The remainder of 











The cartoons helped to solve a company’s recruiting problems (see this page) 
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Employees’ suggestions are judged by the joint production committee at Kelvin 


and Hughes’ Barkingside factory. 


Here Stanley Bracken, instrument maker, 


receives the 1955 Star Award for the year’s best suggestion from F. W. Bates, 
works director. 


the evening is devoted to social 
activities. 

In addition to explaining how Exide 
batteries are made, the film shows the 
products in use in various countries, 
and emphasizes the world-wide nature 
of the company’s after-sales service. 


ENCOURAGING IDEAS 


N instrument maker at Kelvin and 

Hughes’ Barkingside, Essex, fac- 
tory has won the 1955 “star award” of 
£25 for the year’s best production sug- 
gestion. He invented a simple but 
highly ingenious hand-tool which en- 
ables screened electrical cable to be 
stripped in about one-sixth of the time 
taken before. An application is being 
made for a provisional patent to cover 
it. 

Already the suggestion has earned 
this employee—34-year-old Stanley 
Bracken—a total of £32 10s. in com- 
pany awards. It may continue to earn 
“bonuses” if it is adopted by the other 
factories in the Kelvin and Hughes 
group. 

The “star award” system is a notable 
feature of the down-to-earth sugges- 
tions schemes which their three fac- 
tories have been running successfully 
for a number of year. 

Employees’ suggestions, submitted 
on special forms obtainable from “shop 
clerks,” are considered at monthly 
intervals. After they have passed 
through the personnel department, the 
time and motion study department 
(where they are vetted for practic- 
ability), and the drawing office (if tools 
or fixtures have to be designed), the 
Suggestions are judged by a technical 
sub-committee. 

This is composed of five people: the 
works manager, the personnel mana- 
ger, the chief draughtsman and two 
employees’ representatives. The sub- 


committee makes recommendations to 
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the main committee, which authorizes 
immediate payments of between 30s. 
and 40s. for approved suggestions. 

Three months later each approved 
suggestion is reconsidered to see how 
(or whether) it has worked in practice. 
If it has given good results, an addit- 
ional payment of £5 is made. On its 
Own initiative, the joint production 
committee occasionally makes pay- 
ments of less than 30s. for promising 
but undeveloped ideas ; these reward 
the “thought involved”. 

The best suggestion of every month 
gets an additional award of £1, and of 
course is considered for the year's 
“star award.” All suggestions, whether 
or not they succeed on their home 
ground, are sent for consideration by 
the joint production committees at the 
other factories. 


ELECTRONIC PAYROLL 


HE first Elliott 405 unit-construc- 

tion business computing system is 
in the final testing stages at the com- 
pany’s computing division at Bore- 
hamwood. It is planned to use this 
machine for calculating the weekly 
wages and printing the payroll of the 
entire weekly staff of Elliott Bros., 
beginning early this year. 

Each week the computer will be 
fed with information on the cumu- 
lative wages and tax for each employee 
from the previous week's calculations, 
together with static data such as 
pension fund deductions, tax code, 
and national insurance. After insert- 
ing tax table information for week 52, 
and hours worked on various job 
numbers for each employee, the 
machine will calculate bonus hours, 
gross wages, tax and net wages. The 
results, with other details, will be 
automatically printed in triplicate on 
continuous stationery, and at the end 
a comprehensive statistical summary 


will be produced, including a stamp 
and coinage analysis. 

The wages and payroll calculation 
will occupy the computer for only a 
small proportion of its time; the 
remainder will be spent in the checking 
of new programmes and demonstra- 
tions of other data-processing work 
A study is being made of the ways in 
which it can be used for production 
planning, including raw material and 
stock control and machine loading. 

The 405 is a_ unit-construction 
system : a variety of optional units 
can be built around a “systems centre” 
resembling the company’s 402 com- 
puter. 

Among the units which are already 
available is a punched-card reader 
capable of handling standard 80- 
column cards at speeds of up to 600 
a minute, six times the figure quoted 
on page 84 of the November, 1955, 
issue of Business. Other input/output 
and storage units involve the use of 
punched tape, magnetic tape and 
magnetic film. 


Reviews in Brief 


THE DIRECTORS’ DIARY 1956 (Newman 
Neame) 35s. standard, 63s. de luxe. Specially 
redesigned to incorporate suggestions re 
ceived after a questionnaire had been sent to 
more than 1,000 users of the 1955 diary 
Planned in consultation with the Institute of 
Directors 

THIS IS INDUSTRIAL PARTNERSHIP by 
Hatrorp Reppisu (Staples) 2s. A pamphiet 
describing the Rugby Portland Cement 
scheme for employee-shareholding 

THE PROFIT-SHARING SCHEME OF 
IMPERIAL CHEMICAL INDUSTRIES 
LTD Available from I.C.1., Millbank, 
S.W.1., to company executives contemplating 
Starting similar schemes 

ORAL COMMUNICATION IN BUSINESS 
by D. C. Puituirs (McGraw-Hill) 25s. An 
American text by the head of the Speech and 
Drama Department, University of Connec- 
ticut, giving guidance on speech-making, 
handling a conference, sales presentation, 
etc. Somewhat theoretical 

“TAXATION” MANUAL by Rownaip 
Straptes (Taxation Publishing Co.) 25s 
Eighth edition of a standard guide to the law 
and practice on income tax and surtax 

SPEAKER’S HANDBOOK OF EPIGRAMS 
AND WITTICISMS by H. V. ProcHNnow 
(Thomas, 111 Buchanan St., Blackpool!) 36s 
Classified by subject, in alphabetical order 

MAKING YOUR SALES MEETING SELI 
by E. J. HeGarty (McGraw-Hill) 30s. Very 
practical—includes a list of over 200 ideas 
for stunts and gags 

HOW I MULTIPLIED MY INCOME AND 
HAPPINESS IN SELLING by F. Berrcer 
(Windmill Press, Kingswood, Surrey) is 
A very personal style of writing about actual 
experiences 

HOW TO LIVE 365 DAYS A YEAR by J. A 
SCHINDLER, M.D. (Thomas, 111 Buchanan 
St., Blackpool) 21s. An easy-to-read Ameri 
can book of “simple-to-give-but harder-to- 
follow” advice 

CANTEENS IN THE US.A.—No. 1 by 
WINIFRED MCCULLOUGH (Industrial Welfare 
Society Inc.) 3s. This is the first of three 
booklets describing the author’s observations 
during a ten-week tour of inspection which 
took in SO American industrial cafeterias and 
three universities where catering is taught 
In 21 pages it deals succinctly and infor- 
matively with policies, premises and equip- 
ment 
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The transformer tester at the National Physical 
Laboratory, 


Teddington 


SCIENTIFIC 
RESEARCH 


What it Can Do 


By ALAN WHITEHEAD 


HERE are today many ways in 
which science can be—and is 


being—of invaluable use to in- 
dustry. Before the first world war 
scieniific research and industrial man- 
agement for the most part went their 
separate ways—in this country at 
least. Two major wars, however, have 
helped to demonstrate that it does not 
pay to neglect research. Moreover, 
this has been borne out by the success 
of other countries. In particular it was 
the loss of valuable markets to Germ- 
any in the early part of this century 
that awakened British industrialists to 
the realization that something had to 
be done about scientific research. Now 
there are relatively few industries 
which do not owe some benefits to 
research. 

The layman's idea of research is still 
largely a picture of a laboratory in 
which white-coated “boffins” peer 
down microscopes and discover things 
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for Industry 


that have only a remote bearing on 
everyday life. But the picture is un- 
typical. Scientists often take time—a 
seemingly indefinite time—over their 
experiments and deliberations, but the 
practical value of their work is no less 
real for that. They can offer prospects 
not only of new processes and prod- 
ucts and better ways of approaching 
tasks, but can actually show where 
money can be saved. A manufacturer 
may, for instance, suspect that certain 
manufacturing conditions are adversely 
affecting his products. To improve the 
conditions will very likely involve con- 
siderable expense. But it may be 
possible to simulate the conditions in 
a laboratory, on a small scale, and the 
results of tests might indicate, at relat- 
ively: little cost, whether, in fact, the 
measures proposed to improve the 
manufacturing conditions would be 
worthwhile. 

A company may obtain the benefits 





industrialists can no longer regard 





scientific research as being in an “‘ivory 





tower,’’ dabbling only in theories. Re- 
search not only indicates ways in which 
products and processes can be improved, 


but can actually save money for industry 


Some of the sources from which industry 





can obtain scientific information are 





this article, with a brief 


outlined in 


account of some forms of research at 


present being carried out 


of scientific research from various 
sources, among the chief being: 

1—Its own research laboratory. 

2—-Government-sponsored research 
facilities. 

3— Industrial research associations. 

It is proposed to indicate in this and 
a subsequent article the type of help 
which may be obtained from each of 
these three sources. 


Company Research 





Case History. The General Electric Co. 
Ltd. have extensive research facilities 
in their laboratories at Wembley. The 
company manufacture a wide range of 
electrical and electronic products, and 
the laboratories comprise a number of 
units, each. responsible for research 
into a particular field of the company’s 
activities. 

One group, for instance, conducts 
research on cathode ray tubes. In 
recent years this type of research has 
been intensified by many firms. There 
is strong competition to reduce cosis 
of manufacture and to improve the 
quality of the tubes. The larger tele- 
vision screens now available make it 
particularly important that cathode ray 
tubes should be free from any defects, 
and maintain brightness and picture 
quality. 

G.E.C. have recently extended their 
facilities for this type of research, so 
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At the laboratories of the General Electric Co. research is con- 
ducted into the process of “screening” cathode ray tubes 


Wherever new or serious screen defects are found, the cathode-ray 
tube is dismantled and the screen examined from the inside—the 
side which will be bombarded with electrons when the tube is in 
operation. The facilities available for such an examination 
and electron microscop) 


include chemistry, X-ray diffraction 





that the laboratories are now able to 
accommodate a greater number of 
experimental batches—as required with 
the larger screens. 

Research on cathode ray tubes at 
G.E.C. is divided between three lab- 
oratories. Each concentrates on a 
particular function in the processing of 
tubes. One is the screening process, 
which involves coating the tube with 
the materials necessary for fluor- 
escence. 

In the screening research laboratory, 
as elsewhere, the work is divided into 
two categories: 
1—Fundamental research work 
which may take several years to show 
results. 
2—Short-term research—dealing with 
the factory’s everyday problems 

Five science graduates are employed 
in the screening laboratory, together 
with assistants and engineering per- 
sonnel. A lot of their work is con- 
cerned with trying to find new methods 
of production, to improve the quality 
of the product and lower costs. 

The development of a new manufact- 
uring technique generally involves two 
major studies: (a) the technique itself 
and (b) the materials used. To indicate 
the type of research work done, it is 
proposed to describe the preparation 
of a fluorescent screen. The work is 
done in two stages, known as filming 
and screening, respectively. In the 
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former, fluorescent powder is allowed 
to settle on the inside of the glass bulb 
through a cushioning liquid. All excess 
liquid is then allowed to drain off by 
decanting. Because the phosphorous 
screen at this stage has a granular 
structure it is necessary to bridge the 
gaps by covering the powder itself 
with a thin skin of foil before the 
reflecting aluminium coating is applied 
by evaporation. Hence the name 
“filming’’—the applying of a thin film 
of an organic liquid so that it covers 
the phosphorous. And this may be 
applied in a number of ways. 


‘Filming’ Process 

For example, the irregularities in 
the screen structure of the phosphor- 
ous can be filled with water which is 
then frozen. A solution of the film- 
forming material in a volatile solvent 
is then made to flow over it and the 
solvent removed by evaporation. After 
the film has completely solidified, the 
temperature is raised, the ice melted 
and the resulting water dried out of the 
screen by evaporation. 

Alternatively, in the flow-filming 
method, after filling in the structure of 
the phosphorous screen with water, a 
solution of the film-forming substance 
can be allowed to flow over it. The 
film is then dried out as previously. 
In yet another method—the flotation 











process—the film is formed on the 
surface of a water pool covering a 
screen. This is achieved by dropping 
a small quantity of a solution of the 
film-forming material in a_ volatile 
water-insoluble solvent on the surface 
of the water, and allowing it to spread. 
When the film is set, the water is 
siphoned off or decanted away and the 
film thereby deposited on the screen 
Any residual water held in the screen 
can then be removed by evaporation 
through the film. 

Experimental work on both the flow- 
filming and the  flotation-filming 
processes is in progress at the present 
time. In both cases the delicate nature 
of the operations involved means that 
the maximum possible degree of mech- 
anization is required to give the 
optimum yield of perfectly screened 
tubes. One example of automatic 
operation is the development of an 
automatic pipette for use in the flota- 
tion-filming process. This equipment 
delivers an accurately measured quant- 
ity of the lacquer, which will then 
spread to form a film. (Such research 
is a long way removed from electrical 
engineering, or even electronic engin- 
eering, the two product fields of the 
company, but it is none the less 
necessary if products are to be 
improved.) 

Experiments are also being con- 
ducted to determine what effect 
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atmospheric conditions have on the 
production of cathode ray tubes. It 
was not known previously exactly 
what effect such thing, as excessive 
humidity had on the tubes under 
manufacture. To be on the safe side, 
the company could have installed 
humidity-control apparatus in the 
factory and watched results. But such 
a large-scale experiment would have 
been very expensive. it was much 
cheaper to build an experimental 
conditioned chamber in the laborator- 
ies and simulate production under 
varying atmospheric conditions. 

In these experiments, now being 
conducted, the effects of temperature 
and air pollution will also be measured. 
If the experiments show that air- 
conditioning equipment is unnecessary 
the company will be saved considerable 
expense. This is one example of how 
research can save money. 

As suggested earlier, the quality of 
raw materials used in their manufact- 
ure is one of the many factors affecting 
the performance of TV tubes. When 
there is a tendency for the quality of 
materials to change, almost impercept- 
ibly, the final product may easily be 
reduced to a lower standard, for no 
obvious reason. 

The laboratory have therefore at- 
tempted large-scale experiements in 
which they deliberately cause such 
tendencies to occur, a note being taken 
of what happens. One such experi- 
ment involved 450 tubes. There are 
about a dozen major processes in the 
manufacture of the cathode ray 
screen. If each process gives only one 
per cent faults, the cumulative total 
will be high. 

In carrying out these exper.ments 
the laboratory makes use of statistical 
quality control methods to indicate 
which tendencies are responsible for 
certain faults in the finished article. 
To do this, charts are kept for each 
experiment. The charts indicate by a 
succession of dots when a certain 
process is “going out of control” 
that is, when it is about to exceed the 
tolerance which has been specified for 
a process. The specification is indicated 
on the chart by control lines. (Applic- 
ations of statistical quality control 
were described in the October, 1955, 
issue of Business, P. 109.) 

There is a liaison officer at Wembley 
whose task is to act as a link between 
the factory and the laboratory. He 
studies factory problems which might 


One important function of the D.S.1.R. 
is to operate or help finance industrial 
research associations. Measuring the 
shrinkage of concrete at the Building 
Research Station 


JANUARY, 1956 


be helped by research. Each month 
the heads of the research laboratory 
meet their opposite numbers on the 
factory floor (works manager and his 
assistants). The works representatives 
present their problems and the research 
staff suggest where they can be of 
assistance. 

There is no clear-cut line between 
fundamental and short-term research. 
Sometimes research on a factory prob- 
lem leads to a discovery which may 
have far-reaching effects. On the other 
hand, fundamental research may bring 
to light a method of meeting an every- 
day problem. 


Government Facilities 


D.S.LR. Not every company, of 
course, can afford or justify their own 
research department. This does not 
mean that they must be cut off from 
scientific development. The Depart- 
ment of Scientific and Industrial Re- 
search can be of help to even the 
smallest firm. Its objects are to pro- 
mote and organize research with a view 
especially to its application in trade 
and industry. 

The history of the D.S.LR. goes 
back to the first world war, when it 
was formed to aid war production and 








to prepare industry at large for peace- 
time conditions, especially the con- 
ditions it would have to contend with 
in competing against other countries. 
Like the B.B.C., it is not under the 
day-to-day control of any ministry. 
To control policy, the President of the 
Board of Trade appoints an advisory 
council, with members chosen from 
industry, the scientific professions and 
the trade unions. 

Its research is largely carried out by 
14 research stations, which cater for 
the needs of certain industries and 
activities not provided for on any 
large scale elsewhere. These range 
from building to geological survey, 
from pest infestation to water pollu- 
tion. 

Not all the work of D.S.LR. is 
concerned with actual research. For 
many of the problems with which it is 
presented by industry, there are 
already known solutions, and the 
Department acts as a disseminator of 
information. Another of its functions 
is to encourage students by direct 
grants, and to provide finance for the 
development of ideas originating from 
universities and other bodies. 

One of the most important activities 
of the D.S.1.R. is to support various 
industrial research associations—of 
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The electron microscope being used 
for the examination of cotton fabrics 


which there are over 40 in this country. 
The idea of industrial research asso- 
ciations is practically unique to Britain. 
Their purpose is to make available 
research facilities to the smaller comp- 
any which could not otherwise afford 
them. They have only one major dis- 
advantage for the smaller firm—the 
information is also available to com- 
petitors. 

If say, 12 companies in a particular 
industry approached D.S.1L.R. with a 
view to forming a research association 
where none existed, the department 
would ask the companies to contribute 
a certain sum of money. D.S.LR. 
would then, generally, give one pound 
for each pound up to £5,000, and after 
that ten shillings for each pound. But 
although D.S.1.R. helps the research 
associations financially, it does not 
have any direct control over how they 
are run (except to review their grants 
every five years). They are controlled 
by councils representing employers, the 
unions and the D.S.I.R. There is, of 
course, an interchange of ideas and 
information between D.S.1I.R. and the 
research associations, and among the 
associations themselves. 

The work of a particular research 
association will be described in a 
subsequent article. At this point, 
however, mention will be made of how 
one of the research associations—the 
Lace Research Association—was of 
great assistance to its particular in- 
dustry. 
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For many years the lace-making 
industry had been faced with a prob- 
lem concerning the lubricant used on 
lace-making machines. As this lubric- 
ant came into contact with the lace 
itself, it was impossible to use oil, 
because that would have stained the 
lace. So graphite had been used. This, 
however, was not really satisfactory 
because although it did not perman- 
ently stain the lace, it did soil it. Also, 
the graphite found its way on to the 
hands and clothing of the machine 
operators, and so lace-making was 
regarded by workers as a “dirty job.” 
Consequently people were not anxious 
to enter the industry, and the manu- 
facturers had a serious recruiting 
problem. An intensive research pro- 
ject was carried out by the research 
association, and it took about three 
years to find an answer to the prob- 
lem. A new lubricant was evolved 
which was efficient and yet did not 
spoil the material. Working conditions 
are now better in the industry, and 
this has had a favourable effect on 
recruitment. 

The research associations do not, 
as a rule, duplicate work which is 
carried out by the research stations of 
the D.S.1.R. In fact the latter are 
specifically intended to cater for needs 
otherwise not covered. For example, 
the hydraulics research station was 
started because Britain was losing 
contracts for dams and other civil 
engineering projects to other countries. 





Any firm can go on the mailing 
list of the D.S.1.R. Documen- 
tation Unit. 

See this Page 





The work of the D.S.L.R. and its 
stations is controlled and co-ordinated 
by the headquarters in London. Here, 
too, there is an intelligence division 
which runs a technical library—open 
to the public—and employs a number 
of scientists. They keep in touch with 
all scientific progress which may have 
an industrial bearing, not only in this 
country but throughout most civilised 
countries. They also study industrial 
problems, and try to find out what 
research is necessary, or, on the other 
hand, what facilities for research 
should be provided. 

Part of the intelligence division is 
the technical information and docu- 
mentation unit, known as T.1.D.U. 
As the name implies, this provides two 
services to industry—documentation 
and technical information. 

The documentation work consists of 
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preparing reports and digests for the 
“customers.” There are about 1,600 
of these on the books—a representative 
cross-section of industry, including 
companies, research associations and 
other bodies. The unit prepares what 
are known as United Kingdom Tech- 
nical Digests. These are brief sum- 
maries of technical articles and reports 
which have appeared in scientific and 
technical journals and other sources, 
in the U.K. The form of publication 
is a stereotyped sheet, sometimes 
including illustrations of the process 
concerned. 

Technical digests are also taken 
from continental sources, being ob- 
tained with the co-operation of the 
European Productivity Agency in 
Paris. Also, there is a series of un- 
published reports, data for which 
comes from a variety of sources, 
among them the research reports cir- 
culated by the United States Govern- 
ment, which are not available easily 
to most British companies. 

Any firm can go on the mailing list 
of the documentation unit. They 
merely have to complete a form stating 
in what subjects they are most in- 
terested. 

The other part of the unit provides 
answers to technical queries which 
come into the office by letter and 
telephone. D.S.I.R. goes to great 
lengths to obtain answers to some 
enquiries, though the majority are not 
too difficult to answer. There are the 
research stations and associations to 
fall back on for information, apart 
from various publications and other 
sources of reference. If, however, no 
answer can be found, the question is 
published in a booklet, Unanswered 
Questions, which the D.S.1.R. pub- 
lishes each month and circulates to a 
great number of organizations. Often 
readers of this can provide the answer. 

T.1.D.U. was actually formed in 
1947 to disseminate published and 
unpublished reports on German in- 
dustry. A great deal of use is still 
being made by British industry of this 
German material. It was not until 
1951 that T.I1.D.U. became part of the 
intelligence division of D.S.1I.R. and 
subsequently the unit widened its 
field to include other types of reports 
of British and foreign origin. In 1949 
a scheme was launched to make known 
the contents of Russian publications 
and to make available translations of 
articles contained in them. If a 
translation of an article is commis- 
sioned by two firms or individuals, 
D.S.1.R. will pay one-third of the 
translation cost—which is higher for 
Russian than most languages. 
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This, the third article in the series on business statistics and market research, 


outlines some of the finer research techniques used in planning a sales campaign. 


A case history is also presented of the export campaign for Ribena. 





Market 


Research 


And Advertising 


HOW THE COMPLETE SALES CAMPAIGN IS BUILT UP 


N ARTICLE in the August issue 
Ae Business (Page 72) described 

the statistics available to help 
businessmen assess overall market 
trends. This was followed by an article 
in the October issue (page 89) describ- 
ing the facilities available and the tech- 
niques being used for market research 
in a particular product. It is now pro- 
posed to describe how market research 
is tied up with the other aspects of a 
sales campaign, and this will be done 
by describing the work of the special 
market research departments within 
the larger advertising agencies. 


Two Types of Research. These depart- 
ments are really engaged on two types 
of research. First, there is that relating 
to the products which their clients are 
selling, and second, there is research 
into the effectiveness of the advertise- 
ments they are designing and publish- 
ing for their clients. But more than 
half of the research work is concerned 
with the products themselves. 

The modern advertising agency 
finds it necessary to come into every 
aspect of the selling of its clients’ 
goods, and not consider solely advert- 
ising matters. All aspects of the selling 
of a product must be carefully co- 
ordinated. For example, it is wasteful 
to place a series of advertisements in 
the national press if it has not previ- 
ously been arranged for retailers to 
stock up with the goods being advert- 
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ised, so that when the advertisements 
appear, consumers may buy. The 
process of persuading the retailers to 
stock up may involve a previous pro- 
gramme of advertising in the trade 
press, it may involve preparation of 
display material, and a persistent series 
of calls on retailers by the company’s 
sales representatives. 

There are a great number of methods 
of testing the effectiveness of advertise- 
ments, and work in this field is still 
developing. It is possible, for example, 
to show a number of selected people 
two different advertisements for the 
same product and ask them which they 
remember the more easily. They may 
be asked which is more credible, or 
which, in subsequent conversation with 
a friend, they would be more likely to 
quote. Also four different advertise- 
ments may be put in the same news- 
paper under similar conditions to see 
which has the greatest “pulling power.” 
When a new and costly campaign for 
advertising and selling a product is 
launched, it is particularly advisable 
to pre-test the advertisements for 
effectiveness. 

When an advertising agency take on 
a campaign for a client, their market 
research department may handle their 
entire research relating to the product, 


if the number of interviews involved is 
likely to be no more than 509 or 600. 
But if a larger enquiry is involved, they 
will probably do the planning them- 
selves, then engage one of the market 
research companies to do the actual 
field enquiries and tabulation of 
results. The agency will then write a 
report interpreting these results. 

When a market research programme 
is put up to a client by an advertising 
agency, it is sometimes possible to 
suggest two or three alternative pro- 
grammes, on different scales, with an 
explanation of the advantages or dis- 
advantages of each. Thus the client is 
in a position to choose, according to 
his financial circumstances, the scale 
of enquiry which he prefers. 


Order of Working. When an agency 
takes on the launching of a product or 
undertakes a new campaign for an 
existing product, their first consider- 
ation must, of course, be a study of the 
overall trends of the market. Such 
matters as hire purchase restrictions, 
the level of building activity, changes 
in purchasing power and habits be- 
tween different classes of homes—these 
must all be taken into account before 
the campaign gets under way. And 
the advertising agency may request the 
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client to subscribe to one of the market 
research organizations mentioned in 


the October article, who provide 
household, personal and retail panel 
surveys. This will enable the agency 
to study in detail the existing state of 
competition in the chosen field. 

If the client has his own market 
research department, in which there is 
very likely a high degree of specialized 
knowledge of the firm's products and 
of the customers, then it will be neces- 
sary to co-ordinate the work of the 
agency and this department, so that 
they can help each other with statistics 
and advice. For example, the “inside” 
department may analyse the company’s 
sales figures. If there is no inside 
market research department, then the 
agency will almost certainly want an 
analysis made of sales figures. 

There may also be outside sources of 
information of value to the agency in 
making a survey—such as the censuses 
of production and distribution. Fin- 
ally, the agency may prepare, in co- 
operation with the client’s sales 
department, a questionnaire for specific 
enquiry concerning the likes and dis- 
likes of consumers or retailers, and 
their views of particular products. 


More Personal Research. In recent 
years there has been a considerable 
development of other, more personal 
types of market research. They may 
involve nothing more than having the 
help of a panel of reliable people who 
have co-operated in the past by giving 
their views on products, and are known 
to respond readily if sent a further 
request for their opinions. 
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The export campaign included redesigning the 
bottle labels so that the medicinal properties of 
Ribena were highlighted. Also a greaseproof 
wrap was provided to protect the bottles against 





The people on the panel will gener- 
ally be classified, so that at short notice 
it is possible to extract the cards of all 
those over a certain age, all those with 
young families, and so on. Thus the 
agency can send out a letter to a 
chosen section of the panel and get 
quite a quick response on any one 
topic. 

Another form of more personal 
research involves bringing groups of 
people, such as housewives, into the 
agency to discuss a product and its 
competitors, over a cup of tea. This 
can only be done on a small scale, and 
therefore no reliable statistical results 
can be obtained from it. But the dis- 
cussion may provide valuable leads, 
which can form the starting point for 
further research. And if the discussion 
is carefully organized and recorded, 
then analysed, it is possible not only to 
pick out what people said but also to 
take note of what they did not say. 


Attitude Research. Another recent 
development lies in the field of “‘atti- 
tude research.” This concerns what 
might be called the “why” question. 
Whereas most early research was con- 
cerned with facts, such as who bought 
the products and what type of people 
they were, lately there has been a 
considerable development of enquiries 
into why people buy certain products 
and what are their basic preferences. 
Sometimes the answers are relatively 
simple. For example, if a housewife is 
asked why she bought a certain type of 
gas stove, the answer may merely 
involve a matter of size, or the number 
of hot plates. But with some products, 


the psychological reasons why the 
purchases were made, may be far more 
complex. This is particularly so with 
articles in personal use. Thus, what is 
known as the “depth” interview has 
been developed. This is not just a 
short interview at the door-step for 10 
or 15 minutes, when a few factual 
questions are answered. It involves at 
least half-an-hour of more searching 
enquiry by a specially trained inter- 
viewer—often a psychologist. But 
when the motives of purchase have 
been established by interviewing per- 
haps 30, 60 or 90 people, it is then 
necessary to verify the reasons given 
by taking a normal enquiry sample, 
and asking say five questions all 
aimed obliquely at the same point, to 
see whether the attitudes of the smaller 
sample are typical. 


Media Research. The work of an ad- 
vertising agency also involves media 
research—that is research into the 
readership and pulling power of 
various newspapers, journals, etc. The 
Hulton and L.P.A. readership surveys 
give not only the circulation of news- 
papers and magazines, but also the 
number of people in the average family 
who read these papers and magazines, 
and an analysis by region, sex, income 
class, etc. Enquiry into advertising 
media is a full-time job for graduates 
in statistics. 

This type of work is absolutely 
essential if the agency is to ensure that 
their clients’ advertisements are placed 
in the most forceful and profitable 
media. A new development in this 
same field is audience research, which 
has become of great importance with 
the commencement of commercial 
television broadcasting. 

In the eyes of the public, good ad- 
vertising involves mainly the employ- 
ment of highly skilled visualizers, 
artists and copy-writers who are 
capable of making a strong and 
impelling impression on the potential 
buyers of the goods advertised. 

This is certainly true, but the part 
played by market research in advertis- 
ing is also worthy of emphasis. For 
the visualizers, artists and copy-writers 
cannot do a successful job unless they 
are given a really factual briefing on 
the nature of the products being ad- 
vertised, and the type of people to 
whom it is intended to appeal. 
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Advertising was initially addressed 
only to doctors, and the product made 
available only through chemists. Dis- 
play cards were therefore given a 
medical slant 





Case History 
illustrate problems tackled by an 
advertising agency, we propose to 
describe the launching of the export 
marketing programme for Ribena, be- 
ginning in 1952. Prior to 1952, the 
export of this product was limited to 
small direct shipments from Britain to 
the Dominions and Colonies. 

There were two reasons for wishing 
to embark on a major export marketing 
campaign. Firstly, it was very desirable 
to broaden the base of the business of 
the producers, H. W. Carter and Co. 
Ltd., and secondly, it was thought 
advisable to take advantage of the 
favourable sugar allocation given to 
exporters by the Government during 
the time of rationing. Ribena is made 
from blackcurrants sweetened with 
cane sugar. It has a high vitamin C 
content, and is recognized by the 
medical profession as having consider- 
able therapeutic value. 

The existing export department of 
H. W. Carter was too small to handle 
the much bigger operation envisaged, 
and accordingly the board called upon 
Colman, Prentis and Varley Export 
Ltd. to advise on and to conduct the 
new venture. 

The agency's first action was to 
second to Carters one of their execu- 
tives as export manager. He was to 
act under a joint committee consisting 
of the board of Carters and certain 
executives of the agency. 

The product was studied and its 
suitability assessed for different world 
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markets. Initially certain markets were 
chosen in which, from past experience, 
it was considered Ribena would be 
most successful. 

The first point to be considered was 
whether the product as it was then 
made and bottled would retain its 
qualities when shipped overseas in 
quantity. 

Its ingredients were judged against 
the medical regulations and climatic 
conditions of each particular market. 

The price of the product was in- 
creased by 334 per cent, to allow a 
gross margin adequate to pay for the 
marketing venture. Although Carters 
feared that this increase in price would 
discourage overseas agents from buy- 
ing, the higher price was in fact 
generally accepted abroad, with only 
minor protests. 

A major decision in marketing policy 
was to make use of Ribena’s back- 
ground as a medical product. So 
important had it been considered 
medicinally during the 1939-1945 war 
that the Ministry of Food had limited 
its sale to expectant and nursing 
mothers. Doctors in Britain were very 
much in favour of the product and it 
was decided that when export market- 
ing began the company would not 
worry too much at first about per- 
suading the public of the value of their 
product. They would concentrate ini- 
tially on making overseas doctors pro- 
Ribena. Overseas doctors would in 
the main not be aware of the back- 
ground of the product in Britain and 
of its connection with the Ministry of 
Food. 

Therefore the first campaign, com- 
mencing January 1953, was aimed 
directly at doctors, and where possible 
distribution of the product was limited 
to pharmacists—it was not sent to 
grocers and cafes. 

The former export label was not 
considered wholly suitable as it did 
not contain sufficient information 
about the medicinal properties of the 
product. A new export label was 
designed, containing the type of infor- 
mation that would appeal to doctors 
and pharmacists. Moreover, the label- 
ling was done in such a way that for a 
bilingual country where, for example, 
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English and another language were 
spoken, the label on the front could 
be in English and a similar label on 
the back in the appropriate foreign 
language. 

A new export carton was designed 
to cut expensive crating charges, with- 
stand breakages, reduce freighting 
costs and ensure correct stacking. 
Because of language difficulties this 
carton was not covered with the usual 
phrases “this side up” and “glass with 
care.” Round the side of the carton 
were drawings of bottles of Ribena. 
Only a completely stupid transport 
labourer could possibly fail to notice 
that the carton contained bottles and 
which way up it should be stacked. 

It was decided that instead of ship- 
ping the bottles overseas in large 
packing cases as formerly, they could 
go straight into the hold of the ship in 
cardboard cartons with just a steel 
band round the carton. Each carton 
contained one dozen bottles. 

Steps were taken to ensure that 
adequate distribution and stock hold- 
ings were available in the selected 
markets. Following the special adver- 
tising in overseas medical journals 
during the first six months of 1953, 
advertisements were produced, aimed 
at the nursing profession and placed in 
selected nursing journals. 

At the same time a special trade 
booklet “Selling Ribena—Information 
for Distributors and Salesmen” was 
produced and widely circulated. In 
some of the selected markets, adver- 
tisements were released in the trade 
(i.e. pharmaceutical) press (e.g. South 
Africa and New Zealand). 

In the latter part of 1953, a series 
of consumer advertisements was pre- 
pared designed to do four things— 
first, to make people aware of the 
value of vitamin C; second, -to stress 
that Ribena is a natural product; 
third, to be in accord with the new 
policy of selling Ribena as a semi- 
ethical product; and fourth, to interest 
the consumer and at the same time 
maintain the goodwill of the medical 
profession. It is no easy matter to 
persuade doctors to recommend a 
product, and at the same time persuade 
the public to buy it. 


Continued on page 142 


The advertising agency installed one of their 
own employees on the company’s premises as 
export controller, and an export committee 
was set up including executives of the com- 
pany and of the agency 


See this page 
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Some laundry jobs require a high measure of skill, 

such as the hand pressing of pleats, while others, 

like the machine finishing of collars are semi- 

automatic. Both types are included in the training 

programme, therefore many of the operators are 
interchangeable 
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a Since the inauguration of their training scheme, 
some five years ago, Brooks’ Dye Works Ltd. 
have been able to look ahead with confidence to 


the years when their supervisors and manageresses 





aid have to be replaced by new blood. For the 
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How to Pick and 


scheme singles out potential management at the 
tender age of 15 or 16, and provides them with 
every facility to make the grade. This article 


describes the steps taken over the past five years Develop Fu ture 


which have resulted in the present set-up. 


Supervisors 


“operative tra‘ning’ have dealt 
with schemes for improving and 
developing the manual dexterity of 
female factory workers on specific 
operations. The training scheme for 
young girls, run by Brooks’ Dye Works 


Provera IS articles in this series on 


By JOHN A. ASH 
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weekly recreational periods; and visits 
to other works in allied industries. 
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dry cleaners in the country, employing 
nearly 400 women. There are more 





over rate was remarkably low. A very 
high percentage of the older workers 
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To help maintain interest in the scheme after trainees have passed the “green” stage, visits to works 


in allied industries are arranged 


at Brooks’ 
young girls 
some Cases. 

But the modern girl was seeking a 
more glamorous-sounding occupation, 
and Brooks’ found that replacements 
for their retiring workers were not 
forthcoming. This problem was thor- 
oughly discussed by the management, 
and it was decided to establish an 
operative training scheme for young 
girls. They felt that in addition to 
increasing the firm’s efficiency, it would 
attract enough girls to fill the vacan- 
cies. It was not their aim to lay down 
a strict scheme, but rather to develop 
and augment their existing system, 
until it was 100 per cent acceptable to 
both company and trainees. Above all, 
they wanted to retain the “family 
atmosphere” in the works 

The scheme was launched in a small 
way in 1950. Run in the evening, after 
working hours, it consisted of classes, 
lectures, demonstrations and film 
shows dealing with the technical side of 
laundering. This format was tried for 
two years, but met with only moderate 
success. There was something missing. 
After due consideration it was decided 
to co-relate technical training in the 
evenings with extra training within the 
works. 

Where possible, girls were moved 
round the laundry from job to job, 
until they had a reasonable working 
knowledge of other jobs besides their 
own. After a year an examination was 
held, and the girls who had taken part 
in the training scheme were asked to 
bring in their family’s weekly wash. 
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had joined the firm as 
as long ago as 40 years in 





Each girl was responsible for launder- 
ing this wash from start to finish, thus 
embracing every process in the laundry 
A local celebrity was called in to judge 
the best performance. 

Another development in the scheme 
at this time was the introduction of a 
weekly recreation period. The manage- 
ment considered that this would help 
young girls leaving school to adapt 
themselves to factory life. A former 
public school mistress was employed 
part-time, and the recreation periods 
included instruction in eurhythmics, 
modern ballroom dancing, country 
dancing and netball. 

Again with an eye to the old adage 
“All work and no play makes Jill a 
dull girl,” they also introduced lectures 
of general interest. To help the girls in 
their “growing up” stage they arranged 
for people such as doctors and beauty 
experts to give lectures 


More Incentives 


By 1954, Brooks’ felt that they were 
getting near to a scheme which suited 
them—and more important—the girls. 
But four years’ experience had taught 
them something which was to shape 
the scheme as it is today. They found 
that while some girls thrived on extra 
knowledge, and were revealing them- 
selves as potential supervisors, others 
were taking little or no interest, thus 
making little progress themselves and, 
to a certain extent, holding up the keen 
girls. 

The company felt that more incent- 


for example, a soap factory 


ives were called for, and that promising 
girls should be singled out for special 
training. So they divided the girls into 
three categories 

A. Potential management 

B. Potential supervisors 

C. Average factory operatives 

Group A were the really “bright” 
girls. In addition to comprehensive 
“on-the-job” training, they received 
advanced theoretical training with a 
view to obtaining the City and Guilds 
Diploma of Laundry Technology. The 
company provided text books, paid for 
evening classes at a local technical 
school and (eventually) the examina- 
tion fee 

Group B were intelligent girls who 
showed interest in the scheme. They 
“on-the-job” training plus 
theoretical training. 

Group C were the girls who, the 
management considered, were suitable 
for only one job in the works. These 
were the girls who had shown little or 


received 


no interest in the training scheme 
They received normal “on-the-job” 
training 


i// groups took part in the weekly 
recreational period. 

This method of classifying the girls 
was found to be highly successful. 
With the extra incentive, some of the 
girls from Group B and C worked 
harder and warranted promotion; girls 
from Groups A and B whose interest 
waned had to be demoted. Promotion 
and demotion were facilitated by the 
fact that every job was on an incentive 
bonus—reference to the daily produc- 
tion figures soon revealed whether girls 


99 


= OLS 


zs 





Seay << 


~ 
oe toma 


a 


Seepage rs 


Spite Spine tae wenn eee 







: 
/ 
| 
: 
ul 
i 
| 
iM 
: 
} 
: 
7 
: 
{ 
B 

















Some laundry jobs require a high measure of skill, 

such as the hand pressing of pleats, while others, 

like the machine finishing of collars are semi- 

automatic. Both types are included in the training 

programme, therefore many of the operators are 
interchangeable 
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Since the inauguration of their training scheme, 


some five years ago, Brooks’ Dye Works Ltd. 
have been able to look ahead with confidence to 


the years when their supervisors and manageresses 


have to be replaced by new blood. 
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For the 


scheme singles out potential management at the 


tender age of 15 or 16, and provides them with 


every facility to make the grade. 


describes the steps taken over the past five years 


which have resulted in the present set-up. 


“operative training’ have dealt 

with schemes for improving and 
developing the manual dexterity of 
female factory workers on specific 
operations. The training scheme for 
young girls, run by Brooks’ Dye Works 
Ltd.—a large laundry and dry cleaners 
in Bristol—is planned on a much 
broader basis. It offers young girls 
leaving school supervised on-the-job 
training in al/ departments of one of 
the works (the laundry is separate from 
the dry cleaning department); courses 
dealing with the theoretical side of 
laundering; the chance to become a 
supervisor, or even a manageress; 
weekly recreational periods; and visits 
to other works in allied industries 
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How to Pick and 


Develop Future 


Supervisors 


By JOHN A. ASH 


In addition to increasing efficiency 
in the works and improving service to 
customers, this all-embracing scheme 
has fostered a great team spirit amongst 
the workers. 

Brooks’, a family business, were 
founded in 1819 as a firm of dyers. 
Since then, due to the family’s far- 
seeing policy, they have steadily de- 
veloped, and today they are one of the 
most modern firms of launderers and 
dry cleaners in the country, employing 
nearly 400 women. There are more 


than 50 branch receiving shops, cover- 
ing a radius round Bristol of 50 miles. 

The company’s interest in a training 
scheme was aroused just over five years 
ago, when an acute shortage of new 
entrants was causing them some con- 
cern. Up to that time, training was 
very much a “get on the best you can 

the others will help you” affair. Not 
that this system had revealed many 
drawbacks in the past. The staff turn- 
over rate was remarkably low. A very 
high percentage of the older workers 
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To help maintain interest in the scheme after trainees have passed the “green” stage, visits to works 


in allied industries are arranged 


at Brooks’ 
young girls 
some cases. 

But the modern girl was seeking a 
more glamorous-sounding occupation, 
and Brooks’ found that replacements 
for their retiring workers were not 
forthcoming. This problem was thor- 
oughiy discussed by the management, 
and it was decided to establish an 
operative training scheme for young 
girls. They felt that in addition to 
increasing the firm’s efficiency, it would 
attract enough girls to fill the vacan- 
cies. It was not their aim to lay down 
a strict scheme, but rather to develop 
and augment their existing system, 
until it was 100 per cent acceptable to 
both company and trainees. Above all, 
they wanted to retain the “family 
atmosphere” in the works 

The scheme was launched in a small 
way in 1950. Run in the evening, after 
working hours, it consisted of classes, 
lectures, demonstrations and film 
shows dealing with the technical side of 
laundering. This format was tried for 
two years, but met with only moderate 
success. There was something missing 
After due consideration it was decided 
to co-relate technical training in the 
evenings with extra training within the 
works. 

Where possible, girls were moved 
round the laundry from job to job, 
until they had a reasonable working 
knowledge of other jobs besides their 
own. After a year an examination was 
held, and the girls who had taken part 
in the training scheme were asked to 
bring in their family’s weekly wash 


had joined the firm as 
as long ago as 40 years in 


JANUARY, 1956 





Each girl was responsible for launder- 
ing this wash from start to finish, thus 
embracing every process in the laundry 
A local celebrity was called in to judge 
the best performance. 

Another development in the scheme 
at this time was the introduction of a 
weekly recreation period. The manage- 
ment considered that this would help 
young girls leaving school to adapt 
themselves to factory life. A former 
public school mistress was employed 
part-time, and the recreation periods 
included instruction in eurhythmics, 
modern ballroom dancing, country 
dancing and netball 

Again with an eye to the old adage 
“All work and no play makes Jill a 
dull girl,” they also introduced lectures 
of general interest. To help the girls in 
their “growing up” stage they arranged 
for people such as doctors and beauty 
experts to give lectures 


More Incentives 


By 1954, Brooks’ felt that they were 
getting near to a scheme which suited 
them—and more important—the girls 
But four years’ experience had taught 
them something which was to shape 
the scheme as it is today. They found 
that while some girls thrived on extra 
knowledge, and were revealing them- 
selves as potential supervisors, others 
were taking little or no interest, thus 
making little progress themselves and, 
to a certain extent, holding up the keen 
girls. 

The company felt that more incent- 


for example, a soap factory 


ives were called for, and that promising 
girls should be singled out for special 
training. So they divided the girls into 
three categories 

A. Potential management 

B. Potential supervisors. 

C. Average factory operatives 

Group A were the really “bright” 
girls. In addition to comprehensive 
“on-the-job” training, they received 
advanced theoretical training with a 
view to obtaining the City and Guilds 
Diploma of Laundry Technology. The 
company provided text books, paid for 
evening classes at a local technical 
school and (eventually) the examina- 
tion fee 

Group B were intelligent girls who 
showed interest in the scheme. They 
received “‘on-the-job” training plus 
theoretical training 

Group C were the girls who, the 
management considered, were suitable 
for only one job in the works. These 
were the girls who had shown little or 
interest.in the training scheme. 
They normal “on-the-job” 
training 

1// groups took part in the weekly 
recreational period 

This method of classifying the girls 
was found to be highly successful. 
With the extra incentive, some of the 
girls from Group B and C worked 
harder and warranted promotion; girls 
from Groups A and B whose interest 
waned had to be demoted. Promotion 
and demotion were facilitated by the 
fact that every job was on an incentive 
bonus—reference to the daily produc- 
tion figures soon revealed whether girls 
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were pulling their weight or not. In 
this respect, a “learner’s allowance”’, 
made at the start of a girl’s training 
period and gradually decreased as the 
training period progressed, enabled 
these comparisons to be made. 

Thus, the foundations of the comp- 
any’s present training scheme were 
laid. After her first month—during 
which she works one week in each of 
the four main departments—the re- 
cruit’s capabilities are discussed by the 
departmental managers and super- 
visors, and she is placed in the appro- 
priate category. She is then attached 
to one department. 

Broadly, there are six departments 
in the laundry and eight in the dry- 
cleaners. The laundry departments are, 
identification and checking; classifica- 
tion; washing, finishing (which is split 
into two sub-departments, the calender 
department and the press department); 
reassembly, and packing. Although a 
fair measure of skill is required in all 
departments it is in the classifying and 
the press departments where most skill 
is required. In the classifying depart- 
ment the laundry has to be divided 
into over twenty classifications for the 
various washing processes (silks, for 
example, are not washed in the same 
way as woollens). Operators must be 
able to recognize the various materials 
by their look and “feel.” And it is 
many years before the operator be- 
comes proficient. 

In the press department, although 
the finishing of shirts, coats, dresses, 
etc. is done by automatic presses, a 
high measure of skill is needed when 
feeding the garments into the presses. 

The dry cleaning factory is split into 
eight similar departments, but it is 
clear from the varying work in the 
laundry alone, that a girl who wishes 
to become a supervisor or manageress 
has much to learn on the practical, as 
well as the theoretical side of launder- 
ing. 

To help to develop the qualities of 
leadership, initiative and self-reliance 
of Group A girls, the company send 
them, after a year’s training, on one 
of the “Outward Bound” training 
courses (described fully in the July 
issue of Bustness). The girls look for- 
ward to going on the course, and it is 
regarded as an honour to be sent. 

In the theoretical training periods, 
great care is taken to ensure that there 
is no “school” atmosphere. The 
classes are not held regularly in one 
place, but are switched from room to 
room each week. During theoretical 
training sessions the girls learn about 
the company’s history and activities 
against the background of the launder- 





In the re-assembly department the work is tiring and exacting, so girls’ interest 
and pride in their work must be kept at a high level to avoid errors 


ing industry as a whole, the company’s 
organizational structure, the wages 
and bonus scheme, etc. An important 
subject is textiles—what they are, how 
to distinguish them and how to deal 
with them. A detailed study is made of 
each process in the laundry. 

The general manager's assistant—a 
qualified launderer—takes the classes, 
and, with the other executives, pre- 
pares the papers for the main examina- 
tions at Spring and Christmas. When 
the girls are nearing their intermediate 
or final examinations for the City and 
Guilds Diploma, they are separated 
and given special coaching. The 
classes, held in work's time, plus even- 
ing study at a local technical school, 
give the girls every chance of success. 
It takes from four to five years’ study 
to pass the Diploma, which must be 
held by girls hoping to be manager- 
esses. 

But what of the gap between when a 
girl has ceased to be a “green”’ trainee, 
and when she becomes a manageress ? 
Here was a problem indeed. Brooks’ 
realized that some incentive must be 
maintained during that period, so they 
established an ““N.C.O.” scale. Girls 
are promoted up the scale, as their 
knowledge—both practical and theor- 
etical—increases. The “ranks” are: 

Leading Operator: These girls wear 

one blue stripe on the collar of their 

overalls, and are responsible for 
looking after one junior trainee. 

Mobile Operator: With two stripes, 

these girls are capable of doing 

several jobs in different departments. 

Junior Leader: A “sergeant,”’ re- 

sponsible for supervising five trained 


operators. 

Senior Leader: A further stripe. She 

helps in the training of junior oper- 

ators and supervises ten trained 
operators. 

Assistant Supervisor: She wears a 

distinctive overall. She has more to 

do with the training of juniors, and 
supervises up to 25 trained operators. 

Assistant Manageress: This post en- 

tails being responsible to senior 

management for helping to run a 

department. 

An important feature of this system, 
is that the girl who works her way up 
the scale is given responsibility gradu- 
ally, thus minimizing the risk of upsets 
on the shop floor. It often happens, in 
some training schemes, that a girl who 
is One moment “one of the crowd,” 
suddenly finds herself in charge of the 
crowd—and, of course, she has some 
difficulty in asserting her authority. 

Visits to other firms in allied in- 
dustries, such as soap works, also help 
to keep interest alive and give girls 
taking their diploma a chance to see 
some of the things that would other- 
wise be merely text-book knowledge. 

That then, is the scheme today. The 
girls shape their own future, and if they 
wish to get on, the company gives them 
every facility and encouragement. 

As well as helping the girls, though, 
the company help themselves. They 
feel that the cost of obtaining highly 
trained girls is money well spent. As 
more than half of the total turnover 
has to be paid out in wages each week, 
efficient running of the works and a 
contented, and therefore stable labour 
force, are essential. 
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IBM. 


INTERNATIONAL 


On your first look at the streamlined, 
attractive, business-like appearance of 
International Superelectric Attendance 
Time Recorders you are prepared for 


their quick and efficient operation 


NO LEVERS OR 
HANDLES TO MOVE! 


@ Instant recording hy the mere insertion of the 
time card—a one handed operation 


@ Registration of time, correctly positioned on the 
time card and checked easily with direct-read time 
numerals on the front of machine 


@ Automatic printing in red of lost time and overtime 
records—visible to the employee and assisting the 
wages department 


@ Bells and hooters can be automatically operated at 
pre-arranged times as close together as one minute 


All electric operation ensuring 
accurate uniform time 


Ask for this booklet | 564 /2 “On Time” 
sent without cost or obligation 
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International Business Machines 


Insert the card—the record's made ! 


this is the 

only 

operation 
necessary 

on the 
INTERNATIONAL 
Superelectric* 
ATTENDANCE 
TIME RECORDER 


International Master Clocks, Superelectric 
Time Recorders, Electric Clocks, Time 
Signalling and Staff Location Equipment, 
the result of a manufacturing experience 
of close on three quarters of a century, 
provide true time co-ordination by Auto- 
matic Supervision in factories, offices and 
public buildings throughout the world. 


KINGDOM LTD 


Formerly INTERNATIONAL TIME RECORDING CO. LTD. 
DIVISIONS 
Time Recording : Ticketograph Electric Typewriters 
Electric Accounting Machines 


8 BERKELEY SQUARE, LONDON, W.1i. 33 MAYfair 2004 


Showrooms and Offices also at Birmingham, Manchester, Leeds and 
FACTORIES: LONDON AND GREENOCK 


Glasgow 


* Trade Mark 
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Twice as fast?... 
at half the cost?... 
and no mistakes ?... 


YES—we are certain of it. 
Every week your Wages Staff 
is engaged in the time-taking 
and complicated processes of P.A.Y.E. 
Form-Filling. This unproductive effort is 
costing you money. How can it be reduced? 
Consider the monumental saving if it could all 
be done in one operation. And that is just what the 
ANSON PAYROLL MACHINE does! Tax-tables, 
deductions, plus the work of Posting to P.9. Tax- 
Cards, Wages Sheets, Pay Statements, Receipts and 
P.35, P.60. Year End Returns are completed 
simultaneously ; transcription errors are eliminated, 
cross-casting is reduced toa minimum. The whole job 
is completed in at least half the time and by one person. 

















And no special training is required to operate the ANSON; 
anyone can learn to use it in a matter of minutes. 
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ANSON ENQUIRY FORM 


22 OOO OOOO OSHS SS SSS SS8 SS SOS eS OS ees OSS eee sees eeawroeosaaeooeaseoans 1 
1 9 5 . | Please send full details of the ANSON Payroll Machine without obligation 


| 
! 
GEORGE ANSON & CO. LTD. COMPANY 
! 
! 
i 





, NAME TITLE 
! 

; Anson House, 58 Southwark Bridge Road ADDRESS 

' 

' 


London, S.E.1. Tel. WATerloo 3746/9 
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At the end of each four-week period an operating 
statement is produced, which records direct 
labour costs and expenses of each department. 
Twenty-three departmental expenses are listed 


Standard Costing Helps to 


Keep Their Prices Down 


By DAVID MIDDLETON 


The installation of a standard costing and budgetary control 
system by Aveling-Barford Ltd., Grantham, has facilitated close 


control of all manufacturing expenses. 


Cost control is parti- 


cularly important in their industry—making capital equipment 


for *‘earth-moving’’—-because competition is very fierce, espec- 


ially in overseas markets. 


HE manufacture of capital goods 
for the “earth-moving industry” 
is a field which, during the last 
few years, has become intensely com- 
petitive. Aveling-Barford Ltd., one of 
the oldest and best-known British com- 
panies in this industry, have since the 
end of the war encountered fierce 
foreign competition, and have reported 
that prices quoted have consequently 
to be extremely keen. 


JANUARY, 1956 


Their German competitors, for 
example, have exploited their lower 
production costs to quote rock-bottom 
prices for such products as road rollers. 

As a result, Aveling-Barford, like 
other British firms, must work on a 
minimum of profit and keep their 
prices as low as possible. This is made 
more difficult because of the fact that 
in this industry the customer expects 
quick delivery, and therefore, products 


must be made for stock in anticipation 
of orders. They cannot afford to be in 
any doubt about the costs of their man- 
ufacturing processes. 

One of the ways in which they have 
controlled costs has been to install a 
standard cost and budgetary control 
system. 

The company make about 20 pro- 
ducts, consisting of road rollers, power 
graders, dumpers, excavators, trench- 
ing machines, small bulldozers and 
other equipment. About 70 per cent 
of the output goes for export. 

The company have two factories, the 
main one at Grantham and a slightly 
smaller one at Newcastle. To give an 
indication of the size of these works, 
the former employs over 1,100 people, 
800 of whom are in the workshops. At 
Newcastle 500 are employed (350 in 
the workshops). The shops at both 
factories have been planned to ensure 
that the movement of parts throughout 
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About 70 per cent of Aveling-Barford’s output 


is exported 


the various processes is kept to a mini- 

mum. Production is continuous. 
They introduced standard costing 

and budgetary control in 1947.  Pre- 


viously, they had operated a form of 


job-costing. This, however, was purely 
“historical’’—the information it pro- 
vided came too late after events had 
occurred for it to be of great use for 
control purposes. The new system, on 
the other hand, gives all necessary data 
within 10 days of the end of each four- 
week accounting period. Apart from 
this rapid availability of results, there 
are other major advantagys: 

i—A wealth of information, not avail- 
able hitherto, is provided 

2— Because of the system, responsibili- 
ties for various costs have been clearly 
defined. It is possible therefore, to 
decide if any individual has exceeded 
the amount allocated to him. 

3—For each of the 13 periods into 
which the year is divided for purposes 
of the system, the amount of work 
which must be completed, and the con- 
sequent results, are known. 

The new system was installed by a 
firm of business consultants. The 
decision to employ consultants was 
influenced by three factors: (a) To 
have installed the system themselves, 
Aveling-Barford would have had to 
relieve two or three responsible people 
of their normal duties, and this was 
not practicable; (+) there is less friction 
if an outsider recommends certain ac- 
tion to be taken than if this is done by 
a member of the firm, and there is more 
likelihood that the recommendation 
will be carried out in the former case; 
(c) it is usually advantageous to get an 
outsider’s point of view, especially that 
of someone with a wide experience of 
the application of such systems a 
company’s own employees are often 
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“too close to the job” to take a clear, 
objective view. 

The system installed follows, funda- 
mentally, the normal standard costing 
and budgetary control system usually 
associated with engineering concerns 
making standard lines. There are, 
however, certain refinements and ex- 
tensions, arising from the information 
thrown out by the system as a matter 
of course. 


Five- Year Plan 

The costing department are reson 
sible for running the system. In 6 
standard costs they work in close co- 
operation with the planning depart- 
ment. Although the system is operated 
from the head office at Grantham, for 
the purposes of the system the two 
factories are regarded as one. 

Each department, comprising a 
major workshop, is a costing unit. 
Most departments are broken down 
into cost centres. For example, the 
machine shop department has 10 cost 
centres, each of which covers a group 
of similar machines, such as heavy 
turning, milling, gear cutting, etc. 


The company work on a “five-year- 
plan” basis for the purpose of setting 
standards for labour, expenses and 
materials They also decide on a 
normal ievel of production for that 
period, which in turn is governed by 
the capabilities of the factory and the 
anticipated sales. 

Standards are set at the beginning 
of each five-year period. These cover 
all the costs of the activities in which 
the workshops are engaged and all the 
materials used. The figures are arrived 
at mainly in the light of past experience 
These standards are kept for the entire 
period, but at the end of each year 
they are reviewed. If there has been 
a major wage increase during that year, 
then the appropriate standard is re- 
vised. Again, if the price of steel, say, 
has increased by at least 10 per cent 
and is likely to remain at that level, 
then the standard will also be changed 
Only important alterations in prices 
are taken into account however, and 
the normal fluctuations in raw material 
prices do not affect standards. In other 
words, the company attempt to fore- 
see the level of production and prices 
five years ahead so that by the end of 
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olivetti 


in the office 


Lexikon 


The office equipped with Olivetti Lexikon 
typewriters has many advantages. For 
sheer functional simplicity of design the 
Lexikon has been commended all over 
the world. In the range of its perform- 
ance, in its ease of operation, and for 
the clarity of its work it has earned the 
highest praise of typists - and particu- 
larly of those who delight in being able 
to please the most exacting of critics 


Automatic margin stops - Key-trip device - Articu- 
lated bail-rod - Automatic tabulator - Accelerating 
typebar action - — 
touch-tuning - 


and out of the office 


Lettera 22 





To produce a portable typewriter which, 
except for its size and weight, lacks none 
of the up-to-date features of a standard 
size machine is, in itself something of 
an achievement. Add to that the Olivetti 
flair for simplicity of design and preci 
sion of robust engineering construction 
and you have the Lettera 22 - the port 
able typewriter that is completely at 
home anywhere 


1 tp - ae ee Key-set tabulator 
4 position line Standard size ribbon - 
FlLingth platen i 

ce Weight Bike 2‘), ozs. - British made. 


British Olivetti Ltd. 
10 Berkeley Square - London W. 1 


Sales Branches: 
London - 32/34 Worship Street, E.C. 2. 
Glasgow - 115/207 Summeriee Street, E. 3. 


Authorized dealers throughout the country 
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CONTINUOUS STATIONERY 
the modern way 


The typist —a vital link 

in the chain of production, 
marketing and distribution. 
Through her typewriter flow 
the Works Orders, Despatch 
Notes, Invoices, Purchase Orders 
and the many other forms 
essential to business. Far too 
often, however, her production 
suffers through unnecessary 
repetitive typing, and time 
wasted in the handling of carbon 
paper and loose forms. 





If this is your problem may we 
show you how the Econojet 
Typewriter Attachment, with 
Econoset Continuous Stationery, 
reduces unproductive operations 
to the barest minimum. 


PETTY AND SONS LIMITED 





Whitehall Printeries - Leeds |2 
Telephone: LEEDS 3234! 
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that period the divergence between 
standard and actual costs will not be of 
such a magnitude that control will have 
become impossible. 

The basis of measurement is what 
is termed the standard hour of work. 
This can be briefly defined as the 
amount of work which an average 
operator can be expected to produce 
in one hour. This amount of work is 
calculated by the planning and rate- 
fixing department, and is used in the 
setting of allowed piecework times. 
Then the number of hours which each 
department is capable of producing in 
a four-week period is assessed. By 
comparing standard hours produced 
with actual hours worked a measure 
of efficiency for each department can 
be obtained. It follows that if the 
number of hours worked increases the 
output expressed in standard hours 
can be expected to increase up to a 
certain limit, though the efficiency may 
fall. 


Budget Allowances 


At the beginning of each period, a 
budget is prepared allocating a set 
allowance for each departmental ex- 
pense. These allowances, which are 
the expected expenditure for normal 
output, will be fixed in accordance with 
actual output, though not necessarily 
in direct relation to it. 

Knowing the number of standard 
hours which each cost centre can be 
expected to produce, the standard cost 
is then ascertained, having regard for 
the standards the company have set 
for labour costs. 

At the end of each four-week period 
the costing department prepare certain 
statements covering all aspects of works 
costs. The information for these state- 
ments emanates from various docu- 
ments used in the shops, chief among 
them being job cards and material 
requisition forms, which are completed 
and sent in by supervisors. 

The operating statement covers the 
activity of each department. It is 
divided into two sections. The first 
covers direct labour costs of each cost 
centre. It shows the standard hours, 
and the actual number of hours is 
expressed as a percentage of the stand- 
ard hours. Standard cost is compared 
with actual cost and the difference is 
recorded as the total variance. This 
variance is then analysed, allowances 
being made for changes in rates of pay 
and other matters. A total is also 
shown which gives the accumulated 
allowances and variances for the pre- 
vious periods. 
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The other section records the 23 
departmental expenses which cover 
everything which can be reasonably 
charged, and include such things as 
the tuition of trainee personnel, over- 
time allowance, faults, fuel, etc. The 
allowance is compared with the actual 
cost and the variance is shown. There 
is also a total of allowances and vari- 
ances for the preceding periods. On 
this statement, variations which adver- 
sely exceed the standard are shown in 
red, so that a glance at the statement 
shows immediately if anything is wrong. 

In this statement the materials are 
shown in bulk. There is another state- 
ment, known as a materials analysis, 
which gives a complete break-down of 
all materials used. This, too, com- 
pares standard costs with actual prices 
and analyses the variances. 

A summary operating statement is 
produced from the operating state- 
ments. This shows the total standard 
costs, actual costs, etc., of each depart- 
ment. On this statement, however, the 
variance analysis goes into greater 
detail. It indicates those variances 
which cannot be controlled—for exam- 
ple, wage increases and fluctuations in 
prices of materials, over which the 
company have no jurisdiction—and 
those which can. 

From these documents a profit and 
loss statement is produced. By deduc- 
ting the manufacturing standard cost 
from sales figures, the gross manufac- 
turing profit is ascertained. By further 
deducting the total cost of variances 
from this figure the net manufacturing 
profit is reached. To get the net opera- 
ting profit further deductions (selling 
expenses, administration and engineer- 
ing) must be subtracted. Finally, 
other additions (income on invest- 
ments, commissions, plant sales, etc.) 
and deductions (bank interest, new 
jigs and tools, etc.) must be made to 
arrive at the net profit or loss made by 
the company in one four-week period. 


Correcting Faults 


As all these documents can be com- 
pleted within 10 days of the end of 
each four-week period, the works 
manager can take action immediately 
if any deficits are shown. The docu- 
ments are so devised that it is possible 
to trace any item which could cause 
such a deficit back to its source, which 
is, of course, the first step in rectifying 
any fault. 

For instance, if a workshop had used 
too much material, or had spent too 
much time on a job, it would be 
shown on the operating statement. 


All the items on the operating state- 
ment relate to the works only, in that 
they cover the expected costs of labour 
and materials. Allowances have to be 
made for the administrative depart- 
ment, drawing offices and selling organ- 
ization, and control must be exercised 
over them, but they are not part of 
the system, as such. But to take an 
example of how they are controlled, 
if the output of the works remains 
constant, the company would not 
expect to see the administrative depart- 
ment considerably increase the number 
of its staff. 


Using the System 


It is not possible to link up directly 
the functions of these three depart- 
ments with that of the works, because 
often they are operating ahead of pro- 
duction. Administration and selling, 
for instance, must continue normally 
even if works production is low. The 
system, therefore, is primarily for con- 
trol of works functions. 

The information which can be ob- 
tained from the system as a by-product 
is used chiefly for programming, ma- 
chine-loading and progressing. Its 
main functions are to measure the 
volume of output, the efficiency dis- 
played in producing it, and to control 
the cost of that output. 

To run the system successfully, the 
lines of control must be clearly speci- 
fied. It is of no use to hold any person 
responsible for something he is quite 
incapable of controlling. 

But it is surprising what can be done 
by supervisors when they know the 
target that they are expected to achieve 
and the expenditure allowed to meet 
that target. They see for themselves 
that for skilled operators to spend 
time fetching materials from store, for 
machine tools to be idle for any reason 
whatever, or to use excessive quantities 
of consumable supplies, are all un- 
economic activities which will work 
against them. 

The staff who operate the system 
need to have a thorough knowledge of 
the functions of all departments. About 
seven people are employed continu- 
ously on it. 

The system, as stated previously, has 
helped considerably in lowering costs. 
That this policy of controlling costs is 
a sound one is shown by the many 
recent successes of Aveling-Barford in 
overseas markets. They have obtained 
important contracts in several coun- 
tries in the teeth of foreign competi- 
tion—notably that of America and 
Germany. 
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General routine office before and 
im- 
proved layout of desks enables 
more staff to work more com- 


after reorganization. The 


fortably 


Replanned Ofhce 
Gives More Space 


due to an increase in staff, a Lon- 
don firm have had their office 
entirely replanned. The office now 
accommodates adequately and com- 
fortably a staff which has been con- 
siderably increased, and yet before the 
increase worked in cramped condi- 
tions. At the same time several factors 
which tended to inefficiency in the old 
office—among them, poor lighting, 
lack of furniture standardization and 
noise—have been “ironed out.” The 
operation has been carried out without 
using any additional space to that 
which existed before, and without 
interfering with the firm's business. 
The firm, that of a City stock- 
brokers’, have been expanding con- 
tinually since the end of the war. 
Faced with an even further expansion, 
they realized that drastic action was 
necessary. Their present landlords 
were unable to c Ter them any suitable 
additional accommodation, yet to have 
taken a new and larger office would 
have meant an increase in rent. Also, 
a loss of business would have resulted 
from a move, since the firm were well- 


Preve'e with serious overcrowding, 





By ERIC SMETHURST 


A London firm of stockbrokers have had their office replanned so 
that not only has the previous overcrowding been eliminated, but 


an augmented staff has been accommodated comfortably. 


At the 


same time, the opportunity was taken to ‘‘streamline’’ the office by 
improving its appearance and lighting, treating it acoustically and 
standardizing office furniture. The only alternative to the con- 
version would have been to take a new office, and the change of 
address would have resulted in a loss of business for the firm. 


known at their address and con- 
veniently placed. There would, too, 
have been an interruption of business, 
due partly to the delay in having tele- 
phones installed; stockbroking is a 
continuous business involving con- 
stant communication with clients and 
with dealers on the floor of the Stock 
Exchange, and a single day's idleness 
can have serious effects. 

Realizing that something had to be 
done, the firm called in architects and 


asked them to survey the office and 
suggest a solution. 

The architects, after an exhaustive 
study of the office and its routine, 
concluded that in addition to over- 
crowding, there were other factors 
which were either contributory to the 
main problem or detrimental to the 
efficient working of the office as a 
whole. The main disadvantages of the 
office were: 

1. Overcrowding, due to inefficient 
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35 gns. ,,.,, :.. 
Spool and Dust Cover.) 


Dictating outfit of Dynamic 
Microphone with Switch, Pilot 
Light and Dictating Pads, 6 gns 
Transcription outfit of Single Ear- 
phone with Ear-clip and Foot 
Switch with Back Spacing, 6 gns 
The Stenorette gives 25 mins 
continuous dictation with back- 
Spacing to rephrase or correct ; foot 
or finger operated remote controls 


We have over 5,000 lines—from a 


a dictator... 
when and where you like 


with a SLe ore She_ 





DEMONSTRATION 


See in your own office how you can increase out- 
put (yours as well as your secretary's) by 40%. 
Record on the Stenorette yourself, have your 
secretary transcribe. Ryman’s have an expert 
ready to bring the Stenorette to you in your own 
office and answer queries on the spot. He won't 
try to * bulldoze” you into buying so do ring 
—there is no obligation, it’s just part of the 
Ryman Service. 


pencil to a complete suite of 
office furniture and cabinets. 


Being Britain's largest commercial 


stationers, we hold stocks to 
meet every need—including 


books, loose-leaf and otherwise, 


in every conceivable ruling. 


Quality for quality, we are never 


undersold. 


Any order posted—quotations 
or samples gladly submitted. 


ring 
j 
Man § 


the office equipment people 


H.J. Ryman Ltd., Commercial Stationers & Printers,6/8/10/10a Gt. Portland St., London, W.1. MUSeum 8773 (14 branches) 
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But back at the office— when the quick brown fox 
has to jump over the lazy dog — when urgent enquiries 
have to be answered —it’s time for the new Twinlock game— 
‘Find the file’’. You can play it—eyes open or shut. 
The idea is quite simple. There’s only one rule. 
ALL files must be found in 15 seconds or less, 
You can use any filing system you like. 
But if you want the staff to score 100°, —every day 
of the week —and do it almost blindfold— 
better have a Twinlock VETRO Mobil Suspension 
Filing System. It’s the finest in the world. 

















SPLIT-SECOND REFERENCE— See these and other 
Protruding tab titles—suited to angle of vision— Twinlock Products at 


protected by dazzle-free shields—can accommodate BIRMINGHAM 6B.E.E. 


six lines of typing. 


Stand 100 
EASY HANDLING— Bingley Hall, Birmingham 
Tough manilla file folders—withstand heavy wear 20-25 February 
However full—may be handled by tab and 
FILING CONTINUITY— STATIONERS FAIR 
Tabs cannot wander out of position—movable tabs Lindsay Room, County Hotel 
enable names to come and go without disturbing Blackpool 
sequence of index. 6-10 February 


Send for our brochure * Twentieth Century 
Filing". Just post coupon below 


TO PERCY JONES (Pwsnlock) LID. 
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utilization of existing space and an 
irrational layout. For example, the 
conference and visitors’ waiting room, 
which was not always occupied, took 
excessive space in a central part of the 
office. Wasteful circulation area occu- 
pied potential working space. 

2. Office intercommunication was not 
good, due to the poor relationship of 
rooms. Instead of the various func- 
tions of the firm being grouped to- 
gether, many of them were scattered. 
Some of the firm’s executives were 
separated instead of being together. 
A duplicating machine in the waiting 
space was away from the typists who 
had to use it. The office manager was 
in a corner of the building (at the 
O posite side from the typists) and 
although he could see the general 
routine and accounting offices, the 
typists, duplicating machine and recep- 
tion area (functions for which he is 
also responsible) were out of his sight. 
Mail was sorted and prepared in the 
circulation area, through which pecple 
passed continuously, and this tended to 
create confusion. 

3. Some offices were noisy, and this 
distracted the occupants from work 
requiring concentration. Electric ac- 
counting machines, in a small in- 
adequate office, were very noisy. In 
each of the general routine and part- 
ners’ Offices there were at least eight 
telephones, and most rooms had house 
‘phones and outside lines. These 
contributed to the noise factor. 

4. The office furniture was not uni- 
form. Varying in size and shape, it 
occupied space uneconomically. It 
also looked untidy, and its appearance 
did not incite the staff to tidiness in 
their own work. 

5. The appearance of the office gener- 
ally was not pleasant, and created an 
atmosphere which was not conducive 
to efficiency. Lighting left room for 
improvement, the paintwork was drab, 
and first impressions on visitors were 
not very favourable. 

These problems could be tackled 
together (the first and second, for 
instance, were closely linked), and the 
architects eventually drew up three 
alternative plans, each of which 
otfered a solution. After full discussion 
one of these was accepted by the firm, 
who, however, were insistent that its 
execution should not interrupt their 
activities. The work was, therefore, 
carried out in stages. 

In dealing with the first two prob- 
lems (overcrowding and poor relation- 
ship of rooms) the entire office space 
was rearranged. All partitions which 
were not structurally important were 
removed. Light unit partitioning 
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The new central position of the office manager, with glass 
partitioning around him, simplifies supervision of all clerical 
staff 


Photos taken after reconstruction by courtesy of 


“Architecture & Building’ 





occupying little floor space has been 
used to enclose the new rooms, in 
some places half-glazed to increase 
visibility, light and the effect of 
spaciousness. 

In a stockbrokers’ there are two 
types of executive—partners and at- 
taches. Partners, as the name implies, 
comprise the firm. Attaches do similar 
work, but are not part of the firm, as 
such, being remunerated on a com- 
mission basis. In the original plan not 
all partners were together, and attaches 
were similarly separated. The new 
arrangement has grouped all partners 
together in one big room. All attaches 
are accommodated in two adjacent 
offices. These three rooms, with ad- 
joining conference room, form a 
compact executive group. 


New Reception Counter 

Nearby there is a space for auditors 
and records. A toilet for executives 
has been added. (Toilets for staff are 
located elsewhere in the buiiding.) 
London County Council regulations 
prevented any removal of the passage 


to the fire escape, so to get the maxi- 
mum use from this passage, it was 
used as a passage to the executives’ 
toilet also. 

An attractive reception counter was 
put in, with a switchboard close by, 
so that the telephone operator can 
deal with callers in the temporary 
absence of other staff. (In the original 
office the enquiry desk was not suffi- 
ciently close to the switchboard to 
allow this to be done conveniently.) 

Typists now have their own room in 
the centre of the building, so that they 
are quickly available to administrative 
offices on one side of the office and the 
executive section on the other. Ac- 
counting machines have been isolated 
in a wing of their own and partitioned 
off, to avoid noise interference to other 
offices. 

The office manager's room is in a 
central position, so placed that he can 
see the typists’, cashier’s and general 
routine rooms, while easily available 
to partners or visitors. 

The entire office is now virtually 
divided into two compact sections, the 
executive on the left and the adminis- 








trative (the larger of the two) on the 
right. Previously, there was no clear 
division. 

The building work was planned by 
the architects on a leapfrog basis. 
Reorganization began in the old con- 
ference room, which was prepared for 

% the typists. When the typists moved 

' into it, the space they vacated was 

made ready for the accounting mach- 
ines, thus releasing further space for the 
contractors. 

The noise problem was tackled by 
putting in suspended acoustic ceilings 
in rooms where there are several people 
and telephones or noisy machines. 
These have successfully lowered the 
level of noise by absorption. 

Bulky office furniture was replaced 
by modern unit furniture. This stand- 
ardization has not only saved space, 
but has given the office a tidy appear- 
ance. 

The office was redecorated through- 
out. Dark colours were avoided, the 
aim being to keep woodwork, walls 
and ceilings light to give an effect of 
spaciousness and enhance the office's 
natural lighting. Gloss paints were 
used. New carpets were bought, 





though original ones were kept where 
possible. Sun blinds were put in one 
wing which caught the sun. The result 
is in marked contrast to the rather 
gloomy, previous appearance of the 
office. 

Lighting was also improved, the 
office being rewired to facilitate this. 
(Through continuous alteration and 
extension the system had become 
faulty and overloaded.) Strip lighting 
was positioned immediately over work- 
places, and not in the centre of rooms 
as previously. 

When the architects were called in 
to advise in August, 1954, 53 people 
were employed. Since the completion 
of their plans in July, 1955, the figure 
has risen to about 70. There is no 
suggestion now, however, of over- 
crowding. 

The new accommodation is “‘flex- 
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Plans of stockbrokers’ office 
before reconstruction (above) 
and afterwards (below) 


Architects 
Office of Alister Mac Donald 
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ible’’—if any further alterations be- 
come necessary, they may be effected 
easily and quickly. The partitions, for 
instance, are not permanently fixed 
and can be taken down and re-erected 
elsewhere, to suit changes in office 
organization. 

The area of the office is approxim- 
ately 4,250 square feet. 
conversion was about £3,500, plus 
about £1,000 for new furniture and 
carpets. The cost was a little higher 
than it would have been if it had not 
been carried out in stages. 

The new office was not irt2nded to 
look spectacular in the way that a 
showroom might. The architects’ 


object was simply to provide a more 
efficient office, without disturbing the 
firm’s business and as cheaply as 
possible, consistent with good quality 
and appearance. 
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These world-famous organisations—and thousands more—have chosen:- 


GENTS CONTROLLED ELECTRIC CLOCK SYSTEMS 


OF LEICESTER 





Comprehensive illustrated literature FREE on request :— 
GENT & COMPANY LIMITED - FARADAY WORKS - LEICESTER 
London Office & Showrooms: 47 Victoria Street, S.W.1. 


Also at BELFAST BIRMINGHAM ~ BRISTOL EDINBURGH GLASGOW - NEWCASTLE 
Other Products include TIME RECORDERS WATCHMAN’'S CLOCKS PROGRAMME INSTRUMENTS SYNCHRONOUS MAINS CLOCKS 
TOWER CLOCKS FIRE ALARM SYSTEMS STAFF LOCATION SYSTEMS BELL & INDICATOR SYSTEMS, ETC... ETC 
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of Card Filing” 


ROLLINDEX 


Revolving wheels quickly 
bring the required card to 
hand-no walking, no stoop- 
ing. The extension shelf is 
available for writing and 
reference purposes. More- 
over, ROLLINDEX takes 
the cards you are using 
now without alteration or 
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“For fast and accurate control 


POSTINDEX 


The visible filing system using a 4-page card, 
giving double the usual writing area. 
cards quickly inserted at any point. 
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“‘Ready-made” or ‘‘made-to-measure” systems 
for all types of records in all types of trades. 


Ask for leaflet P.60 
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“THE way to solve your filing problems” 


C.V.S. SUSPENDED FILING 


The modern filing system with all pockets clearly 
indexed on top. Always tidy, always complete yet 
capable of expansion or contraction when necessary 


Ask for leaflet 606 


Art N\atral CONSTRUCTION COMPANY 


201 Buckingham Palace Road, London S.W.1! 


Telephone: SLOane 5201 
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Rapidly increasing trade threw such 
a heavy burden on the office organ- 
ization of the Northern Publishing 
Office (Belfast) Ltd. that a serious 
hold-up in the despatch of orders was 


threatened. The company tackled 


the problem by installing a rotary 
dyeline copying machine which has 
cut down the time spent on preparing 


sets of documents relating to orders. 


N the expansion of their business, 
tz Northern Publishing Office 

(Belfast) Ltd. found that the in- 
creased volume of trade was creating 
too much paper work for their office 
staff to control efficiently, causing 
delays in deliveries and invoicing, and 
the company decided that complete 
modernization of their office methods 
would be the only satisfactory answer. 

The office problems of this firm were 
caused largely by the diverse nature of 
their business, which has undergone 
considerable change since it was 
established in 1880 as a retail book- 
sellers and stationers in one of Belfast's 
busiest thoroughfares. They branched 
into the wholesale trade at the turn of 
the century, adding the factoring of 
toys and fancy goods, and gradually 
extending their warehouse space as the 
range of products they handled became 
wider. Later, they began te manu- 
facture sundry items of stationery, in- 
cluding envelopes, and printing was 
also started. 

On the wholesale side they now deal 
vith some 5,000 separate items, from 
razor blades to note books, which they 
supply to retailers and distributors 
throughout Northern Ireland. 
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With a minimum of training, an 
operator can quickly produce sales 
documents from one “master” 
sheet, thus cutting out laborious 


repetitive writing 








How Order Copyin 


Cleared a 


Delivery 


Bottleneck 


By DAVID JOHNS 


Documents relating to orders, in- 
volving separate writing operations, 
were the worst bottleneck in the office, 
and it appeared that if they could cut 
down the repetitive work in this sec- 
tion they could achieve a big saving in 
office time which would speed up the 
despatch of orders and invoicing. To 
overcome this problem they adopted a 
system employing a rotary dyeline 
copying machine which duplicates on 
sensitized paper information written on 
translucent master sheets. 

Most of their orders are received via 
the firm’s team of sales representatives, 


who travel around Northern Ireland 
making regular calls on customers. 
Salesmen are provided with specially- 
prepared translucent sheets on which 
to take orders, and these sheets become 
the “masters” for use in the copying 
machine. Orders received direct from 
customers are typewritten in the office 
on the translucent sheets. 

The sheets are designed to fulfil a 
number of functions after the salesman 
has noted the customer's order, and 
they contain space for information to 
be inserted at various stages of the 
order’s progress through the office 
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Key Points in the System 


1. Salesmen’s order sheets become the ‘“‘masters”’ 
from which copies are taken for use as delivery 
notes, advice notes, and invoices. 


2. By using sensitized sheets of varying sizes the 
company ensure that only the desired amount of 
information is contained on the copies which 
go out to customers. 


3. The original order sheets, from which extra copies 
can be made at any time, are retained by the firm 
as their record of individual transactions. 











system. All entries are made in black After initialling and dating the order, 


ink to ensure maximum legibility. the salesman forwards it to the com- 
At the top the salesman enters the pany office. 
customer's name, address and account On being received at the office, the 


number. In columns provided below order goes first to the cashier, who 
he enters a description of the goods, passes it. It is then logged in an order 
the price rates, and the quantities re- book, at which stage an invoice num- 
quired. There is a further column _ ber is entered on the order sheet. The 
dealing with purchase tax, in which the stock control department receives the 
salesman enters a code letter to signify order sheet next. 

the rate of tax payable on each item. Here, a check is kept upon orders by 


Waste in Your Basket- 
Money in YOUR Pocket 


We make a business of collecting what you 
throw away. We pay generously for clean 
waste paper. Supply clean sacks for 
storage and collect regularly. All you have 
to do is to drop a note, or telephone: 





ALEXANDER JACOB & CO. LTD. 


THE LONDON WASTE PAPER CO. 
F, ST. LEONARD'S STREET, 
LONDON, E.3. 


Telephone : EASt 3841 


SOUTH WHAR 
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the bottom before being passed on to. the order sheet. which measures 84in. 


means of visible records. Each item in 
the firm’s stocks is represented in the 
records by a double-sided flap into 
which are fitted cards giving a descrip- 
tion of the item, its location in the 
warehouses, the supplier, and other 
information regarding stocks. The 
flaps fit into flat pull-out trays which 
are housed in cabinets 

As orders for items are received, the 
quantity required is deducted from the 
amount in stock, thus giving an up-to- 
date figure of the firm’s stock of any 
particular item. When stocks fall 
below a pre-determined level, fresh 
orders are placed with the suppliers 
As each customer's order is noted, the 
records show the movement of stocks 
over any given period, thus providing 
a convenient guide to probable future 
demand. 

The records staff check the items 
listed on the order sheet to see that 
they have sufficient in stock to meet the 
demand. If any item is out of stock, 
steps are taken to fill the gap with the 
least possible delay, and a note is 
written against the item on the order 
sheet to the effect that this item will be 
delivered in due course. 

To signify that the order has been 
cleared through the stock control, the 
sheet is rubber-stamped in a space at 
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Being wider. the invoice carries all 
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If only the draught fan had been 3 
working ' If only one small louvre 
in the furnace door had been open! 


If only the ventilation had been 


All because 
adequate! But they weren't. There 
of a | was @ flue gas explosion, and every- 
thing was up with the boiler house 
blasted boi 
asted boiler 


What Vulcan say about it 


Disasters like this accent the vital need, not only 
for complete insurance cover, but also the in- 
spection to hunt out the danger spot, prevent 
the disaster. And the people with the know-how 
are Vulcan 

Our Engineer-Surveyors are specialists, and 
nothing escapes their scrutiny. Every heating 
plant will be safe as boiler houses after they've 
seen and gone. In lifts, hoists and cranes, too 
f there is trouble on the way, they'll put a stop 
to it. In other words, and it can’t be said too 


often, safety first is Vulcan first 


-_—_------------ 









ways to avoid them, ask us now for 
‘Vulcan’, a quarterly journal for Power 
users. Please write to Dept. 4. 


3 oar : 
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67 KING STREET. MANCHESTER 2 


| FREE. For news of industria! accidents an? 
| 
| 
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VULCAN INSPECTS— 41ND PROTE.TS 


33% jloor space saved 25% more desk oven 


And in addition the desk area of each worker is 25°, greater 
Plan NOW for future expansion—decide to make more of existing 
space. 846 (Bight-for-Six) is efficient ! It looks efficient too! Just 


846 (Eight-for-Six) furniture literally applies time and motion principles 
to the office—whether it is for one person or several hundred (including 


_— - . 

sound-proofed offices for Senior Personnel). Thus eight people can write “846” (Eight-for-Six) on your notepaper and full particulars will 
— . 

work with greater efficiency and comfort,where only six worked before be sent by return 







@ Send for this fully illus- 
trated free booklet showing 
wide variety of seating plans. 


SERIES 


Cyston OFFICE 
FURNITURE 
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the bottom before being passed on to 
the department concerned. When the 
goods have been got out and checked, 
the sheet accompanies them to the 
packing room. While they are being 
packed, the sheet is sent to the office 
where a delivery note—a dyeline copy 
of part of the order sheet—is made. 

To obtain a copy of the original, a 
piece of sensitized paper is placed 
against it and the two are fed via a 
roller into the machine. 

As they enter, a strong light is dir- 
ected on to the translucent order sheet. 
Where the master sheet is blank, the 
light penetrates through to the sensi- 
tized paper and exposes it. Where the 
passage of the light is blocked by the 
writing on the master sheet the sensi- 
tized paper remains unexposed. The 
under sheet is then passed through a 
developing process, in which the un- 
exposed areas emerge black against a 
white background. Thus a permanent 
and perfect copy of the original is 
speedily obtained. 

It is not desirable that the order 
should be detained while the goods are 
being priced, so the copying machine 
operator selects a piece of sensitized 
paper measuring 6jin. by 10in. for use 
as a delivery note. The top and left- 
hand edges are located with those of 


the order sheet, which measures 8}in. 
by 134in., and the two are fed in this 
position into the machine. The 
resulting copy contains only the cus- 
tomer’s name, address, invoice and 
account numbers’ description of the 
goods, quantities, and details of pack- 
ing and despatch. The customer then 
receives his goods quickly with a deliv- 
ery note from which to check them. 

On the original document the pricing 
of the items in the order is extended 
and totalled. Purchase tax, varying 
according to the class of each item, is 
worked out and added, and the total 
is adjusted in accordance with the 
terms of trade received by the cus- 
tomer. The invoice and copy invoices 
are then taken, as required, from the 
original. 


Invoice Produced 


When the order sheet has completed 
its round of the departments, and all 
information has been entered on it, it 
returns to the machine operator who 
then has to produce an invoice. This 
is printed from the order form on a 
sheet of sensitized paper measuring 
8in. by 10in. which is located on the 
master sheet in the same way as for the 
delivery note. 
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Being wider, the invoice carries all 
the details of the delivery note, plus the 
prices and extension, tax payable, and 
total cost, all of which have been filled 
in on the order sheet since the delivery 
note wes produced. The translucent 
master sheet is retained as the firm's 
own copy of the transaction. 


Loose-leaf Ledgers 


The copying machine is also used in 
the preparation of statements. The 
company use loose-leaf ledgers of 
translucent sheets on which details of 
the account are entered in the usual 
way with an accounting machine. The 
ledger sheet is then put through the 
copying machine with a piece of 
sensitized paper, and the resultant 
replica is sent off to the customer. 

In all but one respect, the company 
have found that this copying system 
has had the desired effect of speeding 
up their office work. Their reservation 
is that when small orders are received, 
with perhaps just one or two items on 
the order sheet, it would probably be 
quicker to deal with them on con- 
tinuous stationery. For no matter 
how full—or empty—the order sheet 
is, the same time must be taken in 
producing copies. 

















For OFFICE or FACTORY 


BWAG 


“BRITISH CLEANER™ } 


INDUSTRIAL 


VACUUM CLEANERS 


—an unrivalled range of machines and 
tools specially designed for industrial 
purposes of which but three are 
illustrated here. 








MODEL TLI. 

A strongly built ma- 
chine recommended 
for Offices, Hotels, 
Institutions, labora- 
tories, etc. 









































MODEL T87. Designed 
for flue cleaning Lan- 
cashire and other large 
boilers, furnaces, and 
gas works retorts. 
Handles heavy, smou- 
idering or red hot dust. 








All B.V.C equipment can be supplied on — as. 
convenient rental terms. spawned quavahan>- 


pose machine for fac- 
tory use. Cyclone top 
to prevent filter clog- 
ging. A ball valve can 
be fit if required 
for collecting liquids. 


Write for full information. 
THE BRITISH VACUUM CLEANER & ENGINEERING CO. LTD 
Dept. |/H, Goblin Works, Leatherhead, Surrey, England 
Phone: Ashtead 866 


HAIUUUIUII 


London Office: Terminal House, 52 Grosvenor Gardens, London, $.W.!. 
SLOane 9975/8 
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Electric typing — 


for the cost of two good cigarettes 


IN TEN YEARS’ typing-life, a Remington electric 
costs only 6d a day more than a manual model. 


orem 


For 6d «@ day you may have prestige letters; 
typed better than any letter you’ve ever signed 
before. With a crisp new typeface that you 
choose yourself. 


For 6d ao day you can get electrified speeds, new 
accuracy in your typing pool; cut down on 
costly errors and expensive retypes. This when 
typing costs around 3/- an hour— good paper 
2d a sheet. 


For 6d a day per typist you can make your staff 
happy; reduce fatigue, improve morale — and 
obtain better work. 


So there you are:— prestige typing, office 


economy, a cheerful staff every day — for the 
price of two good cigarettes ! 


| THE NEW 
REMINGTON 
ELECTRIC 











Like to try it ? Arrange for your 
secretary or pool supervisor to see 
the new Remington Electric. See 
the results (and the economies) 
yourself ; take her word on tech- 
nicalities. A demonstration is 
easily arranged to suit your 
convenience ; just fill in this 
coupon, 


= 
: —— * 1 would like further information about the 
new Remington Electric models. 
*I would like to test the Remington Electric (also the 
Remington Standard andjor Noiseless) without obligation 
Please instruct your local office to phone for an appointment. 
(DELETE AS REQUIRED) 





NAME. 
ADDRESS. 
PHONE sta 14 


REMINGTON RAND LTD, 1-19 NEW OXFORD STREET, LONDON WCI 


SORE REECE EEE E EEE EEE EE TEESE ESSERE SESE EES SE ESTE EERSTE EEE ES ERE E ERE EES 
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Saving soles 


The EDISWAN Loudspeakerphone system pro- 
vides an efficient loudspeaker link between the key 
points of any organisation. In offices, factories, 
schools, theatres, hotels and cinemas—anywhere, 
in fact, where time and effort must be saved. You 
press the button, speak and hear the reply. It’s as 
simple as that. No energy or time wasted. 

Two Models 

‘Master’ unit ‘A’ for 

6 sub-stations £24-10-0 

‘Master’ unit *C’ for 


10 sub-stations £27-10-0 
Sub-stations each £4-5-0 


-———=- 








Full details on request. 


EDISWAN 


Loudspeakerphone 


THE EDISON SWAN ELECTRIC COMPANY LIMITED 
Member of the A.E1. Group of Companies 


155 Charing Cross Road, London, W.C.2, and Branches 
‘Telephone. Gerrard 8660 Telegrams: Ediswan, Westcent, London 
RP132 
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All up and down the country progressive firms are 
changing over to 


“KWICKDRY” PAPER TOWELS 


in place of the old germ-spreading com- 
munal roller towel. 

A clean fresh “KWICKDRY”’ for each person 
and every occasion encourages cleanliness and 
reduces absenteeism. 

It is far cheaper too because it cuts Laundry 
Bills, Towel Losses and Time Waste. 


One “KWICKDRY” will dry the wettest 
hands and not disintegrate. 

Supplied in Rolls for the AUTOMATIC-CON- 
TROL DELIVERY CABINET or flat interfold- 
ed in packets for which suitable Cabinet is also 
available. 





is dispensed from 


AUTOMATIC-CONTROL 
DELIVERY CABINET 


f 


nN ene 








SS. 


r 
cf “KWICKDRY”’ 


TOWELS are 
COMPLETELY ENCASED 
in this cabinet until used 
thus being free from ex- 
posure and contamination. 





detrils of 


TRIAL 
OFFER 


Full details on application to Towel Dept., 


FREEDER BROTHERS 
PAPER MILLS 


BRIMSDOWN, ENFIELD, MIDDLESEX 
Tel. HOWard 1847 (5 lines) Grams : Sylkocrepe Enfield 
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Vending Machines 


| these advantages 


@® A mechanism that can 
be adjusted to operate 
on any number of coins. 





@® A choice of brands— 
soluble or non-soluble. 


@ An assurance of un- 
limited supplies. 









Particulars from: 


_ Automatic Machines 


Limited 
TEI | LADBROKE ROAD 
LONDON, W.l! 


Telephone: PARk 7608 





PARK YOUR CYCLES 
THE ODONI way 


(REGD. TRADE MARK) 


With Odoni Patent “Ail-Steel ” 


BICYCLE STANDS 


Types to suit all possible requirements 
Single or Double-Sided. Horizontal or Semi-Vertical 
For Indoor and Outdoor use. 


TYPE 10 


DOUBLE SIDED 
SEMI-VERTICAL 
OUTDOOR 
STAND, BUILT 
WITH CLOSE 
RACK 
ARRANGE- 
MENT (CYCLES 
AT 12° 
CENTRES) 


Write for fully illustrated leaflet and price list to 
Sole manufacturers and Patentees. 


ALFRED A. ODONI! AND CO. LTD. 


SALISBURY HOUSE, LONDON WALL, 
LONDON, E.C.2 


Tel. No.: (WORKS: LONDON, N.W.) Tel. Add.: 
NATional 8525/6 Odoni, Ave., London 
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The Hugh Wood companies have grown considerably in the last decade. 
purchase loans to employees have had a marked effect on the stability of their 
labour force during the development period 
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House- 


Housing Scheme 
Helps to Hold 
Key Workers 


By making interest-free loans, repayable over periods of 


up to 20 years, a Tyneside firm are helping more than 100 


employees to buy their own homes. 


Aimed primarily at 


weekly- and monthly-paid men— although all employees 


are eligible for some form of assistance 


their five-year-old 


plan has reduced considerably the rate of labour turnover. 


ANY firms appreciate the 

value of helping “key” em- 

ployees to obtain satisfactory 
living accommodation. Some buy or 
build houses for this purpose and let 
them at subsidized rents: others favour 
the less complicated practice of ad- 
vancing money at a low rate of interest 
to employees who want to buy their 
own homes. Huwood Mining Mach- 
inery Ltd., Gateshead-on-Tyne, have 
embodied the second of these ideas in 
a scheme which reveals an unusually 
progressive outlook and 
several distinctive features. 

The scheme is in its fifth year, and 
about 130 office and factory workers 
have already benefited from it. This 
number represents one-tenth of the 
total labour force of the Huwood 
manufacturing business and their mar- 
keting organization, Hugh Wood and 
Co., Ltd. 

One feature which raises the Huwood 
plan above the level of most company 
housing schemes is that all loans are 
interest-free. The amounts, moreover, 
are substantial. ‘Key’ workers (and 
in this case the term covers all men who 
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possesses 


are paid on a weekly or monthly basis) 
may borrow the full of houses 
which they themselves have chosen, 
plus legal charges if necessary. For 
hourly-paid employees, financial assis- 
tance is available on a more modest 
scale based on length of service. 
Leaving aside its altruistic aspects, 
the scheme has had a marked effect on 
the stability of the company’s person- 
nel. In an area where there is parti- 
cularly fierce competition for both 


cost 





By PETER SPOONER 





skilled and unskilled workers, Huwood 
enjoy a remarkably low rate of labour 
turnover. The wastage which does 
occur is largely restricted to casual 
workers of the type which “come and 
go” in any circumstances. 

Huwood make an extensive range of 
underground mining equipment, from 
safety helmets to diesel locomotives, 
and are now developing the production 
of conveyer systems for use in other 
industries. They are a comparatively 


young company, and much of their 
growth has taken place since the war. 
For this reason, the management have 
been particularly interested in methods 
of getting and keeping good workers. 

The company’s founder and manag- 
ing director, 68-year-old Hugh Wood, 
is a man of vigorous and sometimes 
unorthodox views. A few months ago 
he “challenged the British coal indus- 
try” by offering a £5,000 prize to the 
first N.C.B. Area to develop a colliery 
with a certain output 

The housing scheme also exhibits a 
down-to-earth but “different”’ attitude 
towards the problems of increasing 
production and building good labour 
relations. Above all, it is inspired by 
businesslike motives. About five years 
ago, Huwood found that they were 
losing a few of their key workers to 
firms which offered accommodation in 
company-owned houses or made 
house-purchase loans in one form or 
another. The scheme was introduced 
primarily as a means of checking this 
drift 

At the same time, it reflects Mr 
Wood's enthusiasm for the more prac- 
tical forms of industrial welfare. He 
holds the view that a man’s perfor- 
mance at work depends to a large 
extent on the happiness and stability 
of his home life 

A third motive lies in Mr. Wood's 
belief that wage-earners should be en- 
couraged to buy houses, rather than to 
spend all their lives paying rent. In 
this respect, his attitude may be sum- 
marized by saying that house-owner- 
ship makes good citizens and (again 
the businesslike approach!) that good 
citizens make good employees 

Although these motives are inter- 
related, each is linked particularly with 
one of the three sections into which the 
housing scheme is now divided 

The original scheme (still the most 
important section) covers only weekly- 
and monthly-paid men. Its provisions 
are flexible. Any employee in this 
category who wants to buy a house can 
borrow a sum varying from £50 to the 
full purchase price plus legal charges 
No top limit is specified, although 
naturally the company discourage 
people from taking on property which 
would absorb an over-large proportion 
of their income. 

Repayments may be made over any 
period up to 20 years. If a man is 
buying partly-occupied property (i.e. 
flats) and is thus acquiring an addition- 
al income in the form of rent, the com- 
pany suggest that he should repay the 
loan in less than the maximum period. 
But here, as in a number of other 
respects, the man is free to choose 


121 








OCF, Fah 


eS ae. 


enor innit asta utente vies tithe 


en a ca en 


ete ee 


tre 
et et 





oD aed AE OS 


ae 


EBs WA nee PEED 


erated ow? 






2 


| 
| 
| 





Bare Re 





—" 


arrangements which suit his own cir- 
cumstances. 

The company act in much the same 
way as a building society. Second- 
hand property is surveyed and valued 
before a loan is made. In every case a 
straightforward mortgage agreement is 
drawn up, incorporating the usual 
stipulations about fire insurance, re- 
pairs and maintenance, and repay- 
ments. The scheme is self-financed, 
and all deeds are held by the company. 

In addition to the fact that no 
interest is charged, the agreement con- 
tains one clause which distinguishes it 
from the orthodox type of mortgage. 
if for any reason the employee leaves 
the company, he is expected to repay 
the balance of his loan immediately. 

Although some applicants are rather 
perturbed when this clause is drawn to 
their attention, its effect is by no means 
as “sinister” as they imagine. The 
company point out that any member 
of the scheme who ceases to work for 
them can choose one of two entirely 
satisfactory courses of action. First, 
he can cover his outstanding loan by 
selling the property; second, he can 
obtain a new loan from a_ building 
society. In either case, the employee 
benefits by virtue of the fact that no 
interest has been charged on the sum 
which he has already repaid. 

After the main scheme had been 
running on these lines for some time, 
the management realized that a serious 
burden would be thrown on the widow 
if a borrower died before his loan wa 
repaid and the mortgage were auto- 
matically foreclosed. For this reason 
they recently introduced a supple- 
mentary insurance scheme under which 
the company takes out a policy on the 
life of each borrower, covering the out- 
standing amount of his loan. 

A substantial portion of the pre- 
mium is paid by the company. The 
employee's contribution decreases per- 
iodically as his loan is reduced. For 
example, a man who owes between 
£1,500 and £2,000 pays an additional 
2s. a week, and this sum is adjusted at 
the rate of sixpence for each £500. 

The life insurance scheme is now 
compulsory. In this way the company 
obtain concessions of the type assoc- 
iated with group pension schemes 
where there is 100 per cent member- 
ship. All borrowers qualify for pre- 
miums at a fixed rate, irrespective of 
their state of health when they join the 
scheme, and medical examinations are 
not required. 

The reasons for restricting this sec- 
tion of the housing scheme to key 
employees are fairly obvious. Had 
the same offer been made to hourly- 
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The company’s welfare programme is 

composed of wholly practical measures. 

One of them is a daily dental service 
which cuts absenteeism 


paid workers as well, the response 
might have been embarassingly large. 
Moreover, there might have been some 
difficulty in recovering the money if a 
borrower's wages ceased on account of 
sickness. As it is, all repayments and 
insurance contributions are made in 
the form of wage or salary deductions. 

Nevertheless, the company dislike 
the idea of placing too much emphasis 
on the distinction between staff and 
rank-and-file employees. They also 
believe that all workers should be given 
some assistance in this direction. 

The problem was resolved about 
two years ago by introducing a sub- 
sidiary housing scheme in which every- 
one has a chance to participate. 


Based on Service 

Any hourly-paid worker who wants 
to buy a house can obtain an interest- 
free loan at the rate of £5 for each 
complete year of service. Such loans 
repayable after 20 years—seldom ex- 
ceed £50, but provide a useful contri- 
bution towards the deposit on a house; 
and it is this, after all, which often 
baulks would-be-purchasers. 

The £5-a-year scheme is retrospec- 
tive: an hourly-paid worker who is 
already buying a house can still obtain 
an interest-free loan on the same terms. 
In this way, he can decrease the size 
of his mortage and either pay it off 
more quickly or reduce his existing 
repayments. The company make sure, 
however, that such loans are used only 
for the purpose for which they are 
made. When a new purchaser is in- 
volved, the money is sent to the solici- 
tors who are handling the conveyance: 
in the case of “retrospective” loans, it 
goes to the employee's building society. 

Under the third section of the 
Huwood housing scheme, employees 


who want to buy the pre-war council 
house in which they live can obtain a 
100 per cent advance from the com- 
pany—if they can persuade their local 
authority to sell the house at its 
original cost price. 

This offer, which reflects Mr. Wood's 
personal attitude towards the contro- 
versial question of private- versus 
council-ownership, was made a few 
months ago. As a safety measure, it 
was restricted provisionally to one em- 
ployee in each of the 20-odd admini- 
strative areas from which the com- 
pany’s labour is drawn. At present, 
however, only two men have applied, 
and in neither case is the local authority 
prepared to sell. 

What of the response to the other 
offers? One hundred men—about one 
in every three eligible employees 
have obtained loans under the main 
scheme. A few of these loans have 
been repaid already, either because 
only small sums were involved or be- 
cause the men concerned have left the 
company: but 88 of them are still 
outstanding. The company have 
found that most applications from em- 
ployees in this category are for 100 
per cent advances, and that the average 
price of the property is between £1,500 
and £2,000. A fairly large number 
want to cover legal expenses as well 

The £5-a-year scheme has attracted 
fewer applicants. This is largely due 
to the mixed feelings with which many 
industrial workers regard the prospects 
of house-ownership. And, of course, 
some employees who are actually 
buying houses are discouraged from 
seeking a loan because they dislike the 
idea of having to repay it if they decide 
to leave the company. Huwood be- 
lieve, however, that this section of the 
scheme has a positive value, especially 
as it helps to offset any impression 
that the company are interested only 
in the well-being of a “privileged” 
group of workers. So far, about 30 
workers have used these loans as a 
means of paying the deposit on a loan 
or reducing the size of an existing 
mortgage. Apart from the oppor- 
tunity to put down a deposit on a 
house, employees who accept company 
loans are getting, in effect, a series of 
smail bonuses—the amounts which 
they would have paid in interest if 
they borrowed the money from an- 
other source. 

This is not the sort of company in 
which people are impressed by top- 
heavy administrative systems. Their 
labour relations depend to a large 
extent on informal methods of com- 


Continued on page 143 
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Cloakroom 
Fittings 


Harvey Fittings have been designed 
to meet the requirements of all 
modern cloakrooms. The double- 
sided island stack illustrated here is 
approx. 5’ 6" high and is constructed 
of tubular framework enclosing a 
wirework panel. The wooden seat is 
supported by an angle frame and tee 
bar legs, incorporating boot and 
shoe compartments approx. 12” wide 


9” high 12” front to back 


Fig. No. 2616: Also available single-sided for wal! positions or 


base unit alone can be supplied together with hat and coat hooks for 
wall fixing. For complete range, please ask for List No. BU 879. 


G. A. HARVEY & CO. (LONDON) LTD., 
Telephone: GREenwich 3232, (22 lines) 


Woolwich Road, London, S.E.7 











THE HIGHEST POSSIBLE STANDARD 
OF HYGIENE IN HAND DRYING 
AND THE MOST ECONOMICAL 


WARM AIR TOWELS 
DRY HANDS, FACES 
AND FOREARMS 
swiftly, hygienically, 
thoroughly 











at one quarter the cost of 
paper towels, at less than 
one third the cost of launder- 
ing. (The saving is even 
greater if the cost of replacirg 
linen towels is included.) 
Handy Andy is the most 
hygienic and economical 
means of complying with 
section 42 of the Factory 
Act. What you save wil! pay 
for your Handy Andys in 
less than a year. 


Write for full details to 

QUIZ ELECTRICS LTD. “4 

160 High Street, Teddington, Middlesex Tel.: Kingston 7969 
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Automatic 


SANITARY 
TOWEL 
MACHINES 


ARE ESSENTIAL WELFARE 
EQUIPMENT IN EVERY 
MODERN FACTORY, OF- 
FICE BUILDING, DEPART- 
MENT STORE, LAUNDRY, 
ETC. WHERE WOMEN ARE 
EMPLOYED 
The machine illustrated dispenses 
the “Dr. White's” well-known 
brand of cottonwoo!l towel, ind: 
vidually packed in cartons We 
can give immediate delivery of 
both the machines and towels 
Finishes are in white, green 
cream, or french polished 
Other makes available 

Our “Simplamatic™ firment is em 
bodied in all machines and allows 


for easy adjustment to a selling 
price of 2d., 3d., or 4d 


Immediate delivery 
12 months guarantee 


WRITE FOR PARTICULARS TO 


LAMBART & SMYTH LTD. 


40 SLOANE STREET, LONDON, S.W.! Tel. SLOane 7629 
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Policy Column 





Bigger Burden on 
___ the Budget —__| 








HE Autumn Budget has placed a 

further burden on the industrial 
canteen. Purchase tax on most goods 
has been increased by 20 per cent, and 
such articles as kitchenware and table- 
ware, which formerly escaped, are now 
taxed at 30 per cent. 


The canteen manager who is strug- 
gling to balance his expenditure and 
income may well laugh at the cost of 
biscuit barrels, decanters and wine 
glasses—unless he is equipping a direc- 
tors’ dining room. But cups, saucers, 
plates, cake-tins, saucepans, frying pans, 
teapots, and dustbins figure regularly 
in his overheads, and tax increases here 
will send up the annual deficit. 


Some caterers estimate that their 
replacement costs will go up by 5 per 
cent. Others say that the works can- 
teen, with its breakages and losses of 
tableware, will suffer even more than 
commercial establishments. 


But, higher tax or no, it is still false 
economy to scrimp on canteen equip- 
ment. It should not be forgotten that 
pennies saved here will cost shillings 
in wages and also in wasted or spoiled 
food. 


Tea does not keep hot in a faulty 
thermal urn. Fuel is wasted when 
water boilers are furred-up or sauce- 
pans are thickly covered with burned 
deposits. It takes twice as long to slice 
meat with a blunt knife or a worn-out 
slicer, and the meat will not go as far. 
And short supplies of crockery make 
washing-up a sporadic hit-or-miss pro- 
cess which is costly in labour, hot 
water, and detergents. 


The harassed canteen manager caught 
between low charges and high food 
costs, high fuel costs, high wage costs, 
and now mounting replacement costs, 
will put himself in an invidious position 
if he economizes on equipment to the 
degree where his penny wisdom be- 
comes pound foolishness. 


But the New Year is a good time to 
take stock of small and large equip- 
ment: to ensure that it is sufficient in 
quantity and in good working order; 
and to work out a minimum level for 
all loose items below which it is bad 
policy to fall. 
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Nine Steps in 


Forming a 


Canteen Polic 


By WINIFRED McCULLOUGH 


Senior Canteens Adviser, Industrial Welfare Societ) 


To be run efficiently, a canteen must have a definite 


policy 


the yardstick by which it is possible to 


determine whether a canteen is fulfilling its function. 


In this article, the author examines the points which 


must be established when formulating a policy, and 


thus provides a means of checking the effectiveness 


of existing canteen services. 


CANTEEN must have a well- 
devised, clearly-formulated, and 
widely-promulgated policy. Otherwise 
the result will be chaos. The manager 
who is not sure what is expected never 
knows what must be achieved. 


It is not a case of subsidy alone. A 
policy is a matter of setting standards 
high enough to fulfil the requirements 
of management and customers, yet low 
enough to be compatible with the price 
of meals—whether this is determined 
by cash takings alone, or by takings 
plus subsidy. 


There are nine points to be con- 

sidered when formulating a canteen 
policy: 
Type of Meals. Ideas on this point 
vary tremendously. One firm may 
insist on solid four-course mid-shift 
meals of a really high quality. With 
this attitude usually goes a definite 
policy of serving fresh vegetables and 
fruits; to eschew the cheaper “filling” 
types of foods and to obtain maximum 
variety. 


Another firm say “simple and solid.” 
In their canteen you will see vast por- 
tions of traditional English working- 
class food—hot, savoury, and expen- 
sive to produce. 

A third may employ many women, 
and pin their faith to comparatively 
small portions of as wide a variety of 
foods as the manager can produce. 

All these policies have their bearing 
on costs. If you serve 200 dinners and 
offer six choices, your food costs will 
be higher than if you were to offer 
three choices. 

So there is the first point. What is 

the policy about food? Has it ever 
been expressed ? 
Meal Breaks. In many canteens the 
times of meal breaks were established 
during the war, and have never been 
altered. Here, the question to ask is: 
do they still suit present working con- 
ditions? Are they the best that can 
be arranged for the efficiency of the 
factory and for the convenience and 
economical running of the canteen? 
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Where the “everyone eats as 12.30" 
rule operates because that way is best 
for production, so it must remain. 
But often, an examination of meal 
times reveals practices that have just 
“crept in.” 


Tea Breaks. When and where should 
tea-breaks be taken? It is worth 
making a high-level decision on this 
point. For 500 people wasting five 
minutes every morning and afternoon 
over and above the official 10-minute 
break will cost their employers a 
million and a quarter working minutes 
in a year. 

Some firms send tea round the works 
on trollies; others establish tea kiosks 
at strategic points. 

The modern view seems to be that 
it is better for 10 canteen assistants to 
devote two hours daily to providing 
refreshments than for 500 production 
workers to spend 10 minutes daily in 
tea queues. But this decision can 
wreck the whole financial framework 
of the canteen unless it is made a 
matter of policy and the proper allow- 
ances are made. 


Service. One of the most vexed ques- 
tions in the canteen world at present 
seems to be: Should office workers 
have waitress service? This is just one 
of the policy considerations on how 
food should be served in a particular 
factory. 

To check up on the service policy 
the following questions might be 
answered: 

1—Does everyone get the sort of 
service the firm is proud to offer? 

2—Is the service quick enough” 

3— Does it provide privacy for people 
who would normally talk shop at 
lunch time? 

4—Is it as clean, efficient, and 
pleasant as possible? 

5—Is it up-to-date ? 


Control. An important point of policy 
is, of course, deciding how the canteen 
will be run. There are a number of 
alternative ways. It can be done: 
1—By the firm's own manager, res- 
ponsible to the personnel depart- 
ment, and perhaps assisted by the 
advice—or criticism—of an elected 
committee. 
2—By the firm’s own manager who 
is responsible to the works man- 
ager, managing director, or some 
other top executive. 
3—By an autonomous committee 
elected for a period who form 
themselves into a luncheon club. 
taking over full responsibility, 
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financial and otherwise, and ap- 

pointing their own manager. 
4—By an outside contractor who 
pays all bills and wages, and 
either works to an agreed subsidy 
or is reimbursed for losses. 

By a manager appointed by the 
firm and advised and supervised 
by an outside consultant who 
charges a fixed management fee. 

In practice, about 30 per cent of all 
industrial canteens are run by con- 
tractors, and upwards of 65 per cent 
by firms themselves. The percentage 
run by management committees is very 
small indeed. 


a 


Prices. About 50 per cent of all can- 
teens operate on a fixed price basis. A 
tariff is displayed and the manager may 
not increase or decrease prices without 
confirmation from his superiors—per- 
haps an executive or a canteen com- 
mittee. 

In the other 50 per cent, prices are 
elastic, and the manager can vary them 
according to season, market prices, and 
his own success—or failure—in buying. 

The level of prices reflects the cost 
of raw materials, plus wages, fuel, 
cleaning materials, light replacements, 
laundry and other miscellaneous over- 
heads, Jess the value of the fixed 
subsidy. 

Clearly, the flexible price is the more 
reasonable policy, as long as safe- 
guards ensure that some low-price 
meals are served for those who want 
them. When prices rise with the cost 
of commodities or fall with seasonal 
price reductions, fluctuations are ac- 
cepted far more placidly than would 
be the most minute change in the 
fixed-price menu. 

The Manager. Choosing the type of 
canteen manager to be employed is a 
matter of the utmost importance. 
When a manager is required, the firm 
should leave no doubt as to the salary 
range offered, and the qualifications, 
experience and character traits desired. 

A point to remember: A canteen is 
as good as its policy, its manager, and 
its premises—-in that order. To econ- 
omize on the manager's salary is, in 
most cases, to say goodbye to chances 
of successful operation. 


Staff. The number of staff required 
varies, not only according to size, but 
also with conditions of work and the 
type of service provided. Generally, 
however, a team of four should be able 
to fulfil the needs of 100 dinner cus- 
tomers, and about 300 snack and 
beverage customers. This team should 
suffice for food preparation cooking, 
and cleaning. It will not, however, 





stretch to cover waitress service for 
executives, tea station service in distant 
workshops, or a specially varied or 
elaborate menu. 

For the most part, there is little 
choice in employing general canteen 
hands. The washer-up, potato-peeler 
and general cleaner is neither easy to 
find nor to keep. About all one can 
demand is that they should be be- 
tween 18 and 60, scrupulously clean tn 
appearance, healthy, and have good 
character references. It is, however, 
a mistake to take on obviously unsuit- 
able hands even in a quite unskilled 
capacity. 

All canteen staff should be medically 
examined. Apparently healthy people 
may carry germs likely to cause great 
discomfort and illness to many if they 
come into contact with food. One 
large organization medically examines 
all candidates and rejects on the follow- 
ing grounds: any chronic skin lesion, 
tuberculosis (even a healed case may 
be affected by the heavy nature of 
canteen work), active varicose veins, 
notably defective eyesight, bad teeth, 
any intestinal infection, or any past 
typhoid or gastro-enteritis. Those who 
come under the description of “chronic 
unwashed” are also barred! 


The Subsidy. On the whole, a subsidy 
will be necessary if Is. 6d. or less is to 
be charged for a main meal of meat or 
fish with two vegetables. Sandwiches 
(meat) will also have to be subsidised 
if they are to sell at under 10d. Tea 
has a food cost of just under Id. for 
an 80z. cup and has negligible labour 
cost. But tea pushed round the works 
on a trolley involves much waste and 
high labour costs. 

In deciding on the degree of subsi- 
dization, difficult premises, shift meals, 
night meals, waitress service, and the 
level of wages paid to canteen staff 
must all be taken into consideration. 

A good subsidy policy allows for 
fluctuations in the cost of materials, 
wages, and in the demands made upon 
the canteen. It may be gross or net; 
it may be expressed as a percentage of 
the wage bill, as an allowance on each 
meal served, or as an agreed sum per 
employee per year. 

A study of 50 London firms shows 
20 with a canteen subsidy of less than 
£2.10s. per employee per year; 15 with 
between £2.10s. and £3; eight with £3 
to £4.10s.; four with between £5 and 
£6; one with £8; one with £12; and 
one with £16.10s. 

These figures take into account all 
charges made against the canteen, and 
are calculated on the total number of 
employees. 
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COMPLETE CANTEEN OUTFITTERS 


— finer tribute could be paid to 
—~ —~ trial cleaning equipment ! This 
graph shows NEW WEI 
BEC 
Vacuum ( leaner for Industry, in ~ 
use in Vauxhall Motors 





PIONEERS IN TEA DISTRIBUTION 
actual 
gigant ta 
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* No dust bag 
* Extremely Portable 
and manoeuvrable 


* A complet 
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Specialists in Wash-up installations 
-¢ including the 
yj “ FARQUHARSON ” 
i CONSTANT FLOW 
STERILIZING SINK UNIT 


* Approved by H. 
Inspector Oe ". 
Factories 


This will be on show, with a complete range 
of canteen equipment at the 
HOTELS AND CATERING EXHIBITION 
Olympia, London 
January 25th to February 3rd, 1956 


Write for leaflet 250 or ‘phone for ao demonstration 


NEW WELBECK LIMITED Visit us at 

















HEAD OFFICE AND WORKS 
ae 120 New Bedford Road, Luton. Te!. Luton 3895 pbx THE NATIONAL HALL, FIRST FLOOR 
By appointment to LONDON: 6Cavendish Sq. W!. Tel. LANgham 1517/8 STAND No. 207 
H.M. The Queen Rien Qeanshes 
Veennin ieee BIRMINGHAM, MANCHESTER, SCOTLAND, EIRE 
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v Welbeck Lid Made in Britain— Used throughout the World 
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OFFICE 
Abbess 
EQUIPMENT 


Model 6840 


Theres an ABBESS 


desk and chair 
for everyone in your office 


You have a wide choice of desks and seating from the Abbess 
range. There are no “odd pieces” either. All units are of 
matching design and convey an atmosphere of pleasing uni- 
formity. Abbess construction, too, has the background of more 
than eighty years’ experience in making furniture, and prices 
are keenly competitive. 















Let us forward you a 
catalogue giving complete 
details of the Abbess 
range together with address 
of your nearest Abbess 
distributor. 


Model 6650 


ABBOTT BROS. (SOUTHALL) 


ABBESS WORKS SOUTHALL MIDDLESEX 


Telephone : SOUthall 1357 Telegrams & Cables: Abbess, Southall 
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NEW AIDS TO GREATER OUTPUT AND LOWER.COSTS 








@ Office .. 129 ’ 


Industrial . . 135 


FOR YOUR OFFICE 


Faster Analysis 
NEW type of rotating pegboard 
is now obtainable from one of the 
best-known manufacturers of this type 
of analytical equipment. The board 
uses overlapping forms so that only 





Double-capacity pegboard 


the portion to be analysed shows, and 
this can be adjusted to any position 
by a simple friction grip 

In this way, it is possible to set the 
magnetic line guides on both sides of 
the board, extract the lines of figures 
from one side and, without clearing 
the machine, rotate the board and 
continue the addition along the corres- 
ponding line on the reverse side. This 
means, of course, that the board has 
nearly double the capacity of most 
other models. 

Another advantage is that the board 
permits non-stop loading and analys- 
ing. This is effected by having one 
stand and two or more boards for each 
operator, thereby enabling junior 
clerks to strip and load one board 
while the operator is analysing the 
other. In practice, it is usually found 
that one junior can keep two operators 
supplied with loaded boards, although 
naturally this depends on the nature of 
the work being carried out 

Enquiry Ref. No. O.1/1 


Parquet in the Office 


NEW form of thermoplastic tiling 
is now available in two attractive 
Shades of hardwood brown. The 
tiles measure 9in. by 3in. and provide 
a life-like “parquet” effect. They can 
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be kept clean simply by wiping with a 
damp cloth. 

Among the more important assets 
claimed for thermoplastic tiles is that 
they are damp-proof, that there is 
no shrinkage and that they help to 
conserve the heat temperature of the 
room. The tiles can be used with 
equal success on both old and new 
floors. 

Enquiry Ref. No. O.1/2 


Safer Transactions 


NEW ticket-printing and sales- 
recording machine prints and issues 
tickets, vouchers, receipts, etc. (in 
triplicate if necessary) from a plain or 
coloured roll of paper. At the same 
time, it records a complete copy of the 
transaction on an audit roll fitted in- 
side the machine 
The printer is operated by two sets 
of levers, one for sterling or decimal 
values, and the other for registering 
any additional information code 
number, customer number, and so on. 
To issue a ticket, the operator simply 
sets the levers at the required positions 

















Prints and issues tickets 


and turns a handle. Also printed on 
each ticket, and on the audit roll, is a 
five-digit consecutive number, an opera- 
tor’s code letter, a machine number 
and the date. 
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To eliminate the possibility of 
illegible figures, all figures are securely 
locked in position during the issuing of 
the ticket. There is also a device to 
prevent tickets being issued without a 
duplicate on the audit roll. Two felt 
rollers ensure that the printed matter 
is quite dry when issued to the customer 

Tickets vary in length from 14in. to 
4hin. and can carry additional printed 
matter (advertising slogans, condi- 
tions of sale) as specified by the user. 

Enquiry Ref. No. 0.1/3 


New Oil-Pen 
ATEST addition to the range of 
Poppet speciality pens is an oil-pen, 

designed for lubricating typewriters, 

numbering machines, door hinges and 
range of 


a wide other office and 






he 
so 
Press to lubricate 


industrial articles. Like other Poppets, 
the pen is Operated by pressing the 


point on to the surface until the 
required amount of oil has been 
extracted. 


Refills can be obtained as required. 
Enquiry Ref. No. O.1/4 


**Slide-Rule’’ Wall Chart 

NE of the newest and most ver- 

satile wall charting systems is 
described by its makers as “the chart 
with slide-rule action.” Basically, it 
consists of a number of self-supporting 
bar-units which fit one above the 
other into an aluminium panel. The 





* Equipment included in this survey is selected for its news value alone. The 


names and @ 
be obtained by 


Waterloo Road, London, S.E.1, 


BUSINESS, Mercury 
quoting the appropriate reference numbers 


ddresses of the manufacturers or distributors of items mentioned can 
writing to the Editor, 


House, 109-119 


Manufacturers are invited to submit details of new and interesting products for 


consideration. 


An original photograph should accompany each item submitted. 


129 

















Pate 


ee es 











er ter teen settee ron 





mate Bi fine cm nme name ar tt te — me 








EQUIPMENT SURVEY 


one master scale, or “ titling bar.” 
The unit is completely self-contained, 
and measures only 20}in. wide by 
164in. high. 





Enquiry Ref. No. O.1/5 


Attractive Notice-boards 
N a new extensive range of inter- 
changeable notice-boards for offices, 
factories and showrooms which has 
recently come on the market, the 
letters and figures are made of moulded 


Adjustable strips 


front of each bar forms a transparent 
plastic ** window.” Through this can 
be seen twocards, one at the left end and 
one at the right end. On the cards 
are typed (or handwritten) the required 
data. Between them is a_ printed 
scale and, immediately beneath the 
scale, a number of coloured plastic 
strips which form the compound 
coloured bar of the chart. Thes> 
Strips can be easily adjusted by small 
knobs which only become visible when 
the bars are removed from the panel. 

When fully assembled, the chart 
contains 26 working bar-units plus 





Quick-change board 
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for full details or demonstration: 


T. 8. 


(OFFICE EQUIPMENT) LTD. 


30 NEW BRIDGE STREET, 
LONDON, E.c. 4. 


Telephone: CITY 1107 


Sole Distributors for Everest Calculators 
and Typewriters. 


Sales and service throughout the country. SWUM 








/, WITH THESE UNIQUE FEATURES 


% Capacity 9x 8x 13 and 10x9x 17 
with or without Back Transfer and 
Split Register. 


plastic, and are fixed on the board by 
means of special penetrating points, 
which hold firmly in the slotted felt 
backboard. 

A wide range of founts is available 
in either 4in. or lin. sizes, and in a 
variety of colours—red, white, blue, 
yellow, black, green and brown. 

The frame of the board is made to 
the customer's specification. It can 
be supplied either with an open front 
or with a glass cover. The felt 
backgrounds are available in a range 
of colours, including black, maroon 
and grey. 

Enquiry Ref. No. 0.1/6 


Long-lasting Floors 
LOCRETE SR is a new synthetic 
rubber solution, the main use of 
which is to provide a permanent pro- 
tective coating for all types of floor 
surfaces, including concrete, brick, 
stone, metal, linoleum and wood 
It is applied by normal painting 
methods and is _fast-drying—light 
traffic can be resumed ten hours, and 
heavy traffic 48 hours, after applica- 
tion. So by applying the material at 
night or weekends, no interference 
with normal work is necessary 
Once it has dried, the material forms 
a hard, durable film. After a week, 








4 


Key setting with proof dials. 
Single hand operation 


Automatic dividend tabulator and 
division alignment. 


Reverse switch for negative division. 


% Tens transmission throughout. 
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Please send for 
brochure ref HA/356 


| HANDY ANGLE MANUFACTURING COMPANY 
GRAND BUILDINGS, TRAFALGAR SQUARE, LONDON, W.C.2 
Tel: Trafalgar 2551 Works: Brierly Hill, Staffs 
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Efficiency in any organisation starts with—SPEEDY—ACCLU RATE DOCUMENTATION. 
Whether it be a factory or a finance house information must be distributed 

rapidly—it must be accurate without unnecessary cross checking 

The dyeline process and the MONEX C.2. satisfies these requirements by working 

direct from a hand or typewritten manuscript 

Every copy is equal in quality, sharp, clear legible and the number of copies 

obtained from each original is unlimited 

We have a fully qualified staff to discuss any application of the 

MONEX C.2 to office systems 

Ask us for a demonstration on your premises or in 








sur Showrooms 


LAWES RABJOHNS LTD. Abbey House, Victoria St. Westminster, London, S W.1. Telephone: Abbey 1542 
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it reaches about 85 per cent of the 
hardness of plate glass. Among its 
other properties are excellent resistance 
to abrasion, water and chemicals. 
Enquiry Ref. No. O.1/7 


Office Copying 


N response to requests received 

following last month’s article on 
Office copying, we publish here details 
of three up-to-date copying machines 
Suitable for use in small and medium- 
sized offices. 


First is the Polycopy, a 


spirit 
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duplicator designed primarily for 
short-run work. Up to 300 copies 
can be obtained from each master 
sheet, and the machine also provides 
for the economic reproduction of 
bills, instruction sheets, invoices, etc. 
It accommodates both quarto and 
foolscap paper, and reproduces multi- 

















Left: The Copyfix 
Above: The Bandavelop_ Twin 
Below: The Polycopy 














laboratory or stores. 
of your business to react ? 


. . Vital information . . 


coloured sheets quickly and efficiently. 

The second machine, the Bandavelop 
Twin, gives a perfect black-on-white 
photocopy of any office document in 
less than a minute. All types of 
copies can be produced—single-sided, 
double-sided, transparent, etc.—up to 
14in. wide and of any length. The 
machine is extremely simple to use as 
it exposes, develops and prints in just 
two operations. 

Finally, there is the Copyfix, a 
compactly - built unit photo - copier, 
which is small enough to fit neatly on 
a table or desk. Single or double- 
sided copies can be produced in less 
than 60 seconds, and annotations, 
alterations and signatures in particular 
are strongly reproduced. The Copyfix 
is extremely simple to operate, and 
requires no darkroom, rinsing or 
washing apparatus. 

The picture (left) shows the mach- 
ine producing an extract from a book, 
the main point about this being that it 
is not necessary first to remove the 
page. This facility, of course, offers 
great scope to firms wishing to produce 
a quick brochure. 

The same firm also make _ the 
Secretary, a smaller machine designed 
to take the “ overload” from other 
larger models. 

Enquiry Ref. No. 0.1/8 


BUSINESS MERVES TO-DAY ? 


You want important papers . 


. asample from 


How long does it take the nerve system 
How quickly do your requirements 
reach your desk and how much does it cost to get them there ? 
Remember, your business organisation is just as strong as the 
link between its various sections. On the smooth flow of paper- 
work and materials its prosperity and progress depend. 
Carrier Tubes and Conveying systems provide the vital line of com- 
‘munications which enable your whole organisation to function at peak 


Lamson 


efficiency ali the time. Why not consult Lamson (Dept. D.1) now ? 


—— LAMSO 


LAMSON ENGINEERING CO., 


CARRIER TUBES 
AND CONVEYORS 
LTD. 


HYTHE ROAD, LONDON, N.W.10 
Tel. LADbroke 2424 
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KEEPING UP 
WITH 
MODERN TRENDS 





Smith's local shop or bookstail 
can quickly supply you with books on 
established and new methods in manage- 
ment, marketing, forecasting, production, 
industrial relations and recent mechanical 
and electronic aids for commerce and 
industry. Lists of titles on any subject can 
be quickly supplied by your local branch 
% Your stationery and printed 


matter can also be supplied 
through our local branch 


W.H. SMITH & SON 


FOR BOOKS ON COMMERCE & INDUSTRY 


Head Office: STRAND HOUSE, LONDON, W.C.2 








Time, directly or indirectly, 
FO ca is cost. If records of 
eccupied time are not 


paying for time it does not get. The systematic 


accurately kept the Firm 
concerned may well be 


analysis of working time is a first step to 
increased production and lower costs. 

The GLEDHILL-BROOK Time Recorder controls 
the use of time; it provides an indisputable 
record of attendance, time on a job, overtime 


and other figures essential to accurate costing 


Write for full details and BROOK 
illustrated leaflet to : 


GLEDHILL-BROOK TIME RECORDERS LTD. 


and the economic employ- 
ment of labour. 





and Symphony 


Time, in terms of finding an executive 
quickly, is precious. Rediffusion Stafi 
Location saves it. 

Staff relations and output are both improved 
by policy broadcasts given personally by 
directors and senior executives known to 
employees. 

Enquire how Rediffusion can save t'me and 
help to solve labour and production problems 
in your factory. ' This entails no obligation, 
just as its installation entails no capital outlay. 


Staff Control through 


REDIFFUSION 


STAFF ANNOUNCEMENTS MUSIC WHILE YOU WORK 
STAFF LOCATION TIME SIGNA_S 


STRATTON HOUSE, PICCADILLY 








LONDON, W.!. TEL: MAYFAIR 8886 
38 EMPIRE WORKS i HUDDERSFIELD One of the Broadcast Relay Serv’ce group of compani:s 
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Garage with convention- 
al lighting. Note the con- 
fusion of beams, pipes, 
trunking, wiring and 
light fittings. 


The same garage after 
modernising witha LU- 
MENATED CEILING. 


Ss" 


Write for wour copy of 
‘““LUMENATED CEIL- 
INGS”’, an_ illustrated 
brochure giving full de- 
tails of this new lighting 
technique. 


LUMENATED CEILINGS uniren 


LONDON OFFICE 


HEAD OFFICE 


ALLIANCE HOUSE, CAXTON ST., S.W.1. 
THERMOTANK LTD., 


SOUTH AFRICAN CO 
& GODFREY ST 


When modernising old premises or building 
new ones, you can make lighting an integra] 
part of design by installing a LUMENATED 
CEILING, a new lighting technique com- 
bining light source and ceiling in one. The 
whole interior of shops, offices and show- 
rooms is diffused with a pleasant, efficient 
light of uniform intensity without shadow, 
glare or ‘high spots’. The LUMENATED 
CEILING overcomes many design problems 


HELEN STREET, 


THERMOTANK §&.A. (Pty.) LTD., 
, JOHANNESBURG 


ABBEY 7113 
GLASGOW 
SIMMONDS 


DUSINESS 


HOW THE 


SCENE CHANGES 









by effectively screening overhead pipe work, 
ventilation trunking and other unsightly 
projections. 

SAVING IN MAINTENANCE COSTS 

The surface of the LUMENATED CEILING 
is a durable, finely corrugated plasti: 
material, specially treated to repel dust 
It is non-inflammable, can be easily cleaned 
and kept in perfect condition with the 
minimum of attention. 





TGA \? 
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VANUART, PFSO 
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INDUSTRIAL 


MATERIALS HAVDLINVG 


New Mobile Crane 


NEW 3-ton crane, the K33, is a 
fully slewing machine capable of 
taking rated loads without the use of 
outriggers. Diesel-powered, it em- 
ploys the direct mechanical drive 
which enables full engine power to 
be applied to each motion. It is built 
on the unit-construction principle, so 
servicing is simplified considerably 
A comprehensive range of alter- 
native jibs and chassis types is avail- 
abie, together with many types of 
optional equipment ; these give the 
KL33 a wide range of applications. 
The jibs include channel and lattice 
construction types, while special types, 
such as swan-necks, can be supplied. 
One of the most interesting is a canti- 
lever jib, designed to allow efficient 
working in confined spaces and 
indoors. It is raised or lowered 
smoothly by an hydraulic ram. 
The wheeled-chassis is available 
with direct drive ; with two-wheel 
differential drive (including a locking 





Small turning circle 


device to give direct drive when 
required on soft ground) ; with four- 
wheel differential drive ; and with 
two-wheel differential drive with axle 
lock and four-wheel steering. This 
last arrangement, fitted to a standard 
mobile crane chassis for the first 
time, combines manoeuvrability of 
caster-steering with the stability of a 
conventional four-wheel chassis, and 
enables the crane to turn in a 26ft. 
diameter circle. 

The power unit is a two-cylinder 
air-cooled diesel, with a fuel con- 
sumption of about 24 gallons per 
eight-hour day. The crane is simple 
to drive, the controls resembling those 
of a road vehicle. The operating 
controls have an inching device ; at a 
recent demonstration the lid of a 
Cigarette box was closed, using a 
3-ton weight. This facility does not 
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interfere 
working 

The crane can be driven over long 
distances as the travelling mechanism 
takes the full power of the engine. 
Gradients up to one in five (in 
extreme conditions) can be negotiated 
with the crane travelling light. A full 
range of safety features incor- 
porated 


with the 


speed of normal 


are 


Enquiry Ref. No. F.1/1 


For Confined Spaces 


NLY 24in. wide and 60in. long 

(excluding forks), a new battery- 
powered fork lift truck can handle 
loads in extremely confined space and 
manoeuvre them round narrow inter- 
secting gangways. It should be par- 
ticularly useful where a block storage 
system is employed 


Control and steering is by means of 


a “deadman” tiller arm. Since the 
power unit can be rotated through 
360 deg., ride-on or pedestrian control 
may be used 

Lifting and tilting is effected hydrau- 
lically, the lifting capacity being 
1,000Ib. at 18in. load centre to a 
height of 10ft., or 2,000Ib. at 18in. 
load centre to a height of 7ft. 6in. 
Masts are telescopic, and 2deg. for- 
wards and 10deg. backwards tilts are 
provided. Fixed masts can be pro- 
vided if required. 

Standard forks are 4in. wide and 
adjustable. Special forks are avail- 
able, to customers’ specifications—an 
important point where awkwardly- 
shaped goods are to be handled. 

Transmission from a 24v. constant- 
speed motor is through a heavy-duty 
single-plate clutch and a gearbox with 





Ride-on or pedestrian 
control 


three forward and one reverse speed 
A separate motor operates the hydr- 
aulic system. 

The simplicity of the truck's design 
and the accessibility of its com- 
ponents ensures that maintenance can 
be carried out by the operator himself 

Enquiry Ref. No. F.1/2 


Improved Lifting Truck 


ITH a capacity of one ton, a new 
version of the Code 675 lifting 
truck has a lifting frame 36in. long 
and 18in. wide. Chief improvements 
are the reduction of effort needed to 

















Lifts in confined gangways 


operate the hydraulic pump, and the 
rounding of the lift frame corners, 
which facilitates entry into a stillage. 
The pump handle is separate from 
the towing handle, thus enabling the 
truck to be lifted in confined gang- 
ways, and the pump itself is easily 
removable for servicing. The truck can 
be fitted with either iron or rubber- 

tyred wheels. 
Enquiry Ref. No. F.1/3 


PORTABLE POWER 
TOOLS 


Drilling Hard Surfaces 
HE Diatube range of drilling equip- 
ment is for drilling clean, accurate 
holes in hard materials such as wall 
tiles, flint bricks, concrete, granite, 
quartz, fired porcelain and marble. 
Main components are a diamond- 





Spring-loaded cup directs coolent 
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tipped tube drill; a water swivel 
which ensures that the coolant supply 
removes the cuttings ; an adaptor to 
connect these two units where necess- 
ary ; and various auxiliary units for 
use under specific conditions. One 
of these accessories consists of a 
spring-loaded cup intended to direct 
the flow of waste water while drilling 
vertical faces. 

The assembly is for use with port- 
able or stationary power drills equip- 
ped with standard 4-in. Chucks. 

Enquiry Ref. No. F.1/4 


ELECTRICAL SUPPLY 


New Relay 

NEW general-purpose relay meas- 

ures only 3}in. by I gin. by 24in., 
but has contactor performance—the 
contacts having a continuous rating 
of 20amps. at 250v. A.C. A two-pole 
changeover contact arrangement is 
used, which meets a great many needs, 
including nearly all single-phase mains 
switching. 

The coil consumption is below 5A 
on A.C. and 24watts on D.C., thus 
allowing operation over contact ther- 
mometers, etc. The frame is fully 
laminated, and the construction gives 
rapid operation on both A.C. and 


TRAOE MARK 


boost your costs 2 
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Contactor performance 


D.C., with inherent silence when 
operated on A.C. 

Other features include screw term- 
inals with Nyloc nuts and cable 
clamping washers ; replaceable con- 
tacts, and a stainless steel armature 
shaft in self-lubricating bearings, to 
allow rapid operations over long 
periods. 

The relay is also available in a 
weatherproof cast aluminium box, 
measuring 7in. by 3 4in. by 34in. A 


. 
o 


Each employee 5 minutes late costs you up to 


34d. daily. In a year, that means over £177 


for every 50 on the payroll. 


A MAGNETA Time Recorder costs less than 


half this and will pay for itself in 6 months. 


“RIGHT ON TIME” means MAGNETA Time. 


MAGNETA TIME RECORDER 


“Keep an eye on Costs” 


THE MAGNETA 


GOBLIN WORKS 
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LEATHERHEAD 


TIME COMPANY 


SURREY 


}j-in. conduit entry is provided top 

and bottom, and there is a channel for 

through cables behind the relay. 
Enquiry Ref. No. F.1/5 


WAINTEVANCE 
New Cleaner Attachment 
ANUFACTURERS of the 
Chevron floorsweeper claim that 
it overcomes what they regard as a 
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For sweeping gangways 


Are you RIGHT ON TIME? 


. ++ OR do your “5-minute-men”™ 





LTD. 


Telephone: ASHTEAD 866 
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Now all under one roof 


NATIONAL PLASTICS CONSOLIDATION COMPLETE 





In order to increase still further the efficiency and productive capacity of our 
plant, we have now completed the consolidation of our plastics interests under 
one roof at Walthamstow. 

The reorganisation of the different sections of our business into Divisions. 
the purchase and installation of more plant and the provision of more factory 
space have had the desired effect. 

A plant which for many years has been one of the largest in Europe devoted 
exclusively to plastics production is now larger still. Manufacturers needing 
larger quantities of finished plastics goods are invited to visit Avenue Works to 
inspect the plant and its ancillary services. They cannot fail to te impressed by 
take 


one example of current orders, supplies 


an organisation which, to only 





— 
NATIONAL 
PLASTICS 











mouldings for two of Great Britain's most 
popular motor cars with unfailing regu 
larity. A plant in fact which can supply 
plastics mouldings on a scale to satisfy 


the largest industrial enterprises. 
PO ewe ee, 
NATIONAL PLASTICS (SALES) LTD. Sales Organisation for BRITISH MOULDED 
PLASTICS LTD., Avenue Works, Walthamstow Avenue, t. LARkswood 232 


London, I 





The NEW 


the Size 
or Shape. . . 


in Lockers 
































‘SQUARE DEAL’ 


NP33 





NATIONAL PLASTICS 
MAKE... 


Compression 
Mouldings 


Injection 
Mouldings 


Extrusions 


Reinforced 
Mouldings 


Bituminous & 
Hard Rubber 
Mouldings 


. from all available 
plastics materials 














’ 
th ere S a (Patent applied for 13611/54) 
Me Rigidly interlocking by patented device these 
WE S L EY ie sturdy steel cube lockers offer endless possibilities 
ixd for space saving 
{>a Stove-enamelied in choice of attractive colours 
foam) Firmly closing door, fitted with either chromium 
| In plated finger pull and ball catch or English 6 lever 
aA \A lock. Extra parts provide for coat hanging and 
. seating 
t 0 f | t A 6in. stand permits use of lockers over steam pipe 
iit. for airing. Made in two sizes—I!2in. or | Sin 
When it's a question of ' fi ‘dod ; % Showing various arrangements thot con be 
finding the right envelope i} } 4 achieved by INTERLOCKER 
no matter what the size, Te 
| remember the name Wesley. We - oe 
} supply envelopes of every possible rou 
shape (if it’s not in stock - we'll 8 
i) make it) - printing and r ¥ 
ieiy die-stamping when and where CEET) 
af ~ you need it i « iy 
nN: AS A WALL || . 
== HAROLD WESLEY LTD. FITTING | nt COMPANY LIMITED 
°y Mills, London, N.W.10. Phone : ELGar 680! | (6 lines) ———— BLACKHORSE LANE, LONDON, E.I7 
Reading, etc Telephone : LARKkswood 4411-4 


ces at Lnodon, Birmingham, Leeds, Manchester, Bristo 
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big weakness in industrial vacuum 
cleaners. The new unit is an attach- 
ment for coupling to their model RM22 
machine for large-area and gangway 
sweeping. Dust and dirt can be 
removed without interfering with 
production ; an adjustable slide allows 
the removal of factory debris without 
raising dust 

The attachment is made in standard 
widths of 18, 24 and 30in. For 
extra-large areas there is a 50-in. wide 
attachment for use with the same 
maker's RM44 twin 

Enquiry Ref. No. F.1/6 
BENCH TOOLS 

**Down-grip’’ Machine Vice 

HE Dormer machine vice is de- 

signed to ensure that a workpiece 
is gripped positively without any 
possibility of upward lift. Similar in 
appearance to a conventional vice (and 
used in the same way) the Dormer 
combines rapid adjustment for work- 
size with a lever-mechanism which 
ensures that the jaws remain square 
with each other and with the base at 
all times. They exert a downwards pull 
as the work is gripped. 

Dimensions of the vice are: maxi- 
mum opening of jaws, 4in., width of 
jaws, 6in., depth of jaws: Iin., 


with 


Cc 


CHEVRON 
Lockhead Bolt 
Lug engages with 
slot, preventing 
bolt from turning 


Slotted Angle 


LIMITATIONS! 





Positive gripping 


height from base to top of jaws, Sjin. 
The body of the vice is swivel-mounted 
on the base, and can te rotated 
through 360 deg., a scale graduated 
from 0 to 360 deg. being provided for 
setting purposes. The standard jaws 
are held in place by socket-head 
screws, and are reversible to allow 
shallcw V-grooves on the back to be 
brought to the front for gripping rough 
work, which normally would tilt whea 
gripped. It also preserves the datum 
faces for accurate work. Soft jaws can 
be supplied if required. 

One of the jaws of the vice is used 
solely for exerting the gripping force 
through the medium of a screw and 
hand-lever. The other jaw is adjustable 


M ensure 


100% 


the land. 


post free from:— 
CHEVRON 





by means of two thumb-triggers to 
enable it to be set to the work-size 
The jaws are mounted on a steel slide, 
and are fitted with resilient wearing 
plates, which are renewable. 

Enquiry Ref. No. F.1/7 


GEVERAL 
Safer Ladders 


HE dangers connected with climb- 
ing ladders can be lessened by the 
use of the new Fixfoot adaptor. This 
simple but effective device gives a 





Will not slip 


Identical Slots in 
BOTH FLANGES 


ADJUSTABILITY 


Wherever you cut it, whichever flange you use, Chevron Slotted 
Angle can always be bolted in the exact position desired. 
And there is no wastage ; there are always bolt holes, enabling 
the smallest offcuts to be joined together. Chevron represents 
The ULTIMATE DEVELOPMENT of SLOTTED ANGLE 
It is a complete system, with unique features which render it 
indispensable to every factory, office, warehouse and garage in 


Ask for further information today. 


Please ask for Booklet ‘G' 





N 


Bar STRUCTURAL C NS 
UNITS LTD. 
7 Victoria Street Registered Trade Mark 
Westminster, S.W.1! 


Telephone: ABBey 4/6/ 





WORLD PATENTS PENDING 








BUSINESS 


more stable base for ladders—the 
makers claim that it is perfectly safe, 
even on greasy floors 

The adaptor is easily attached, and 
the reversible ends (point and ferrule) ¢e"7FD . 
make it suitable for use on any flat. I hat Ss an 
hard-surfaced floor. It conforms with 
the Factories Acts 


excellent idea— 
Enquiry Ref. No. F.1'8 


s5 
ta to ALL our reps... 
New Security Switch 
LTHOUGH the Allo security 
switch is primarily intended for 
use on cars, lorries and other vehicles, 
it has many other applications—pre- 
venting the unauthorized use of 
machinery, for example. It can be 
incorporated in locks for safes or, with 
a little adaptation, can be made into 
an efficient burglar alarm for shops, 
offices or factories 
In a car or lorry it may be fitted to 
the dashboard. If a potential thief 
tampers with the switch, either the 






yes we'll present them with a Prestons 
Completely thief proof 


Swiss Chronograph—a 17 jewel lever, water- 
protected, shock-protected, anti-magnetic, fully 
horn or some other warning device is 
sounded, or the fuses are blown 

If the vehicle’s owner suspects that 
the combination is known, he can 
change it by adjusting the position of 
the dial. This is simply done by 
removing two screws 

Alternatively, the switch may be 
fitted under a seat, under the bonnet 
or In any other position. It can be 
set so that lifting the bonnet, releasing 
the handbrake, depressing the clutch WRITE TO US. 
wv changing gear will sound the horn 
It can also be adapted to lock the Prestons, leading sup- 

onnet or doors, or to prevent move- 
rent of the controls. 


guaranteed, precision wrist watch, with 
stop-watch action, that has many other 
uses, ideally suited to those in Industry 
both at work and leisure. Suitably 
engraved, it is a very acceptable tax-free, 
extra bonus, which is a worthy expression 


of a Board's goodwill 


pliers of Swiss Stop- 
. Watches to British In- 
Once fitted, the switch is completely e 4 " 4 
authorized person to inspect the eee 1V chronographs on ap- 
viring. proval. 


Enquiry Ref. No. F.1/9 CHRONOGRAPH Please write to us. 


New Abrasive Technique from the firm who supplies YOUR Stop-Watches 
( ‘LAIMED to be the most revolu- 


aha ra 7 SWISS-WATCH SPECIALISTS 
~—tionary development in the polish- P R E S I 8 N s LI D ‘ DEANSGATE, BOLTON, LANCS. 
t field in the last 15 years, the new 


( , 





wheel employs an entirely new 
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Efficient Office Planning 


The Anderson Type ‘F’ System of partitioning is designed to 
make the best possible use of floor space. Segregation of 
departments into quiet, orderly units improves working 
conditions and simplifies direction and control. 

This modern system of unit construction, utilising extruded 
aluminium supporting members, embodies special features 
including rubber glazing beads and rubber inserts in archi- 
traves, reducing noise and vibration to a minimum. Choice 
of panelling may be made from a wide variety of attractive 
sheet materials. Speedy dismantling and re-erection to a 
new layout is made possible by simplified floor and wall fixing. 


Enquiries are invited. Please ask for literature. 


HIGH-GRADE PARTITIONING BY 


ANDERSON CONSTRUCTION CO. LTD. 
CLIFTON HOUSE, EUSTON ROAD, LONDON, N.W.! EUSton 7465 


Agents throughout the United Kingdom and Overseas 
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Long-life abrasive 


method of coated abrasives applica- 
tion 
The wheel is built up of more than 
1,000 segments of coated abrasive 
cloth; efficiency is maintained con- 
tinuously, fresh grain being exposed 
as wear takes place. Its self-conform- 
ing profiling action eliminates many 
of the difficulties encountered when 
polishing contoured surfaces. Requir- 
ing no “breaking in” or dressing, it is 
capable of performing, in one opera- 
tion, most of the jobs formerly done by 
such methods as dressed wheels and 
buffs 
In the U.S.A., where the wheel has 
been used for some time, one plant 
reported that the wheel lasted 35 
hours, compared to the maximum of 
15 to 20 minutes for dressed wheels 
performing the same operation 
Enquiry Ref. No. F.1/10 
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Fan-Heater 

WIN purposes of multi-bladed fan 

embodied in the portable K-L elec- 
tric-powered heater: (a) in winter, with 
the two-strength “black-heat”™ element 
switched on, to circulate warm air; 
and (b) in summer, simply to ventilate 

The fan needs no special care in 
handling. Element and blades are 
enclosed, and their insulated casing 
cannot get too hot to hold. The wide- 





Heats and ventilates 
BUSINESS 





based stand minimizes the danger of 
upsets 
Finish is cream stove-enamel 


Enquiry Ref. No. W.1/1 


Nuclear Fire Alarm 


ECENT application of nuclear 
research is the Minerva fire detec- 
tor, which will set off an alarm as soon 
as smoke appears and before flame or 
heat are detectable Each detector 
will protect 1,000 sq. ft. of floor space 
Secret of the device is an ionization 
chamber: when smoke enters, electrical 
changes in the ionized air produce an 
immediate flow of current round a 
balanced circuit including a cathode 
gas-filled tube which protects against 
false alarms The circuit can be 
attached to alarms or automatic extin- 
guisher equipment, and to a central 
control panel which indicates where 
fire has broken out While Cetectors 
are “on guard,” no current flows, so 
that there is nothing to wear out apart 
from the activating tsotope which ts 

virtually everlasting 
Enquiry Ref. No. W.1/2 
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Onion Cutter 


A QUICK and savoury way of 
preparing sliced onions is to use 
the G 3/37 onion cutter The onion 
is put on a wooden chopping base, 
and five sharp blades are pushed 
through it by pressing the handle 
Spring-operation automatically draws 
them back into their plastic casing 
Outer casing is also of plastic, and all 
metal parts are rustproofed 


Enquiry Ref. No. C.1/1 
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over a few weeks would buy you these three 


labour-saving aids to quicker collation and folding 
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It collates 
p ad ——~ It aligns it folds 





e when the ? e Jepresse rs 
Ay ble with é 4 


higgledy-piggiedy papers Creases 


tter of seconds twelve 

















SPEED YOUR MAKE-UP OF REPORTS 


documents f idp 
schedules 
etc. with 


Like most good ideas the con- cannot afford to turn your back 
ception of the three Fold- on this advertisement. Write 
master aligning, collating and to us now for further details 
folding aids is essentially and learn how Foldmaster aids 
simple. And because they’re cut the high labour cost of 
simple they are easy to operate. report “make-up” and enable 
If you issue sets of reports or you to issue clean, crisp docu- 
documents in any quantity you ments free from “handle.” 


OFFICE EQUIPMENT COMPANY 


F OLDMASTER DIVISION, |13 High Holborn, W.C.1 - - Telephone CHAncery 6524 
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Yes, I can 
hear you 
perfectly .. . 


Hiow many of your work people and colleagues can 
i 


say that whenever they are on the phone? 





Yet the installation of a BURGESS ACOUSTI- 
BOOTH—which is simple and inexpensive— 
ersures perfect audibility in the midst of the 
loudest and most persistent noise. There are wall- 
booths (illustrated) for factories, workshops, foun- 
dries, etc., and neat desk models for offices. 
Bulletin BP131B tells you all about them—free 
on request. 


BU RG ESS acousti-booth 


for quiet amid clatter 


v 


THE BURGESS PRODUCTS CO., LTD., HINCKLEY, LEICS. 





Modern Times 
THE Demand Modern 
LIABILITY Methods... 


IS 


PRICES FROM 


YOURS ais 








Slippery floors are dangerous 
and unnecessary. All who 
hold positions of responsibility 
whether in Offices, Municipal 
Buildings, Hospitals, Hotels, 
etc., should insist that a non-slip 
polish is used in the interests 
of safety and efficiency 


F U R M OTO H.P. TERMS | ma 


NON-SLIP FLOOR CREAM ARRANGED 





Supplied in 4, 4 and | gallon tins CASH RECISTER 
also in § gallon drums TH 7 REG N A 
Write for further details and prices CASH REGISTER co Telephone 
Sole Manufacturers (Proprietors: The Joeli Safe Co. (London) itd) | TRAfalgas 
FURMOTO CHEMICAL CO. LTD. 27 JOHN ADAM ST., LONDON, W.C.2 3718 
1/3 BRIXTON ROAD, LONDON, S.W.9 Scottish Branch Office 








27 Oswald Street, Glasgow, C.!. Phone: Central 3710 
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MARKET RESEARCH 
AND ADVERTISING 


Continued from page 97 





Late in 1953, Carters decided to put 
more finance into their export market 
ing venture. This net only made it 
possible to increase the number of 
markets entered but to arrange 
travel programme for investigating 
markets and appointing agents on the 
spot. Six members of the staff of the 
agency undertook Overseas tours cov- 
ering Central and South Africa 
Europe, Ceylon, India, the Far East, 
Australasia, the Middle East, North 
America, the West Indies, Mexico, 
Venezuela and other parts of South 
America. 

Because of the previous experience 
of the agency staff, it was possible to 
decide before each member of the 
touring team left England the type of 
agent that should be looked for. In 
many cases they went prepared with 
lists of likely agents. For the first 
time a formal letter of agreement was 
drawn up and signed by all sales 
agents 

In 1954, the agency began a series 
of direct mailings to doctors to inten- 
sify their campaign on the medicinal 
properties of Ribena. By this time 
Carters had taken a full-time doctor 
on to their staff. They were thus able 
to conduct an additional series of 
experiments about which a series of 
scientific pamphlets could be written 
and mailed to doctors A special 
pamphlet was prepared to wrap round 
each bottle and describe in technical 
detail the properties of the product 

The development of export display 
material is worthy of special note. The 
first display material for pharmacists 
was completely medical. A showcard 
was produced showing a nurse recom- 
mending Ribena. In 1954, when 
Carters were appealing more to the 
general public, new showcards were 
designed depicting children cycling and 
skipping, to portray the impression of 
health given through Ribena 

What were the results of this export 
marketing campaign? Every year 
since 1952 the export sales of the 
product have nearly doubled. Total 
export sales are still well below home 
market sales but then, of course, the 
home market became relatively enor- 
mous as a result of Government spon- 
soring during the war. It has taken 
time and money to develop a similar 
situation overseas, but every year 
shows the product more firmly estab- 
lished. 
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HOUSING SCHEME 
Continued from page 122 


munication, and on the fact that even 
senior executives are regarded—justi- 
fiably—as “approachable.” Their wel- 
fare programme is composed of en- 
tirely practical measures like an em- 
ployee’s benevolent scheme (self-sup- 
porting as a result of generous assis- 
tance fromthe management in the initial 
stages) and a first-rate medical service. 

The housing scheme is also run 
informally. There are no committees, 
and few rules and regulations. The 
link between the employees and the 
board of directors is the manufacturing 
company’s secretary. He interviews 
the applicants, and gives advice on all 
aspects of house-ownership. Often he 
is able to point out snags which the 
applicants have overlooked. Some 
would-be borrowers forget Schedu!e 
\ taxation when assessing their com- 
mitments, and have to be reminded 
that they will encounter a much 
heavier liability in this respect than a 
man who obtains a building society 
advance 

These discussions take place in a 
friendly atmosphere, and a written 
application is not submitted to the 
board of directors until both parties 
are satisfied that the proposal is sound 
if a prospective borrower has his eye 
on a house which is really beyond his 
means, he is advised by the company 
secretary to look for something 
cheaper, so there is virtually no ques- 
tion of the directors having to reject an 
application. 

No attempt was made to “splash” 
the scheme when it was introduced in 
1950. The company took the view 


that it should be allowed to find its own 


level; if only for financial reasons, 
they were not anxious to encourage a 
sudden rush of applications. But the 
news soon got around, and the number 


of employees who are participating in 


the scheme at present suggests that a 
gentle approach was at least as effective 


in the long run as any amount of 


publicity. 

Details of the subsidiary schemes 
are posted on the works notice boards 
and the personnel officer makes sure 
that they are brought to the attention 
of hourly-paid workers who, he feels, 
might benefit from them. 

So the administrative cost Is neg- 
ligible. And although the company 
have tied up a considerable amount of 
capital which could be used in the 
business, they are confident that it 
earns a substantial profit—in a form 
which cannot be measured in pounds, 
shillings and pence. 
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buy, but also to run. 





the cost to you is nothing 
the savings might be enormous 


Car and Commercial Vehicles are playing an 
ever greater part in the operations of many firms. 
They are, however, expensive things, not only to 


Is your capital in this respect wisely invested and 
paying good dividends ? 
subject, we would be happy, at absolutely no cost 
to yourself, to examine this side of your business 
and present you with a factual report and our 
recommendations, if any. Remember, the cost 
to you is nothing, the savings might be enormous. 


Douglas Seaton Ltd. 


As specialists in this 


YEOVIL Tel. 2131 
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Your name and address or advert- 
isement 
colour on each daily sheet. 


Send for illustrated leaflet to : 


SHAW PUBLISHING CO. LTD. 
119 WATERLOO ROAD, S.E.!. 
Tel. WAT 3388 


Sole makers 





ARE YOU yj | kf 
BANDY-MINDED 


/ 
ff RUBBER BANDS of 
suitable size and strength 





can cut cests considerably 
and speed up production. In 
almost every industry rubber 
bands can be used to great 
advantage We will gladly 


suggest ways in which rubber 
bands can save your time and 

: money Simply write or 
phone for samples, details 
and ideas to 


can be overprinted in CQOMBS of WIMBLEDON 


H. A. COOMBS LTD. 
Standard Works, Richmond Road 
Wimbtedon, $.W.20 
Phone: WiMbieden 6 Groms : Absentment, Wimbie, Londen 
and at 


30 Hyde Road, Manchester !2 (Ardwick 6012) 
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“STANDARD BRAND” Rubber Bands 























The new ‘SPIRALUXE’ Mk. il is the ideal means of heat- 
ing Offices, Board Rooms, Consulting Rooms, etc ts 
positive air circulation providing comfortable even 
warmth rapidly Note these great new features: 

Smooth exterior to avoid collection of dust 
casing. Improved design of heating element 

Smartly designed and sturdily constructed to give years 
Attractively finished in Polychromatic Bronze 
or for Wall Mounting (2 or 3 K.W.). 


New type motor contained with 


of tr 
Available either as a Portable Mode 
12 months’ Guarantee 


uble-free service 


Mut Heaters 


(Write"for List No. 1148.) 


THE SPIRAL TUBE & COMPONENTS CO. LTD. 
Osmaston Park Road, Derby Tel DERBY 48761 (3 Jines) 


ORDER NOW 
FOR EARLY 
DELIVERY » 








London Works : Honeypot Lane, Stanmore, Middlesex 


STEEL CLOTHING LOCKERS 


High _ quality as approved by Public Authorities 
72° x 12” x 12” average 61 /- each. Ex. works. 


Please send for leaflet 1350 for other sizes. 


JOSEPH WESTWOOD & CO., LTD., 


Napier Yard, West Ferry Road, Millwall, 
Phone: EASt 1043 (4 lines) 


E.14. 















MULTI-DRAWER CABINETS with 10 to 
15 drawers, locking or non-locking 

RETAIL PRICE (Including Purchase Tax) 
10 Drawer 138/10 15 Drawer 204/2 
10 Locking 174/9 15 Locking 246/7 
Ask your retailer for full range of Cabinets 
CUPBOARDS FLOOR ASH,TRAYS 
INDEX CABINETS LETTER TRAYS 
STATIONERY CABINETS STATION. 
ERY RACKS TRANSFER CASES 
WASTE PAPER BINS 


WRITE FOR {ILLUSTRATED LIST 

















MULTI-UNIT 


TALLY COUNTER 


This new Tally Counter will keep accurate records and 
is far more satisfactory for addition than the ‘five bar 
gate’ system. It consistsof a number of 4-figure count- 
ing units builtup in bank form. Any reasonable number 
of units can be mounted together in banks. Zero reset 
knob is provided. Write for Leaflet. 


COUNTING INSTRUMENTS LIMITED 


5 ELSTREE WAY, BOREHAM WOOD, HERTS 


Tel 
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CLASSIFIED - ADVERTISEMENTS 


FOR SALE 


The items listed below are in every case reconditioned and in 
good order, they represent only a fraction of our huge stocks 


To save big money on office equipment get_our prices first 
as 


Addressograph"’ Steel Cabinet, 30 trays a? 0 
Burroughs’ Adding and Listing Mc., sterling model £35 ~> 
Bulmer's’’ Addo Adding and Listing Mc., electric 
sterling model 444 
Burroughs” Calculating Machine a 
Comptometer Sterling Model, re-built c 
Ditto cx 
Frieden’ latest mode! SW/0, fully automatic Q75 o.n.0 
Frieden”’ Calculator, hand model ra 
Monroe’ Calculator, automatic divisions, electric 7 
Plus Adder <8 


Sumieck’’ Sterling Model, Calculator, late model €/ 
Sumiock’’ Sterling Machine, older model a45 
Victor’ Adding Machines, sterling model, hand 
operated, capacity €9.999, 19 
Chubdd j-drawer fireproof Fils 4 om nets, drawer 
measurements |24 x 2} x is) 
Remington Rand f'scap four-drawer fireproof Filigg 
Cabinet, combination lock 
Stee! four-drawer f‘scap factory reconditioned 
Filing Cabinets 
We also offer the following reconditioned Visible index 
Equipment 


Kardex’’ Cabinet /|8-tray, x7 at ai? 
Cabinets |6-tray 8 x at «47 
2-tray 8 x at <% 
tray é 4 at < 
22-tray 6x4 at i444 
tray 6«4 at c 
Seldex Cabinets 6-tray 8 with wires ¢ 
6-tray 8x with pockets ¢ 
Scandex 2-tray ox at é 
Roneodex B-tray x 6 at “4s 
tray x 8 at é 
B-tray 8x at ta 
»-tray 8x at <% 
4+tray 6x4 at a 


COMMERCIAL EQUIPMENT CO. (LONDON) LTD. 
80 PENTONVILLE ROAD, N 


Tel. Terminus 9663 Museum 67 


BOOKS AND PUBLICATIONS 
SEVEN DAY COURSE in Economics, 52 pp., 
2/9; Elementary Accounts, 64 pp., 3/9; General 
Accounts, 64 pp., 3/9; Cost Accounts, 40 pp., 2/9; 
Partnership, 60 pp., 3/9; Mercantile Law, 2/-; 
Bankruptcy, 2/-; post free from R. A. Starnes, 
F.CAS., 32 Essenden Rd., St. Leonards-on-Sea, 
Sussex. 


AMERICAN BOOKS-—a varied selection in 
stock always. Periodicals on Annual subscription. 
Call, phone or write 82 Neal Street, W.C.2 
(Tem 7128) 


FILING EQUIPMENT 
improved Letter Files. Ask for list. Gazebo, 
4 Packington Road, Acton, London, W 3. ACOrn 
4731 


FULL STEAM IN FIVE MINUTES with B. 
& A Electrode Boilers. Used by British industries 
for 20 years. No boilerhouse, no flue, no atten- 
dant needed. The most compact and convenient 
steam raisers available, can go beside machines 
using the steam. Write for leaflet 107. Bastian 
& Allen Ltd., Ferndale Terrace, Harrow. 


Addressograph Electric Addressing Machine, 
Class 22000 in excellent condition, £65. Steel 
Cabinets 100 tray capacity. £70 each. Box No. 
1360, ¢ o BUSINESS, 109/119 Waterloo Rd., S.E.! 


GUIDEX-VALUE 
lingo” ao im 


GOOD STATIONERS EVERYWHERE 
Cotaloque from- 
|THE TRADE LOOSE LEAF Co Lro. BIRMINGHAM. 12 
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“Addressograph” Machines (rebuilt-guaran- 
teed), Cabinets, Frames, plates and accessories. 
Nevard Dessoy & Co. Ltd., 102-105 Shoe Lane, 
London, E.C.4 


Recordon £15. Diplomat £40. Also Ediphone 
Pro-technic Electronic Dictating outfit £45, Spare 
Dictaphones, various models from 50/- each. 
HOLDINGS, 39 Mincing Lane, a 
EMIDICTA electronic di hi 
complete with all accessories, and stand. Good 
condition, just overhauled. Write 0SXi, Wm 
Porteous & Co., Glasgow. 





Burroughs Accounting Machine all electric 
model 760324 with stand and cover. First class 
condition. Serviced under maintenance contract 
since new. £175. Apply Secretary, Broad & Co 
Led., 4 South Wharf, Vesdinguan. w..2 


Two P ia jlahi + A. 
tately mt Monex C.2. Continuous Rotary Photo- 
printing and developing machine with Duostat 
Printer and Processor, new Nov. 1954. (2) Miles 
Copycat Printer and Ozalid Electric Developer 
Excellent condition, reasonable prices Black- 
coon Hodge, Euclid Works, Northampton. Tel 
6 


Secondhand Typewriters for sale. Various 
makes. Regularly serviced. Good condition 
Box No. 1370, c/o BUSINESS, 109-119, Waterloo 
Road, S.E.! 


Real Bargain—Save £100—A Complete 
Dictating System consisting of two Agaphones, 
pedal-control, microphone, earpiece, etc. Cost 
£268, in perfect condition—£168 cash. Blackford 
& Son (Calne) Led., Caine, Wilts 


A. Ibbetson & Co. Led., River Road, Barking, 
have for disposal 23 Post Index Cabinets, 1|6- 
drawer, 105” x 6”. Write offers please. 





Tractors. Reconditioned, secondhand, ex 
agricultural. ideal for Haulage around factories, 
etc. Paraffin engines, (fuel | 6 per gallon) £50- 
£150 each. Loddon Engineering Co., Loddon, 
Norfolk 
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CALCULATING SERVICES LTD 
MACHINE OPERATING EXPERTS 
We undertake all kinds of adding, 
calculating and statistical ae 

work including STOCK SHE 

ESTIMATES, etc. Many large and 

small firms throughout Great 

Britain use our service. If inter- 

ested send for brochure C.S.6. 

LONDON OFFICE : 

130 pag Be St., at Baker St., W.! 

Tel.: . 4328. Miss Harper 


einnincHam oon 
| Albert Street, 4. 
Miss Lefroy. \eceablicned 3% years) 


ES FR 











REBUILT 
ACCOUNTING MACHINES 

for prompt delivery. All equipment fully 
guaranteed for one year. Maintenance service 
available on expiry of guarantee Free 
preparation of systems, training of operators 
and eS services. 

. DURHAM LTD., 
85 BLACKFRIARS RD., LONDON, S.E.1 

Tel. WATerloo 6081 - 2 








Machine Service Co. 
Accredited dealers for 
BURROUGHS Portable 
VICTOR ~ 
OLIVETTI 


High-grade S/H 
Accounting Equip- 
ADDO ment available. 
100 MOUNT STREET, LONDON, W.!. 
Tel.: GRO 2474 


Adding 


Adding 
hend or 








Public limited companies: Housing 
allocated to assist key employees to obtain 100% 
mortgages. (Example, over £100, was granted 
recently to one company). Details from Bakers 
Agencies, Mortgages and Group Pensions Dept., 
21 Cairo Street, Warrington. Tel. Warrington 
3766 7 


MISCELLANEOUS 


TECHNICAL advice free of charge on 
storage problems and equipment. RANDALRAK 
Limited, 106 Victoria Street, S.W.1. ViCtoria 
3485 


SACKS AND BAGS 


You want the best type and the quickest 
delivery. John Braydon Ltd., 26 The Highway, 
London, E.|. ROYal 1044 


TAPE RECORDER HIRE SERVICE 


| raph Led., | Hanway Place, London, 
se LANgham 2156. Sole Agents for 
VOXTAPE OVERSEAS SERVICE 


TRANSLATIONS 


Experts in every language. Technical, 
commercial and legal translations from 2/6 for 
70 words. SECTRA, 20 Buckingham Street, 
London, W.C.2 (TRAfaigar 2466) 


WANTED 


Due to expansion programme user requires 
from other users a number of each of the following 
machines for Toolroom and Production. Vertical 

and Horizontal Mills, Capstan and Turret Lathes, 
y cont Surface Grinders, Shapers, Tappers. Mo- 
torized 400 3 50. Prompt inspection and decision 
Details to Box No. 1357, c/o BUSINESS, 109/119 
Waterloo Road, S.E.! 


Addressograph equip cs | and or 
Cabinets, frames, accessories, etc. "Box No. 1352, 
c/o BUSINESS, 109 1 19Waterioo Road, S.E.! 





Two Addressograph Class 350 machines and 
two Visidesk Pedestals. Box No. 137!, c/o BUSI- 
NESS, 109,119 Waterloo Road, S.E.! 


WANTED 
FACIT CALCULATING MACHINES. 
HAND MODELS TK and NTK. 
ELECTRICAL MODELS EK, EA, NE, 


NEA, ESA & ESA.O. 


Secondhand, in bulk quantities. Other 
Continental makes may also be of interest. 
Please supply details to Box No. |36!. 








Your Transport Problems 
Solved by Experts 
Consult 
PSA Transport Limited, 

47 Whitcomb Street, London, W.C.2. 
Telephones : WHI 9161/7 
Telegrams : PSATRANS. Telex : 8308 

AIR-FREIGHT | to Continental 
SEA AND LAND —= and Overseas 
TRANSPORT __ Destinations. 








TARPAULINS 


FOR 


HIRE 


S. LOMAS & Co. 
(TARPAULINS) LTD. 
WARD ROAD WORKS, 
LONDON, €E€.1I5 
MARyland 3616 
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ACCOUNTING 
MACHINES 
Burroughs Addin oe. . 62 
Remington Rand 
— ii, ong W9 
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Led... 72 


ACCOUNTING SYSTEMS 
Anson, Geo. & Co. Ltd. 38, 102 
Art Metal Construction ... 114 
Carter-Davis ltd. ... 25 
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Sriaiek Olivetti Led.. 
Bulmers (Calculators) Led. ‘3 
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Office Machinery Ltd. ... 36 
Taylor's Typewriter Co. Led. 24 
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Van Der Velde (Office 


Equipment) Ltd. 20 


ADDRESSING MACHINES 

Addressing Machines deal 
marae tee. ... « 
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Block & Anderson Led. 23, 147 
Roneo Led. 4) 
ADDRESSING MACHINE 
ATTACHMENT 
Alacraled... ... 47 
Fanfold Ltd — 


Lamson Paragon Ltd. 


ADVERTISING —s 
Con Press ltd. ... 
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Financial Times.. 
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: 148 
Smith, W. H. & Son Led.. 
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Central Rediffusion Services 133 
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Led. 127 
Shepherd Mig. Co. vo ay, 
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CHARTS AND PLAN 

BOARDS 
Block & Anderson Ltd. 23, 147 
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Cover ii, 15, 119 
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& Howell asin pain 
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EQUIPMENT 
Bawn, W.B. & Co. Led. ... 137 
Constructors Ltd. ... ... 22 
Harvey,G.A.& Co... 123 
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Led. , 144 
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Lamson Paragon Ltd 
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COUNTING AND 
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MACHINES 


Counting Instruments Led. 144 


CYCLE PARKS 
Constructors Ltd. 22 
Odoni, Alfred A. & Co. ... 120 
DICTATING AND 
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EQUIPMENT 
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|e Led. 44 
I. Sales & Services Ltd. 64 
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Wesley, Harold & Co. Ltd. 137 
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Constructors Led. 


Sankey-Sheldon Ltd... 18 
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Art Metal Construction ... 114 


Block & Anderson Led. 23, 147 
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Perring, John Led. ... . 127 
FOLDING MACHINES 


Block & Anderson Ltd. 23, 147 
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Lambart & Smyth Led. . 123 
Peter's Automatic Mchs.... 120 
Quiz Electrics Led. ... ... 123 


HEATING 


Spiral Tube Led. . 144 


INDUSTRIAL reagan | 
B.V.C. Eng. Co. 

Furmoto Chemical Co. ... +} 
Lamson Engineering Co.... 132 
New Welbeck Ltd. ... ... 127 


INSURANCE 
Vulcan Boiler & a 


insurance Co. Li 117 


LETTER seeeeees 
MACHINES 
Block & ieee Led. 23, 147 


yo es 

G.E.C 56 
ees Ceilings ‘Ltd... 134 
Philips Electrical Ltd. ... 43 
LOOSE LEAF LEDGERS 


AND SYSTEMS 
Art Metal Construction ... 114 
Copeland-Chatterson Co. 29 
Jones, Percy - eroagmameg ik 
Kalamazoo Ltd m 
Lamson Paragon L 
Shannon Led... 


MARKING EQUIPMENT 
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Lamson Eng.Co. ... ... 132 
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Edison Swan Electric Co.... 119 


NOISE PREVENTION 
Burgess Products Ltd. . 12 
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Edison Swan Electric Co.... 119 
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how many copies ? 





How many ? Six Sixty three hundred ? It’s all one to Banda one typing, 


ne checking, one operation. More than a duplicator, more than just an office 
chine, Banda brings a complete copying method to the service of your business 
No matter how many, what type « 
em without ink or stencils, without interleaving carbons and repeat typing, 
without rechecking and multiple corrections 
\pensive copying methods on the market. So versatile yet no trained operator 
is required. SO simple 

d speeds the distribution of information. 

We have some interesting literature on the Banda method 


vill send you full details, or arrange a demonstration, Block & Anderson Limited, 


58-60 Kensington Church Street, London, W.8. Tel: WEStern 2531. 


- H business machine 
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x what size of copies, Banda will produce 
So efficient vet one of the least 


yet it saves hours of typists’ time, promotes efficiency, 


Phone or write today and we 








copies quicker 
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PITMAN 


ECONOMICS OF 
INDUSTRIAL ORGANIZATION 


By A. Beacham, M.A.., etc 


A new up-to-date third edition of this 
authoritative work which is designed to 
supplement the general economics textbéo0Kk 
The text has been revised wherever possible 
to take into account the more important 
changes that have taken place since the 

last edition was published. 16s. net 


MODERN SALES CONTROL 
By A. W. Willsmore, M.S.M.A.., etc 


A book for sales managers, students of sales 
management, and manufacturers seeking 

to develop new sales outlets for their 
products. It is mainly concerned with sales 
made by representatives selling to whole- 
salers, departmental stores, multiple shops 
and the retail trade generally 15s. net 


PERSONNEL MANAGEMENT 
By C. H. Northcott, M.A., Ph.D 


Completely revised and up-to-date, here is 
the third edition of a work that is essential 
to anyone connected with personnel 
management— essential because it is one of 
the major works on the subject, up-to-dat:, 
to the extent that at least two-fifths of the 
book represents new material. This revised 
edition includes six new chapters, many 
new references, and an up-to-date 
bibliography. 30s. net 


SALES MANAGEMENT 
By Cunliffe L. Bolling 


Third edition by C. H. Young 

The standard British work on sales 
management, this book has been adopted 
as an officially recommended textbook for 
the examinations of the Incorporated Sales 
Managers’ Association. It wil! greatly 
assist the sales managers to organise, plan 
andcontrol. 15s. net 
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Go me 
DUBILIEk 
— gui |! 





The electricity bill was something of a shock for George—but to 
see the cause of it—standing there—nibbling at its amp sandwich— 
was more than flesh and blood could stand. Fortunately, George is a 
man of action when his blood is up. He is taking the only sensible 
course 

Are you paying for electricity you don’t use ? 

Are Amp Eaters rampant in your works? 

Do you want to know more? 
Good! Then write your name and address in the margin of this 
advertisement and post it to us. We will send you by return our 
eight page, 2-colour leaflet which tells you all about the Amp Eater 
and his machinations. 








DUB al ETE 


DUBILIER CONDENSER CO. (1925) LTD., DUCON WORKS, VICTORIA ROAD, NORTH ACTON, W.3 
Telephone: ACOrn 2241. Telegrams: Hivoltcon Wesphone, London 
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Invest Wisely .. . 


get an 


dictating machine 
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There are only 4 basic questions when it comes to 
selecting a business dictating machine 

1.—DOES IT DO WHAT YOU WANT? 
2.—IS IT DEPENDABLE ? 

3.—DOES IT OFFER MAXIMUM EFFICIENCY ? 
4.—IS IT ECONOMICAL ? 


There is only | answer when it comes to buying a 
business dictating machine 


THE AGAVOX 


TL TTT 


The AGAVOX answers ALL your dictating requirements 


A PRODUCT IF THE Ww RL FAM J AGA ORGANISATION OF WEDER 


London, +.f.1. (Waterloo 34585) 


TUTE cecececengneonansnt 


The running costs of the Aga- 
vox are negligible. The very 
long-life discs can be used 
many thousands of times. It is 
simple to use, both for dicta- 
tion and transcription. Small 
and light, it takes up very little 
space. It includes accurate 
“pin-point” indexing of dicta- 
tion 


Write or telephone now for 
details, a demonstration or a 
free trial... without obligation. 


M. & L. HAYCRAFT LTD. 
ST. STEPHEN'S HOUSE 
WESTMINSTER, LONDON, S.W.1 
Telephone: WHitehal/ 9618/9 
MIDLANDS 

4 City Arcade, Birmingham 2 
Telephone: Central 3016 
SCOTLAND 

170 Hope Street, Glasgow C.2 
Telephone: Douglas 1706 








